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State of the nation’s economy: 


Stee.—Production last week was 
scheduled at 102.6 percent of in- 
dustry capacity, compared with 102 | 
percent in previous week. © tena, | 
at that rate would be 1,978,900 tons, 
11,600 tons above preceding week, | 
and would be the fifth consecutive 
weekly record. 


Statistics’ index rose to 173.8 per- 
cent of 1935-39 average on Sept. 
15. That was 0.5 percent above 
Aug. 15 mark and only 0.4 per- 
cent below record high reached 
in summer of 1948. 

NationaL INcome—Spurred by 
record corporate profits, amount in 
second quarter rose to a $229,000,- 
000,000 annual rate from $217,000,- 
000,000 in first quarter. 

Retai, Sates—Amount in Septem- 
ber totaled $12,485,000,000, 14 per- 
cent above year ago. However, auto 
dealers’ sales dropped 4 percent | 
during month. 

Crupe O1—Daily average produc- 
tion in week ended Oct. 21 was 
5,821,525 barrels, an increase of 
33,360 barrels from previous week. 

Factory Waces—Country’s 12,- 
900,000 production workers col- 
lected a record average weekly 
paycheck of $60.53 in September. 
That was about $5 higher than in 
fall of 1949 and about two cents 
above month earlier. 

Raw Freicht—Loadings in week 
ended Oct. 14 totaled 888,559 cars, 
2.9 percent more than in preceding 
week and 52.2 percent more than 
in like 1949 week. 

TELEvIsiON—A production record 
was set in September when 817,157 
units were turned out. That was 
115,000 more than in preceding 
month and three times the num- 
ber made in September last year. 

* om * 


Down 


VenicLte Tires—Manufacturers 
shipped 12 percent fewer units in 
August than in July. August total 
was 10,609,556. 

Business Farrures—Number 
dropped to 165 in week ended Oct. 
19 from 188 in preceding week. 

GasOLINE Prices—Average retail 
price for regular grade in 50 rep- 
resentative cities was 26.81 cents 
a gallon on Oct. 1, a decrease of 
0.19 cent from month earlier. 

Bank Cuiearincs—September 
amount in 25 large cities totaled 
$66,411,000,000, a drop of 5 percent 
from August. 


Top Cars 

New-car registrations for eight 
months, plus 31 states for Sep- 
tember: 
1950 Pos. 
1—1,009, 682 
841,224 
378,992 
328,409 
315,438 
264,037 
227,768 
209,821 
193,481 
132,023 
108,927 
93,918 
70,549 
65,842 
59,343 
50,409 
25,586 
24,435 
10,888 

5,089 


1949 Pos. 
711,631— 1 
534,650— 
266,884— 
356,747— 
222,131— 
187,117— 
120,748— 
133,712— 
Dodge 178,1838— 7 
Nash 97,671—11 
Hudson 106,162—10 
Chrysler 88,981—12 
DeSoto 170,297—14 
Cadillac 57,461—15 
Kaiser  46,608—16 
Packard 172,489—138 
Willys 20,922—18 
Lincoln 27,330—17 
Frazer 13,954—19 
Crosley 8,004—20 

4,216 Austin 2,146—22 
1,095 An.-Pref. 4,572—21 

Total All Makes 

4,427,341 3,332,095 
For further details see page 
20, today’s issue. 


Make 
Chev. 
Ford 
Buick 
Plym. 
Pontiac 
Olds. 
Merec’ry 
Stude. 


1li— 
18— 
19— 
20— 
21— 
22— 
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THIS WEEK—NET PAID ABC 


39.402 


Lawmakers Joining Keg. W Fight 


/Dealers Launch 


'U. C. Prices Cut 
$200 to $500 


Order Cancellations 
Run Up to 65%, 
Big-City Poll Shows 


EW-CAR sales have dropped 

close to 50 percent and used- 
car sales about 70 percent since the 
Federal Reserve Board reduced 
time payment limits to 15 months 
on Oct. 16, an Automotive News 
survey showed last week. 

Along with the decline in sales 
volume has come an alarming re- 
duction in used-car prices, plus 
the not unexpected slack-time 
phenomena of the new-car busi- 
ness — overallowances and _ dis- 
counting. 

Reports from dealers place the 
decline in used-car prices at from 
$200 to $500 for late-model cars. 
Older models have suffered accord- 
ingly, even though the dollar drop 
has not been as severe. 

* * 7” 
RDER cancellation figures 
turned up by the survey ranged 
as high as 65 percent. Many deal- 


Actual Count Shows 


Detroit Sales Halved 


DETROIT.—Armed with offi- 
cial statistics from the Michigan 
secretary of state, the Detroit 
Auto Dealers Assn. _ reports 
new-car sales in Wayne county 
down 50.5 percent and used-car 
sales off 59.5 percent since Reg- 
ulation W was tightened. 

Under 21-month terms of Reg- 
ulation W, new-car sales for 24 
selling days totaled 16,956—a 
daily average of 706; used-car 
sales totaled 10,969, a daily aver- 
age of 457. Under 15-month 
terms, new-car sales for seven 
selling days totaled 2,442, a daily 
average of 349; used-car sales 
totaled 1,296, a daily average of 
185. 


ers just said that customers were 
so scarce it was hard to say what 
the percentage of cancellations was. 
The wholesale price of used 
cars, as determined by Automo- 
tive News’ index, dropped $23 last 
week to an average of $927. This 
figure is $93 below the level for 
the week preceding the imposi- 
tion of Regulation W on Sept. 18. 
Here are reports from the vari- 
ous cities: 
Atlanta 
T= NEW 15-months-to-pay ver- 
sion of Regulation W “is hurt- 
ing more than anything in history,” 
a consensus of Atlanta dealers re- 
veals. They reported a 40 percent 
(Continued | on Page 28, Col, 1) 


By Bernie Thomas 
Associate Editor 
ope. changeovers will soon 
take their toll, but U. S. plants 
this week will write October down 
as the third highest output month 
in history. 
With Chrysler, Ford and General 
Motors assembly lines having 
shown greatly accelerated activity 


Ohio Dealer Officials— 


Elected at the annual convention of the Ohio Auto Dealers Assn. in Columbus last week 


were (seated, left to right): 


F. C. Armstrong (International), Warren, 


| Dayton, president; John T. Glackin (Chevrolet), 
Columbus Auto Dealers Assn.; 


president of the 
secretary. 


Columbus, 
Steubenville, 


mobile), 
(Ford), 
Columbus, 


Clifford Jacobs (DeSoto), 
first vice-president; 


Standing (left to right) 
past president. and Walt R. Hamer, 


Cincinnati, second vice-president; 
Ralph J. Rodgers (Pontiac), 
A. E, White (Olds- 
Charles A. Hodge 
are: Lou Wilsch (Chevrolet), 
executive secretary. 


Mt. Vernon, treasurer; 


Mercury ‘Holds’ Price, 
But Cuts Discount 


W 


were increased, but factory list 


prices stayed the same on thé 1951} 


Mercury last week. 

What happened could be broken 
down into three parts: 

1, President Henry Ford II an- 





K, T. Keller 


Keller to Direct 


\Guided Missiles 


j 


|president of Chrysler Corp., 


-K. T. Keller, 
has 
been named chairman of guided 
missiles by Secretary of Defense 
George C. Marshall. 
The auto executive will serve on 
(See KELLER, Page 31, Col, 5) 


WASHINGTON. 


over last month and with Stude- 
baker resuming assembly, October 
vehicle production in all U. S. 
plants should total about 768,000 
units, comprised of 656,000 cars and 
112,000 trucks. 

Sending production so far this 
year to within two weeks of the 
7,000,000 mark, U. S. plants last 
week turned out 152,451 cars and 
25,805 trucks for a total of 178,256 


HOLESALE and retail prices | 


nounced no change in factory list 
| prices for the Mercurys in what he 
| described as an anti-inflation mcve. 
2. Mercury dealer discounts on 
all models but one were lowered 
| to 25 percent from the former 
25.9 percent, resulting in the 
wholesale price rise. The excep- 
tion was the stripped-down 72-A 
club coupe, whose dealer discount 
has been at 24.98 percent since 
its introduction last winter. 

3. Advertised-delivered prices at 
retail on all Mercurys went up from’ 
$12 to $34, because three -factory- 
installed accessories previously 
standard are now optional. The new 
optional items are directional sig- 
nals, trunk light and glove box light. 

> 7. : 

ORD, in his hold-the-line an- 

nouncement, warned that future 
ability to avoid price increases “de- 
pends on many things beyond the 
control of Ford Motor Co.” He in-’ 
ferred that factory list 
would also remain unchanged on 
the forthcoming new Lincoln and 
Ford cars. 
Pricing of the Mercury was de- 


layed until dealership display time, | 


owing reportedly to the nationwide 
impact on the trade of the stiffened 
Regulation W. The Mercury was 
| the first ’51 offering of a Big Three 
producer. 
Merc-O-Matic automatic drive, 
Mercury’s new optional trans- 
| mission, was given an advertised- 
| delivered price of $168.50. This 
| is $10 above Powerglide and Olds- 
mobile-Pontiac Hydra-Matic, but 
70 cents below Dynafiow. 
Mercury dealers will be paying 
$13 more for their four-door sedans 
| at wholesale, with discounts falling 
| (Continued on Page 30, Col. 2) 


October Output Third Best in History 


| vehicles, according to Automo- 
tive News’ estimates, 
Widespread Saturday assembly in 
(Coptinued on Page 34, Col, 1) 
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All-Out Assault 


UAW-CIO Also Hits 
Harsh Credit Terms; 


Customers Enlisted 
By Bob Gordon 


Associate Editor 

Uy facts and figures as am- 

munition, dealers and dealer 
associations lined up in battle for- 
mation last week, prepared for an 
all-out assault against the Federal 
Reserve Board’s 15-month time pay- 
ment limit on auto installment sales. 

Taking their cue from the Na- 
tional Automobile Dealers Assn., 
state and local dealer groups and 

individual dealers started compil- 
ing statistical evidence of the 
severity of the FRB-inspired au- 
tomotive “depression.” 

Despite the concerted attack of 
the NADA, the association revealed 
in Washington that it had received 
no response from the FRB to three 
separate requests for a conference 
to discuss the hardships reported 
to the NADA by dealers all over 
the country. 

At the same time, dealers and 
their associations were putting 
pressure on senators and represen- 
tatives, and there was increasing 
evidence as the week wore on that 
this line of attack was bearing 


fruit. 
GEVERAL congressmen and sena- 
tors promised to plead the deal- 
ers’ case to the FRB, and at least 
one state chief executive, Gov. 
Turner of Oklahoma, petitioned the 
FRB to grant a hearing to both 
dealers and the industry. 

Dealers were also getting help 
from other sources in their fight 
to get relief from the stringent 
FRB dictum. The UAW-CIO, for 
instance, loosened a seven-page 
blast which asked that Regulation 
W and X (which affects housing 
credit) be “held in abeyance until 
a‘ government sponsored labor- 
management conference of the 

(Continued on Page 32, Col. 4) 


FRB Broke Law, 
Haller Declares 
At Fla. Parley 


ALM BEACH, Fla. Charges 

that the Federal Reserve Board 
not only misrepresented the facts 
in promulgating both the original 
restoration of Regulation W and its 
subsequent amendment two weeks 
later, but actually violated the na- 
tional security resources law, were 
made before the Florida automobile 
dealers in convention here by Fred 
Haller, president of the National 
Automobile Dealers Assn. 

“We were told by representa- 
tives of the FRB that Regulation 
W was invoked on recommenda- 
tion of National Security Re- 
sources Board Chairman Stuart 
Symington,” Haller declared. 

“However, Bill Hufstader of Gen- 
eral Motors, whom I regard as a 
truthful man, told us that in a con- 
versation with Symington, the lat- 
ter said he had no knowledge of 
the FRB's intention to restore the 
regulation, or to amend it, until 
after the order had been, issued.” 

“The government not only broke 

(Continued on Page 29, Col. 1) 
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New Tar Hee 


Wilson Sees Output 
Holding High Level 


CHICAGO.—Unless there is “some 
artificial and unnecessary addi- 
tional curtailment of the business,” 
the auto industry will continue pro- 
duction at a high level and “be 
able to sell most of the cars pro- 
duced,” in the opinion of C. E. 
Wilson, president of General Mo- 
tors. 

Wilson stated this belief in dis- 
cussing the industry in war and 
peace at the convention ef the 
American Society for Metals here 
last week. Wilson was given the 
1950 award for the advancement 
of research. 

Wilson warned that, while the 
country must not ignore the threat 
of a general war, it must not be 
ruled by that possibility. 

“We must keep our economy 








General Boost 
In Tire Prices 


Is Expected 


AKRON.—A 7% percent boost in 
the price of auto, truck and farm 
tires was announced last week by 
Goodyear Tire & Rubber. 

While other rubber firms made 
no comment on the Goodyear hike, 
informed sources here expected 
price lifts generally throughout the 
industry. White sidewall tires were 
raised 10 percent and inner tubes 
manufactured of natural rubber 
rose 7% percent. 


Wallace Visits 


Dealers in West 


HOUSTON. — Chrysler division’s 
president, David A, Wallace, and 
general sales manager, Joseph A. 
O'Malley, met with representatives 
from 270 southwestern Chrysler- 
Plymouth dealers last week to dis- 
cuss 1951 Chrysler division plans. 

The executives met with dealers 
from the Houston region last Mon- 
day, and on the following day ad- 
dressed dealers from the Dallas 
region. Friday, they met with rep- 
resentatives from Arizona, Nevada 
and southern California in Los 
Angeles. 





Dealers Ask Output Cut, 


Due to Regulation W 


SALT LAKE CITY. — Report- 
ing that tighter credit rules have 
cut sales 50 percent, members of 
the Intermountain Lincoln-Mer- 
cury Dealers Assn. last week 
asked L-M officials in Detroit 
to reduce factory shipments ac- 
cordingly. A letter, signed by 
members of the dealer group, 
said: 

“Regulation W must be lifted 
entirely for the well-being of the 
automobile industry ... (and) 
We believe production will have 
to be geared to the degree of 
this regulation.” 





strong in order to maintain our 
standard of living,” he said. 


In the belief that the eventual 
pinch will be in manpower, Wil- 
son said that “we should increase 
the average work week to as 
much as 45 hours in order not 
to decrease the amount of con- 
sumer goods available and at the 
same time produce the necessary 
military goods.” 

Wilson made a similar plea at 
the end of World War II. 

In addition, to curb inflation, the 
military and foreign-aid programs 
must be paid for “as we go,” he 
said. 

“Not only must the nation, in- 
cluding all individuals,” he _ said, 
“be willing to support a tax pro- 
gram to pay in money for these 
things, but we must be willing to 
support a work program that will 
produce them.” 

Recent credit restrictions, he 
pointed out, undoubtedly will de- 
crease the demand for motor cars, 
especially used cars, which indi- 
rectly will affect the demand for 
new cars, 

This, he said, has increased 
fear of unemployment in some 
quarters in the industry. 

However, he asserted that GM 
was going ahead on the assumption 
that whatever actions may be nec- 
essary to control] inflation and pro- 
mote the production of war ma- 
terial will be done sensibly and 
without causing unjustified layoff 
of thousands of employes. 

“There has been a tendency at 
times,” he said, “to use the threat 
of war or of a crisis to force con- 
trols on people. 

“I myself have no great confi- 
dence in any political or emotional 
type of planning.” 

He said, as an example, that 
he has not been favorably im- 
pressed by the way the rubber 
situation has been handled in the 
last two years. 

To plan a butter-and-guns pro- 
gram effectively, he said that a 
careful appraisal of material re- 
quirements is necessary, but has 
not been made. 

He called for a review of stock- 
piling policies, pointing out: 

“It is a serious matter to begin 
the stockpiling of as much as 10 
percent of the current production 
of any community. If the stock- 
piling is as great as 25 percent, it 
causes serious price increases and 
business dislocations.” 

Turning to manpower, he said 
that military items require much 
more labor per pound than civil- 
ian goods. Reasons cited were the 
type of metal, more careful in- 
spection, and the fact that ma- 
chine-tool builders do not have 
the time to develop high-produc- 
tion machinery to the degree they 
do for civilian goods. 

Wilson pointed out that the auto 
industry is cooperating wholeheart- 
edly in the arms program. 

“It is becoming increasingly 
clear,” he said, “that so long as 
there are dictators abroad in the 
world, we must keep ourselves 
strong in a military sense.” 








Cited by Automotive Oldtimers— 


At the Iith annual session of Automotive Old Timers in New York, GM President C. E. 
Wilson (left in first photo) receives his citation from William E. Holler, chairman of the 


dinner committee, for distinguished service to the auto industry. 


In the adjoining’ picture, 


Charles $. Mott (right) is given his recognition by David C. Fenner, oufgoing AOT president. 


| 


| 





| Committees 





N. C. Dealers Keep Tab on Laws— 


This is the legislative committee of the North Carolina Automobile Dealers Assn. 
W. B. Cobb, Goldsboro; Jack Steele, 


(left to right): 
Rupert Atkins, Raleigh. Standing (left to rig 
Bladenboro; T. D. Hunter jr., Hendersonville; 
B. C. Mangum, Henderson. 





Industry Relations Group— 


Seated (left to right): Wilson F. Yarborough, Fayetteville; Robert Vernon, Raleigh; E. B. 
Gamble, High Point; Allan Mims, Rocky Mount; J. B. Smith, Greensboro; Clyde H. Harriss, 


Salisbury; S. D. Lovelace, Wilson. Standing ( 


Grady Rankin jr., Gastonia; B. P. Sherer, 


Raleigh; J. O. Gunn, Yanceyville; 
ht): C. G. Conn jr., Raleigh; J. A. Bridger, 


J. P. Wallace, Troy; E. L. Hicks, 


left to right): Flake B. Chipley, Rocky Mount; 


Shelby; Odell Sapp, Salisbury; Joe P. Temple, 


High Point; Walter Deal, Asheville; H. A. Marks, Wilmington. 





Rubber Industry Assails 
U. S. Stockpile Plan 


WASHINGTON.—The_ govern- 
ment was told in no _ uncertain 
terms last week that its rubber 
stockpiling program is of too hasty 
a nature and may cause “wide- 
spread unemployment” in 1951. 

In a 44-page “Analysis of the 
1951 Rubber Problem,” the Rub- 
ber Manufacturers Assn. informed 
the National Production Admin- 
istrator that the U. S. now has 
enough rubber on hand to fight 
a five-year war. 

With a slower-paced stockpiling 
program next year, the RMA re- 
port held, the U. S. can still end 
1951 with enough rubber to fight 
an eight-year war. 

An NPA official said the govern- 
ment would study the industry’s 
figures “to see if they jibe with 
ours.” He complimented the RMA 
on the “completeness of its report” 
and promised a meeting next month 
to discuss it in detail. 

Sixty top executives of the rub- 


House Slates Hearings 


On Excess Profits Tax 


WASHINGTON. — Chairman 
Doughton of the House Ways and 


ber industry were present at a 
meeting when the analysis was 
presented to NPA officials. They 
predicted “dire consequences” if 
the U. S. holds to plans to reach 
its rubber stockpile target by next 
June. 

They said such a goal could be 
reached only by placing the tire 
industry under the most stringent 
World War II controls. Such 
hasty stockpiling and drastic con- 
trols were termed unnecessary. 

The RMA report sharply criti- 
cized recent government orders 
rolling back overall use of rubber, 
including the cutbacks announced 
by the NPA a week ago. 

“Programs of this type, it was 
said, “put every manufacturer into 
a straitjacket.” 

NPA officials were urged to lift 
the lids on the industrial use of 
rubber, and modify them with the 
following four-point program: 

1. Permit manufacturers to use 
}an average of 39 percent natural 
rubber to 61 percent synthetic in 
all types of tires. Smaller tires 
for passenger cars would be made 
of 25 percent natural rubber, while 





Means committee announced last 
week that his group will begin one 
week of hearings Nov. 15 on excess 
profits tax legislation and will re- 
ceive through Nov. 3 applications 
from organizations desiring to be 
heard. 


Doss Advice to Dealers: 


tires and tubes for airplanes would 
be 100 percent natural rubber, 

2. Increase production of general 
purpose synthetic and butyl 
tubes) rubber, 


Charlotte; | 


(for | 


GM Net Falls 





From Peak in 


Third Quarter 


DETROIT. — General Motors n 
income showed a decline, althoug 
sales increased during the third 
quarter of 1950, President C. 
Wilson and Chairman A. P. Sk 
jr. reported Friday. 

The. third-quarter profit to 
was $217,377,767, as compared w 
$272,889,624 for the second quart 
of this year. The second-quart 
showing represented an_ alltin 
quarterly record. 


Surpassed by the third-quarte: 


| total, however, was net income du: 
| ing the same three-month period 


“| despite an 








3. Trade surplus synthetic rubber | 


(See TIRES, Page 30, Col, 3) 


Seated | of 1949. 
| 


Last year’s comparable 
sum was $198,735,386. 

For the first nine months of 1950 
net income was $702,655,156. It was 
$502,414,029 in the initial three 
quarters of last year. 


Sloan and Wilson, explaining the 
reduction in third-quarter profit 
increase in total GM 
sales, pointed to the new tax law. 

Third-quarter sales amounted to 
$1,992,468,630, up from the second- 
quarter total of $1,963,641,243. 


Tucker’ s Assets 
Bring $460,000 
In 3-Day Auction 


CHICAGO.—The three-day auc- 
tion of Tucker Corp. assets, includ- 
ing cars, machinery and other 
equipment, brought a total of $460,- 
000, it was announced last week by 
Norman H. Nachman, attorney for 
the trustees. 

He added that items figuring in 
the sale will be removed speedily 
to make way for occupancy of the 
huge Tucker plant Nov. 1 by Ford 
Motor Co. for aircraft-engine man- 
ufacture. 

Nachman said that the prices 
came close to appraised values, al- 
though the value earlier had been 
represented as nearly $2,500,000. He 
asserted that the trustees expect 
the prices to be approved by Fed- 
eral District Judge Michael L. 
Igoe. 

The principal remaining asset of 
| Tucker Corp. is its Syracuse (N. Y.) 
subsidiary, Air Cooled Motors, Inc., 
described as solvent and now en- 
gaged in building helicopter motors 
for both the Army and Navy. 


Brakeblok Names 
Kelly President 


NEW YORK.—William T. Kelly 
jr. has been appointed president of 
American Brakeblok division of 
American Brake 
Shoe Co., accord- 
ing to Chairman 
William B. Given 
jr. 

In addition to 
his new duties, 
Kelly will con- 
tinue as president 
of the Kellogg di- 
vision, manufac- 
turer of air com- 
pressors and paint 
spray equipment. 
Vice-President Maynard B. Terry, 
located at the division’s headquar- 
ters in Detroit, will continue in 
charge of Brakeblok sales. 

Kelly joined the company in 1928 
as a molder’s helper. 











W. T. Kelly jr. 





Push Selling, Fight Reg. W 


By Pete Wemhoff | 
Editor Automotive News | 
HILE auto dealers must do | 
everything possible to get re-| 
lief from the new credit controls, | 
they must try to 
avert disaster by 
turning on the 
“sales steam.” 
That’s the ad- 
vice of H.C. Doss, 
Nash sales vice- 
president, who 
predicts that by 
January-February 
everyone will be 
really selling cars 
unless output is 
cut back sharply. 





H. C. Doss 
Doss offered these suggestions 


to dealers: (1) Give fullest co- 
operation to efforts to get Regula- 
tion W revised; (2) But, mean- 
time, don’t just sit around worry- 
ing about effects of the new 
credit terms; (3) Instead, adopt 
@ more aggressive sales program, 
concentrating on those persons 
able to buy autos. 

Not only will dealers thereby be 
able to avert financial difficulties, 
Doss declares, but can say to the 
Federal Reserve Board that “we’ve 
tried.” 

+ * + 
OSS contends that the “common 
man” is perhaps more depen- 
dent on an automobile than those 
in the higher income brackets, 
since usually he is required to 





|punch a time clock, Therefore, the 
new Regulation W terms penal- 
ize the “little guy” unfairly. 

The “little guy,” Doss fears, may 
be forced to buy “junkers” to pro- 
vide transportation, with a subse- 
quent danger to both lives and 
property. 

Pointing out that the 21-month 
limit on repayment of auto loans 
had already depressed used car 
prices and new-car sales across 
the country, Doss can see no need 
at this time for a 15-month lim- 

itation—the same ag during 
World War II when no new cars 
were being built. 

Barring an all-out war, Doss sees 
production of cars continuing at 

(Continued on Page 34, Col, 3) 
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Munn and are not 


MPOSITION of more stringent 

credit terms is perhaps the most 
drastic regulation ever placed upon 
our economy in _ peacetime. Its 
terms are equal to those instituted | 
in World War II—when no cars| 
were being built. 

The régulation was promulgated 
without advance conference with 
the trade, which I understand vio- 
lates one of the sections of the law | 
which gave the Federal Reserve 
Board power to control credit. The 
board’s action is just another dem- 
onstration of the disregard which 
so much of official Washington con- 
tinues to manifest towards trade. 

Once again the voice and the 
verdict of this important segment 
of our economy is being ignored, 
just as it was a few weeks ago 
when Defense Coordinator W. 
Stuart Symington refused to ac- 
cord a place to the retail trade 
on his committee for Mobilization 

Policy. 

The act indicates, too, the neces- 
sity of dealers working together 
through local, state and national 
associations. It is also perfectly 
clear that dealers must continue to 
express themselves to their con- 
gressmen and senators and gather 
material and facts regarding the 
injury the new Reg. W terms inflict 
on trade and public, so that such 
information will be available at 
NADA headquarters at the time 
when Regulation W will be recon- | 
sidered, as it surely will. 

+ * . 


Costly to Dealer 
[= me urge every dealer indi-| 

vidually to support NADA with 
these facts and figures. Let me 
urge, at the same time, that you 
don’t get so worked up over this 
regulation that you overlook op- 
portunities that still exist in the 
business. 

Let’s realize that inflation is the 
greatest threat of this nation. If 
it were allowed to become ram- 





Dealer Umpires 


Are Advocated 


LONG BRANCH, N. J.—“In line” 
departments within NADA and 
compulsory arbitration of factory- 
dealer grievances are advocated by 
dealers in northeastern New Jersey. 


Resolutions calling for these two 
steps have been adopted by the 
Monmouth County Automobile 
Dealers Assn., according to Sam- 
uel M. Heimlich (Dodge), of Long 
Branch, president. 


The association also endorsed the 
10-point program advanced by 
NADA’s Industry Relations com- 
mittee. 


The first resolution suggested 
that each “in-line” division of 
NADA be responsible for negotiat- 
ing all dealer franchises for that 
make. It recommended that non- 
dealer executives head up each divi- 
sion. 

Rules of the American Arbitra- 
tion Assn. would be followed in re- 
solving factory-dealer disputes, un- 
der the other resolution. Members 
of NADA would serve with auto 
makers on arbitration boards. 
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Dealers tell me 


By John O. Munn 


(The opinions expressed herein are those of Columnist 


{a political move, 







necessarily those of Automotive News). 






pant, all would become darkness. 
Credit controls are always the 
first and easiest steps in control- 


ling inflation. It doesn’t take a 
new federal bureau to adminis- 
trate them. The machinery is 
already in existence. They are 
price and wage controls, and they 
affect fewer people. 

There is little satisfaction, of 
course, in realizing that the auto- 
mobile industry was not singled out 
alone. That housing, electrical ap- 
pliances, bank credit and reserves 
were also tightened up. 

With the automobile industry 
going at record rates, many thought 
we had a deflation period coming to 
us anyway. Perhaps it is better to 
take it in steps, rather than all at 
one time. A great many people have 
anticipated their need for new cars, 
as well as used cars. This was ac- 
celerated, of course, by the Korean 
war and it may have been acceler- 
ated also to a degree by some deal- 
ers offering cars at no down pay- 
ment. That process is not only 


risky to the dealer, but costly to} 


the individual who enters it. Under 
the new terms at least a dealer 
won’t go broke on account of re- 
possessions. 


What to Do 


— dealers believe the tighten- 
ing of credit was a _ political 
move. On second thought, however, 
one must realize that the controls 
are not popular and, if it really was 
the act would 
have taken place after, instead of 
before, elections. 

Now after we have done all we 
personally can do through our 
organizations to get the regula- 
tion liberalized, shouldn’t we 
again return our management 
thoughts to what we can do 
under the regulation? One can’t 
afford to stay excited about con- 
ditions he individually can do 
nothing about. But there are 
many things that an automobile 
dealer can do under the new reg- 
ulation, and he should give care- 
ful consideration to them. 

In the first place the regulation 
doesn’t apply to trucks. And deal- 
ers handling trucks, therefore, have 

an outlet for exercising their sales 
ability. Regulation W doesn’t apply 
to reconditioning or rebuilding cus- 
tomer cars. Time paper on repair 
work never ran over 15 months 
anyway. It would seem, therefore, 
if used-car buyers can’t come into 
the market for better used cars all 
on account of the regulation terms, 
they can be sold on rebuilding their 
own cars, which would give many 
of these owners a better car at less 
expense than a car for which they 
ordinarily would trade. 
* * + 


* * 


Cooperate Fully 


HIS is a good time, too, to collect 

all receivables. More people are 
on payrolls than ever before, there 
is more money in circulation, and 
this is a good time to put your 
business in as liquid a position as 
possible. It is a good time, too, to 
work out a more efficient collection 
system and improve your own per- 
sonal policy in regards to extension 
of credit. 

I feel that if you cooperate with 
NADA officials, they soon will 
have sufficient facts and figures 
to prove to the Federal Reserve 
Board that this stringent credit 
control is not necessary. The 
present conditions are not paral- 
lel to World War II. Then we 
needed steel for new government 
plants for shipbuilding, and even 
though we carry out our rearm- 
ament program as planned, there 
still should be steel to make all 
the automobiles the trade can 
profitably handle. 

So after you have done your duty 
with reference to furnishing NADA 
the facts regarding the impact of 
this credit regulation upon your 
business, then forget it and devote 
your time exclusively to seeing 
what best can be done to meet the 
current conditions. Don’t be thrown 
off balance. We need substantial 
resourceful men in this trade more 
than ever before. 
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Dealers Elect Rodgers President .. . 





Softer Reg. W Sought in Ohio 


By Bert Strang 

Staff Correspondent 
COLUMBUS, O.—The Ohio Au- 
tomobile Dealers Assn, at the 
opening session of its 17th annual 





Canadian Dealer Officers— 


elected at the annual meeting in Toronto. Ba 
Alta.; Col. J. D. Stewart, Charlottetown, 

Fleming, Saint John, N. B.; Phil Kimball, Th 
Howell, Toronto; A. J. Cameron, Moose Jaw, 


Taylor, Windsor, N. S.; Stanley S. Rafuse, Br 
| president; Harry Dickson, Winnipeg, Man.; 
| Moore, Toronto, managing director. Not inc 
treasurer, and J. A. Hearn, Toronto, past presi 






10 Associatio 


WASHINGTON.—As of Oct. 20— 
|with returns far from complete— 
NADA’s membership drive showed 





a gain of 1,654 new members out 
of a quota of 3,166, or 52.2 percent, 
it was announced last week. Ten 
local associations had surpassed 
their quotas. 

Each mail, it was said, is bring- 
ing in additional memberships. 
Spurred to new action as a re- 
sult of the Federal Reserve 
Board’s recent credit restrictions, 
area chairmen are driving hard 
for a 100 percent return. 

“The stronger the association is 
numerically, the stronger will be 
its position to battle for the nation’s 
retail motor car dealers,” said a 
message in the current NADA 
News Letter. 

Here is the Oct. 20 tabulation in 
detail: The first number represents 


Willys Dealer 
Sues for $330,000 


Over Contract 


MIAMI, Fla. — Tropical Motors, 
Inc., Miami, has filed a $330,000 
suit against Willys Overland Mo- 
tors, Inc., for alleged infringement 
of contract. 

In one count, asking $150,000, 
Tropical contends that Willys broke 
an agreement that gave it the ex- 
clusive distributorship for cars and 
trucks in 12 counties in southern 
Florida. 

In another, asking $180,000, the 
dealership contends the manufac- 
turer permitted 600 cars to be sold 
in its exclusive territory and that 
Tropical was supposed to get $300 
allowance on each but did not. 

A Willys spokesman declined to 
comment. 


Larson Replaces 


. - 

Blanding in Wis. 

MILWAUKEE.—Theodore Larson 
will become executive secretary of 
the Milwaukee Automobile Dealers 
Assn., Nov. 1, according to Robert 
M. Blanding, retiring secretary. 

Larson is former Milwaukee man- 
ager of the Wisconsin motor vehi- 
cle department office and has a 
25-year background in the auto- 
motive industry. Blanding will be- 
come an automotive insurance 








counselor for Agency Service, Inc. 


Credit Squeeze Unites 


North Platte Dealers 

NORTH PLATTE, Neb.—Hoping 
to do something about the new 
credit controls, dealers in this area 
have formed the Lincoln County 
New Car and Truck Dealers Assn. 

The association was organized so 
that the county’s dealers can take 
group action on national and local 
problems. 


NADA Member Drive 


52.2% of Goal Reached on October 20; 


convention, adopted a_ resolution 
declaring that the “drastic” revi- 
sion of Regulation W is detrimen- 
tal to the automobile industry and 
automobile dealers in particular, 





These are the new directors of the Federation of Automobile Dealer Assns. of Canada, 


ck row (left to right): A. R. Merry, Red Deer, 
P. E. I; H. E. Larman, Montreal; H. Noal 
ree Rivers, P. O.; K. S. Guest, Ottawa; C. R. 
Saskatchewan; P. O. Messier, Montreal; Harry 


|. Wilson, Calgary, Alta. Front row (left to right): R. B. Wilson, Victoria, B. C.; C. R. 


idgewater, N. S.; George W. Hogan, Toronto, 
Dave Amory, Montreal, secretary; Howard B. 
luded in picture are Dan McLean, Vancouver, 
dent. 


ns Top Quotas 


new members. The second is the 
quota, and the third is the percent 
of quota. Asterisks denotes states 
which have met their quotas: 

Alabama, 36, 50, 72; Arizona, 2, 
48, 4; Arkansas, 35, 50, 70; North 
California, 68, 75, 90; South Cali- 
fornia, 22, 100, 22; Colorado, 18, 75, 
24; Connecticut, 9, 10, 90; *Dela- 
ware, 15, 12, 125; *Florida, 74, 50, 
148. 

Georgia, 41, 54, 75.9; Idaho, 9, 
17, 52.9; Illinois, 46, 110, 41.8; 
Metropolitan Chicago, 10, 50, 20; 
Indiana, 96, 137, 70.1; Iowa, 81, 
250, 32.4; *Kansas, 45, 29, 155.2; 
Kentucky, 22, 50, 44; *Louisiana, 
13, 8, 162.5; Maine, 11, 20, 55. 

Maryland, 29, 50, 58; Massachu- 
setts, 19, 50, 38; Michigan, 22, 125, 
17.6; Metropolitan Detroit, 7, 40, 
17.5; Minnesota, 48, 100, 48; Missis- 
sippi, 39, 40, 97.5; Missouri, 66, 186, 
35.5; Montana, 46, 53, 86.8; Ne- 
braska, 32, 80, 40; Nevada, 1, 8, 12.5. 

New Hampshire, 1, 10, 10; *New 
Jersey, 24, 20, 120; *New Mexico, 
| 23, 10, 230; New York, 53, 131, 40.5; 
Metropolitan New York, 8, 35, 22.9; 
*North Carolina, 94, 50, 188; North 
Dakota, 26, 41, 63.4; Ohio, 72, 126, 
57.1; *Cleveland, 11, 8, 137.5; Okla- 
homa, 31, 75, 41.3. 

Oregon, 7, 15, 46.7; Pennsyl- 
vania, 17, 100, 17; Rhode Island, 
2, 15, 13.8; South Carolina, 4, 50, 
8; South Dakota, 9, 65, 13.8; *Ten- 
nessee, 70, 50, 140; Texas, 15, 50, 
30; Utah, 2, 15, 13.3. 

Vermont, 3, 10, 30; *Virginia, 64, 
55, 116.4; Washington, 13, 69, 18.8; 
West Virginia, 19, 42, 45.2; Wiscon- 
sin, 113, 170, 66.5; Wyoming, 9, 25, 
36; Hawaii, 2, 0, 200. 





a noticeable absence of protests 


pass 





Wemhoft 







and asked that the action be 
rescinded. 
The association declared that 


“this unwarranted and precipitous 
action will cause an undue hard- 
ship upon millions of low-income 


,| American workers, whose livelihocd 
'|}depends upon automobile transpor- 


tation.” 

Copies of the resolution will be 
Sent to the Federal Reserve Board 
and to Ohio’s representat:ves in 
Congress. 

In his address, outgoing President 
Lou Wilsch cited the successful au- 
tomobile inspection program con- 
ducted during the past summer, 

and pointed out that at the com- 
ing session of the general assembly 
action will be sought making in- 
spections of automobiles compul- 
sory. Wilsch declared that the as- 
sociation, with more than 2,100 
members, is in good condition as 
to membership and finances. 

He said that through the efforts 
of the association hardships in re- 
spect to the state sales tax had 
been eliminated and that the asso- 
ciation’s group insurance plan had 
developed to the point where prem- 
iums can be reduced and benefits 
increased. 

Ralph J. Rodgers (Pontiac), 
Dayton, was elected president. 
Other officers are: F. C, Arm- 
strong (International), Warren, 
first vice-president; Clifford Jac- 
obs (DeSoto-Plymouth), Cincin- 
nati, second vice-president; John 
T. Glackin (Chevrolet), Mt. Ver- 
non, treasurer; Charles A. Hodge 
(Ford), Steubenville, treasurer, 
and Walt R. Hamer, executive 
secretary. 

Lewis B. Hill, advertising direc- 
tor of the Columbus Dispatch, urged 
dealers not to be “smart or clever” 
in writing their classified adver- 
tisements, but to stick to the truth 
in all statements. He said this 
would help build prestige not only 
for the dealer but for the news- 
paper as well. 

Col. Carl G. Wahl, of the Ohio 
selective service headquarters, said 
that Ohio is one of the most back- 
ward states in respect to voluntary 
enlistments. So far, he said, 2,903 
Ohio men have been inducted. Col 
Wah] said there would be very few 

(Continued on Page 31, Col. 1) 


St. Louis Assn. 
Plans Auto Show 
For Feb. 4-10 


ST. LOUIS.—Plans for an auto 
show next Feb. 4-10 are being 
worked out by a special committee 
of the Greater St. Louis Automotive 
Assn. 

The show will be the first held 
in St. Louis in several years. 

The committee includes C. F. Mc- 
Clure, chairman; Clark M. Comp- 
ton, L. M. Stewart, L. W. Thoms, 
George Weber jr. and Joseph A. 
Shlecht, secretary-manager of the 
association. 

Schlecht will be show manager. 







On the House 


In the furor kicked up over tighter credit controls, there’s been 


by the nation’s daily press. The 


few editorials written on the new Regulation W took the stand 
“it could have been worse” 
which stands to see mass layoffs with no defense 
orders to take up the slack, the daily newspapers 
were silent editorially 
(who’ve also remained pretty quiet) perhaps should 
consult with their local editors on the possible 
effects of the new controls .. . 

One thing is true: If the government is allowed 
to get away with these stringent credit terms, 
without a knock-down battle, you’ll find the auto 
industry hamstrung more and more as the months 
Labor unions certainly aren’t letting 
grass grow under their feet in their fight to de- 
feat Senator Taft in Ohio. They’ve been distrib- 


Even in Detroit, 


Dealers and makers 


uting to voters a “comic book” titled “The Robert Alphonso Taft 
Story,” which hits a new low in political maneuvers .. . 
With GM’s court of appeals having disposed of the cases, look 


for five or six Chevrolet dealership vacancies 
The Daily Current-Argus of Carlsbad, N. M., published 


week... 


in Chicago this 


an auto section in connection with the New Mexico dealers’ annual 


convention recently ... It was a 


master stroke by the government 


in obtaining Chrysler’s K. T. Keller to head up the nation’s guided 
missile program. It doesn’t appear that the job will interfere with 


his regular chores at Chrysler. 





Pete WeMHOFF, 
Editor, Automotive News. 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
the dealer on every used vehicle accepted in partial payment for a new 
cer or truck. 4 3. Every doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
elimination of governmental and bureaucratic controls over this industry. 
4 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 











Spontaneous Combustion 


1‘ SPONTANEOUS protests, which have followed the 
Federal Reserve Board’s action in cutting credit payment 
terms to 15 months, indicates how seriously the board erred. 

There is no doubt that FRB is out of tune with the econ- 
omy. Protests are widespread and from many walks of life. 


Dealers are right on the firing line of auto sales. They 
know what gives, and their voices should be heeded. 


But even Walter Reuther, president of the UAW-CIO, who 
often speaks a different language from dealers, is moved to 
heated protest in the name of working men who need cars. 


Governors of the FRB owe it to their country to put aside 
their petty pride. They should admit their error and re- 
instate the original 21-month repayment terms—at least 
until FACTS dictate otherwise. 


How to Run a Business 


TTEMPT of the Federal Trade Commission to outlaw 
functional discounts in the case against the spark plug 
manufacturers appears to be another instance of devious- 
minded meddling that may play havoc with industry. 
Anyone with an elementary knowledge of business 
understands why parts makers sell their products at 
varying discounts. 

It may seem that the auto makers get parts at an ab- 
surdly cheap price, yet the tremendous orders for original 
equipment permit parts makers to set up tooling for mass 
production and thus get the price down. 

This ultimately helps the consumer. 


The big wholesalers perform a function of stocking, dis- 
tributing, and promoting the parts—and are certainly 
worthy of their hire in the form of a sizeable discount. 

And, of course, the retailer performs a function in stock- 
ing, distributing and promoting a part on a smaller scale. 
Should he, too, be denied a discount? 

The various elements of federal government work in dif- 
ferent directions. 

The trust-buster campaigns against bigness and integra- 
tion. 

Yet if parts makers were prevented from selling 
cheaply to the auto makers, the assemblers would make 
their own. And that would lead to further integration. 


The big difficulty seems to be that government officials 
know far too little about how business runs, and at the same 
time assume far too much power in trying to run business. 

A sad note is that we all pay for this meddling in the 
form of taxes which are reaching to a point where they 
threaten to stifle business—and business pays the bill for 
the whole economy. 
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Dealer 
Forum 


Eprror’s Note: Believing that 
dealers in every state have their 
peculiar problems and outlook, 
Automotive News has made avail- 
able the facilities of this column 
to the president of each state 
association (in alphabetical order 
of states) for his personal obser- 
vations. 

By W. M. Duncan 
President-Elect, W. Va, Dealers 
Pippin sac goodwill is the most 

important factor in any auto 
dealership. Without it you can’t 

successfully sell or service the most 
popular product; but with it any 
line can be sold. 

Many times a customer is sold 
on the organization, more than on 
the car or truck 
handled. When a 
customer is han- 
dled with due 
care and is greet- 
ed with a smile, 
bespeaking a de- 
sire to serve, he 
or she will deal 
with confidence 
as the wall of re- 
sistance is broken 
down. 

No customer | 





W. M. Duncan 


should be put on the shelf after 
delivery of a vehicle is made. 
That person is the most valuable 
asset you have, if followed up 
and the small or large grievances 
taken care of. And by the same 
token he can ruin you if allowed 
to operate his vehicle when the 
best of service is not being given. 

A leaky windshield, a rattle here 
and there, if allowed to exist, tends 
to unsell the customer on the prod- 
uct and dealer and when asked by 
a prospective buyer how the new 
vehicle is doing he will likely say, 
“It has lots of power, rides and 
handles nicely, but several little 
things need correcting and those 
fellows at Blank Motor Co. are too 
busy or just don’t care to fix them 
and, too, I have bought the car, 
so they won’t bother with me until 
I am ready to trade again at which 
time it might be too late.” 

* + * 

HEN a new or used vehicle is 

sold and delivered, too many 
dealers and salesmen think only 
of the profit made on the sales, I 
think the important thing to think 
of is how much have we benefitted 
that customer; how much service 
and enjoyment will be derived from 
that purchase by the purchaser and 
his family. 

With that thought in mind, the 
profit and repeat business will 
automatically come. Too many 
people today think only in terms 
of what they can get out of a 
sale or job, and not what they 
can put into it through service 
to others. 

We often hear that business is 
getting cold-blooded and _ people 
forget too easily. But I have found 
people appreciate the good prac- 
tices in business today as much 
as ever and I firmly believe more 
so. Very few forget kindness and 
fairness, and it will reflect in your 
volume in the years to come. 

* * * 


DEALERS will be approached fre- 

quently by sharpers, but a 
smart dealer can handle such if 
he is on the alert, 

When a car is sold to a family, 
Several persons are involved and 
each child sometimes may be a 
prospect for a car. So don’t make 
the mistake of giving all your 
attention to the head of the 
family. 

A truly satisfied customer is 
proud of his vehicle, and it is up 
to the dealer and his organization 
to make him proud of the place 
he made the purchase. It has been 
said, “Success in business is a 
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This 1» au open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed, No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Too Stringent 

The following letter was sent 
by Reed C. Miller, of Western 
Slope Auto Co. (Ford), Grand 
Junction, Colo., to Thomas B. 
McCabe, chairman, Federal Re- 
serve Board in Washington: 

On our opinion the latest credit 
restrictions on new and used cars 
are so stringent they are hurting 
business. Not one used car has 
been sold from our used-car lot 
since Oct. 10. For the first time 
this year, we have had 1950 Ford 
models on hand available for im- 
mediate delivery. 

One customer who does not own 
a car was forced to cancel his 
order on one today as he could 
not afford to make the high pay- 
ments, although he could have pur- 
chased this new car under the 21 
or 24-months payment plan. It 
appears that October may be our 
slowest new and used-car month 
for this entire year. 

In view of the above facts, it 
does not appear to us that credit 
regulations should have been cut 
to a stringent 15-month period. We 
have never been in favor of “wild” 
credit extension; we have always 
required one-third down on both 


(See FORUM, Page 31, Col, 2) 
25 Years Ago... 


The Big Story 


The stubborn old mule bucked the onslaught of the internal com- 
bustion engine better than the horse did—but he couldn’t win. 

A General Motors salesman invaded one of his strongholds—the 
Antofagasta (Chile) nitrate fields—in an experimental GMC truck 
in 1925 and came off victorious. 

—From the files of Automotive News. 
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new and used units and have never 
extended payment time for over 
18 months on used or 24 months on 
new. 

On the other hand, we have nev- 
er favored government restrictions, 
especially when they hurt business 
and especially when there does not 
exist through any such _ restric- 
tions any apparent help to the war 
effort. To maintain such an econ- 
omy, I beseech you and the board 
to further consider this latest regu- 
lation and to rescind it, if at all 


possible. 
* * * 


Title Laws 


We would appreciate receiving 
from you a list of states having a 
title law for motor vehicles. 

We would also like to know if 
there is a method by which we 
could be kept advised when an- 
other state adopts such laws. 
Wa ter F. SCHUBERT, manager, Twin 
City Motor Co., Inc. (Oldsmobile), 
Monroe, La. 

Epitror’s Note: The following 
states have title laws now in ef- 
fect: Arizona, Arkansas, Califor- 

nia, Colorado, Delaware, District 
of Columbia, Florida, Idaho, Illi- 
nois, Indiana, Kansas, Maryland, 
Michigan, Missouri, Montana, Ne- 
braska, Nevada, New Jersey, New 
Mexico, North Carolina, North 
Dakota, Ohio, Oklahoma, Oregon, 
Pennsylvania, South Dakota, Ten- 
nessee, Texas, Utah, Virginia, 
Washington, West Virginia, Wis- 
consin, Wyoming. 

Louisiana has one under con- 
sideration. 


AUTOMOTIVE News prints news 
of this type when it occurs. 
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Whats 


ig THE OPPORTUNITY to give your 
customer the matchless safety of a 
set of Goodyear’s LifeGuard Safety 
Tubes. 


Your customer needs protection 
against blowout accidents—and blow- 
out tragedies—since no tire or tube in 
the world is blowout-proof! 


When you show him how Goodyear’s 
LifeGuard Safety Tubes make any 
blowout harmless, he’ll find them 
mighty hard to resist. 





Nobody has a better opportunity 
than you in getting a customer to make 
this change-over. 


For you see him at a time when he’s 
in the best mood to get the best pro- 
tection for his new car. Even if deliv- 
eries are a little slow, your customer 
will find Goodyear’s LifeGuard Safety 
Tubes well worth waiting for. 


And so will you, because the sale of 
this remarkable safety tube is an out- 
standing profit-maker for you! 


_AUTOMOTIVE NEWS, OCTOBER 30, 1950 








the opportunity that knocks 
th every new car sale 7 


Show customers how GOODYEAR'’S LIFEGUARD SAFETY TUBES 
Make any blowout harmless! 





1. The LifeGuard Safety Tube 
has two air chambers. Only 
outer chamber gives way in 
case of blowout. 


2. Reserve air in strong, cord- 
fabric inner chamber sup- 
ports car long enough for 
safe, gradual stop. 





GOODSYEAR 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


LifeGuard, T. M.— The Goodyear Tire & Rubber Company. Akron, Ohio 








| Atcheson Feted, Lindahl Reelected . . . 
Minn. Parley Winces 
At Stiffer Reg. W 


AUTOMOTIVE NEWS, OCTOBER 30, 1950 


| | At London Auto Show 





For Detroit Park— 

U. S. Rubber Co. has given two rubber- 
producing trees to Detroit's Belle Isle park 
botanical gardens. Dr. S. M. Cadwell (right), 
director of research and development of the 
rubber firm, presents one of the trees to 
Bernard B. Lasky, head of Detroit's park 
commission. _ 


K-F Holders OK 
Company’s Plans 


To Build Ships 


RENO, Nev.—At a special meet- 
ing held here last week, Kaiser- 
Frazer stockholders approved a 
proposal to permit the corporation, 
in addition to its automotive busi- 
ness, to enter the shipbuilding busi- 
ness. 

They also approved “limited ex- 
penditures” for development work 
on new types of shipping in ad- 
vance of the receipt of orders. 

Edgar F. Kaiser, president, in 
commenting on the _ stockholders’ 
action, said: 

“Kaiser-Frazer stockholders have 
indicated by their vote that they 
consider it desirable for the cor- 
poration to prepare itself to enter 
the shipbuilding business if such 
a need arises. 

“I would like to state that Kais- 
er-Frazer has no contract nor com- 
mitment with any government 
agency for building or designing 
ships and present development work 
is entirely on our own initiative. 

“Shipbuilding will not interfere 
with our automobile business.” 


Star Names M yers 


Howard Myers has been named 
service manager for Star Motor Co. 
(Ford), Logansport, Ind. 















By Nat F. Wood 
Staff Correspondent 

ST. PAUL.—The effects of Regu- 
lation W, with its sharper credit 
controls, stole the show from a 
panel of top industry speakers at 
the 31st annual convention of the 
Minnesota Automobile Dealers 
Assn. last week. 
| The session closed Tuesday eve- 
ning after electing Bernard Lin- 
dahl, Minneapolis Oldsmobile deal- 
er, as president for a second year 
and honoring MADA’s’ General 
Manager Glenn Atcheson, who re- 
tires Dec. 31 at the age of 64. 

Although not on the agenda, 
the new credit restrictions were 
very much a part of dealer con- 
versations throughout the two- 
day convention. While no formal 
resolutions were passed, it was 
quite evident most of the 500 
dealers in attendance were “hurt” 
by the sudden control regulations. 

George F. Ziesmer, national di- 
rector for NADA, said the regula- 
tion would retard sales of new and 
used cars in metropolitan areas. 

General Manager Glenn Atcheson 
noted that the government “deliv- 
ered a solar plexis punch to the 
industry with its new Regulation 
W, although not a knockout punch, 
it really hurt.” 

“With credit restrictions down 
to 15 months we are wondering 
how soon the government wants to 
put us out of business entirely,” 
he added. 

Atcheson predicted on the eve of 
his retirement that one result of 








Glenn Atcheson 


Bernard Lindahl 


the regulation would be the growth 
in stockpiles of new cars and shop- 
pers turning to used cars with the 
pinch felt all the way down the 
line. 

“With the cost of living what 
it is today, very few salaried per- 
sons can carry such a load,” 











Coming Events 





Dealer Conventions 


Nov. 8-12— National Used Car Dealers 
Assn. convention, Baker hotel, Dallas, 
Tex. 

Nov. 13-15—Automotive Trade Assn. of 


Virginia, John Marshall hotel, Richmond. 


Nov. 15-16—Oklahoma Automobile Deal 
ers Assn., 17th annual meeting, Tulsa 
hotel, Tulsa. 


Nov. 30-Dec. I—Arizona Automobile Deal 
ers Assn., Phoenix, Ariz. 

Dec. !-2—Montana Auto Dealers Assn., 
Rainbow hotel, Great Falls, Mont. 
Dec. 45—Idaho Automobile Dealers 

Assn., Hotel Boise, Boise, Ida. 
Dec. 7—Utah Automobile Dealers Assn. 
Newhouse hotel, Salt Lake City. 
Dec. 8-9— Kansas Motor Car Dealers 
Assn., Wichita, Kans. 
Jan. 7-10, 1951 — National Auto Dealers 
Assn. convention and exhibition, Miami. 
May 14-15, 1951— Missouri Automobile 
Dealers Assn., Hotel Jefferson, St. Louis. 
May 3l-June 2—Washington State Auto 
Dealers Assn., Winthrop hotel, Tacoma. 
+ +. * 


Dealer Auto Shows 


Jan, 27-Feb. 3, 1951 — Milwaukee County 
Auto Dealers Assn., Milwaukee. 

Feb. 4-10, 1951—Greater St. Louis Auto 
motive Assn., Arena, St, Louis. 


Feb. 15-22, 1951—Philadelphia Automotive 
Trade Assn., Commercial Museum, Phil 
adelphia. 

Feb. 17-25, 1951— Chicago Automobile 
Trade Assn., International Amphitheater, 
Chicago. 

March 2-8, 1951—Greater Kansas City Mo- 
ter Car Dealers Assn., Municipal audi- 
torium, Kansas City. 


Mar. 10-18, 1951 — Seattle Auto Dealers 
Assn., Field Artillery armory, Seattle, 
Wash. 


Mar. 17-25, 1951—Indianapolis Automobile 


Trade Assn., Cattle Exposition Bidg., 
State Fair Grounds. 
* * 


Aftermarket Shows 


Dec. 48— Automotive Service Industries 
show, Navy Pier, Chicago. 


Mar. 21-24, 1951—Pacific Automotive show, 
Civic Auditorium, Seattle, Wash. 
Apr. 26-29, 1951 — Southwest Automotive 
show, Oklahoma City. 
* * 


Allied Industries 


Nov. 13-l6—American Petroleum Institute 
30th annual meeting, Los Angeles. 
Jan. 22-24, 1951—Truck-Trailer Manufactur- 
ers Assn. annual convention, Edgewater 

Gulf hotel, Edgewater, Miss. 

Feb. 1-2, 1951—National Council of Pri 
vate Motor Truck Owners, Inc., annual 
meeting, Hotel Statler, Washington, 
D. 

Feb. 4-6, 
System annual 
tel, Chicago. 

* 


General 


15-17—American Finance Conference 
Palmer House, 


Truck Leasing 
Sheraton ho 


1951—National 
convention 


Nov. 
17th annual convention 
Chicago. 

Apr. 1-2, 
Wholesalers 
convention, 
ronto, Ont. 

Apr. 415, 1951—33rd International Motor 
Show, Turin, Italy. 

Apr. 30-May 21, 1951—U. S. Chamber of 
Commerce 39th annual meeting, Wash 
ington, D. C. 

May 30-Sept. 9%, 1951—World Transpor- 
tation Fair, Santa Anita Park, Arcadia, 
Calif. 


Automotive 
Assn. 
To- 


1951 — Canadian 
and Manufacturers 
King Edward hotel, 


Engineering 


Nov. 1-3 — American Society of Body En- 
gineers, Rackham Memorial Bldg., De- 


* 


troit, 

Nov. 9-10— Society of Automotive En- 
gineers fuels and lubricant meeting, 
Mayo hotel, Tulsa, Okla, 

Nov. 26-Dec. | — American Society of 
Mechanical Engineers, Hotel Statler, 
New York. 

Jan. 8-12, 1951 —Society of Automotive 
Engineers annual meeting and display, 
Hotel Book-Cadillac, Detroit. 

Mar. 6-8, 1951—Society of Automotive En- 
gineers passenger car, body and ma- 
terials meeting, Hotel Book-Cadillac, 
Detroit. 

























Atcheson said, speaking for most 
of the dealers. 

Heading the speakers panel were 
Paul Millians, vice-president of 
Commercial Credit Corp.; Karl 
Richards, field services director of 
Automobile Manufacturers Assn., 
and David Whelchel, general man- 
ager of the Tennessee Automotive 
Assn. 

Richards warned the dealers that 
while 10 percent of steel produc- 
tion is now allocated to defense 
and a little more than that in 1951, 
there would be increases in de- 
fense orders requiring more and 
more steel from civilian consump- 
tion in future years and that short- 
ages of certain types of steel used 
by the auto industry on allocation 
basis would have a greater effect 
on production than any small per- 
centage allocation figures might 
indicate. 

He said the only certainty in the 
long-range outlook for the indus- 
try is that defense requirements 
will continue to be given top prior- 
ity, but manufacturers expect to 
maintain output for the rest of this 
year at nearly current high levels 
with continued relatively high pro- 
duction through 1951. 

In Minnesota 159,000 persons 
are employed in the automotive 
industry, Richards observed, not- 
ing that more than one of every 
five retail dollars in the state is 
spent for automotive purposes. 

The speaker commented that the 
defense emergency necessitates a 
reappraisal of the highway devel- 
opment program to insure that 
available money is spent on the 
routes most essential to defense. 

Millians stressed that dealers 
should have a long-term view of 
their business—‘“a net in time view,” 
he termed it, emphasizing that deal- 
ers should avoid the temptation 
of short-run profit success. 

Citing a number of “net results” 
beyond the net profits affecting 


dealer business today, Millians 
urged dealers to play a stronger 
role in community affairs — “the 


community influence net.” He said 
dealers should work to get out the 
vote and promote safety laws, traf- 
fic and off-street parking regula- 
tions in their communities. 

He stressed that one of the most 
important “nets” to dealers today 
were his “health net” and “service 
customer net.” On the former, he 
Said good health means good man- 
agement and health should be put 
as first consideration. 

“It doesn’t matter if you are 
the biggest and richest automo- 
bile dealer in the cemetery,” he 

commented. 

Addressing the 500 dealers, Whel- 
chel observed that the industry, 
Washington and the world, as well 
as himself, were in a state of con- 
fusion. 

“We're getting too dependent 
upon the government to give us 
everything,” he said. 

He urged dealers to take active 
interest in their government, to 
vote and get their neighbors to 
vote in order to restore sensible 
administration of national affairs. 
He termed Regulation W a “strin- 
gent regulation.” 

Atcheson was honored at a spe- 
cial luncheon on the eve of his 
retirement to California after 7% 
years as MADA general manager. 
He was presented with a large 
scrapbook signed by all dealers 
in attendance. 

Other officers elected by the con- 
vention in addition to the reelection 
|of Lindahl as president were: Vic- 
tor Giere, Willmar, first vice-pres- 
ident; Dill Clements, St. Paul, sec- 
ond vice-president; A. C. Furos, 
Zumbrota, treasurer, and Win Ste- 
phens jr., Minneapolis, secretary. 

Seven dealers elected to the board 
of directors were Russell Mason, 
Crookston; Mel Swanby, Duluth; 
Jack Walz, Winona; Fred Herman, 
Luverne; Donald Hodgson, Inter- 
national Falls; Herb Connor, Be- 
midji, and L. W. Forstrom, Fair- 
mont. 

The convention closed Tuesday 
evening with a banquet, dance and 
floor show. 

Assuming general managership of 
the association, effective Dec. 31, 
is Leo B. Faricy, St. Paul. 


| 





Ford of Britain Offering— 
The Consul, built along the lines of U. S. Fords, but smaller, was introduced at the 
London auto show this month. 








Pointed for U. S$. Market— 


The new Jaguar Mark Vil, shown at the London show, features the XKI20 engine 


per hour 


It was designed particularly for the American market 





This 
type of engine powercd the Jaguar which holds the world's stock-car record of 132.6 miles 





Austin's New Convertible— 


This A-40, which was also unveiled at the London show, will sell in the U. S. for about 


Keating Tells 


FLINT.—Chevrolet is nearing its | 
goal of an alltime production rec- | 
ord of more than 2,000,000 cars and 
trucks in 1950, 
General Manager 
T. H. Keating told 
a “Chevrolet 
night” audience of 
Flint chamber of 
commerce Wed- 
nesday. Discuss- 
ing “F.O.B. Flint,” 
Keating said the 
predicted doubled 
production of 
Powerglide the 
automatic trans- 





T. H. Keating 
mission which Chevrolet pioneered 


in the low-price field—to a rate of 
2,000 units a day, would be reached 
by about February, 1951. Chevrolet 
is already near the first quarter- 
million mark in Powerglide pro- 
duction. 

The Flint meeting was a Chev- 


Reg. W Spur Seen 
In Parts Sales 


CHICAGO.—A greater demand 
for car replacement parts because 
of new restrictions on auto credit 
was forecast here by Elliott B. 
Hoffman, managing director of the 
National Auto Wreckers Assn. 

Hoffman expressed his views at 
the association’s meeting, which at- 
tracted 500 persons. 











Flint Fete 


rolet “home town” dinner in Chev- 
rolet’s honor, marking 39 years 
of growth from Chevrolet’s first 
production in the old Flint wagon 
works to its present nationwide 
network of 25 plants in 19 cities 
and 10 states. 

Keating made a vigorous appeal 
for highway modernization, declar- 
ing: 

“Road improvements have been 
lagging behind traffic requirements 
for 20 years. From 1929 through 
1936 we spent 62 cents for high- 
ways for every dollar spent for new 
vehicles. From 1946 through 1948 
We spent less than 27 cents. 

“By the end of 1950, motor ve- 
hicle registrations will have climbed 
to the record total of 48,000,000 in 
this country. We have 66,000,000 
jobs and a national income of 223 
billion dollars. 

“Pessimists were talking about 
the saturation point in automo- 
biles before Chevrolet was born. 
And pessimists were sure the sat- 
uration point had been reached 
back when a group of engineers 
recommended that Chevrolet be 
abandoned in the early 1920s’, 

“That was when there were 7,000,- 
000 motor vehicles on the road. Now 
we have almost reached the seven 
times seven, with close to 49,000,000 
vehicles, And the end is not in 
sight, with employment and na- 
tional income going up.” 
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\gainst Wage-Price Ceilings Now... 


Symington Backs Reg. W 


By William Ullman 
Washington Correspondent 

WASHINGTON. — W. Stuart Sy- 

mington, chairman of the National 
Security Resources Board and 
President Truman’s production con- 
trol coordinator, last week said 
that he still strongly favors push- 
ing credit controls, allocations and 
higher taxes as the best means of 
curbing inflation. 

Symington is the government 
official generally credited with 
“putting the heat” on the Federal 
Reserve Board to bring about the 
drastic new time-sales_restric- 
tions put into effect Oct. 16. 

What he does, of course, presum- 
ably has the President’s okay. His 
action is viewed in Washington as 
part of a White House triple play— 
to use a bit of baseball parlance 
—“from Truman to Steelman to 


Symington.” 

“It would seem dangerous to me,” 
said Symington, “to impose all-out 
wage and price controls before giv- 
ing the indirect controls a chance 
to operate.” 

He told a press conference that 
in his judgment there “is a good 
chance” for price and wage con- 
trols to be avoided “if everyone 
pitches in.” 

He indicated his strong opposi- 
tion to “putting the national 
economy in a straitjacket” at this 
time. 

The NSRB chairman said his or- 
ganization has taken several steps 
to push the defense program and 
at the same time head off inflation. 
These included: 

1. Preparation of regulations, now 
ready for President Truman’s final 
approval, for the so-called speed-up 
amortization offered defense com- 
panies which expand their plants 
and facilities to produce defense 
orders. 

2. The establishment of a sort of 
general control board, or super- 
council, to supervise the policy 


Dodge Expanding 
West Coast Sales; 
Names Orphal 


DETROIT. — Dodge is expanding 
its sales activities on the West) 
Coast. 

E. C. Quinn, general sales man- | 
ager, announced that George A. 
Orphal has been} 
named western 
sales director to 
head up the new 
sales office which | 
will coordinate | 
activities of the 
Los Angeles, San | 
Francisco and 
Portland regional 
offices. 

Orphal will be 
— . in charge of car| 
George A. Orphal =and truck sales, | 
and other business in California, 
Oregon, Washington, Idaho, Utah, 
Arizona, Nevada and portions of 
Wyoming and Montana. He will 
make his headquarters at the 
Dodge plant in San Leandro, Calif. 


Orphal has had 29 years of auto- 
motive experience. He joined Gra- 
ham Brothers, the early truck affili- 
ate of Dodge, in 1921 in charge of 
truck distribution. In 1926 he joined 
the Dodge truck sales department 
and nine years later became as- 
sistant director of truck sales. 

Following service in the New| 
York region, and a special war as- | 
signment for the corporation in| 








Washington, Orphal returned to 
Detroit in 1944 and resumed his | 
position as assistant director of 
truck sales. 


Chrysler’s Welch Flying 
To India and Pakistan 


DETROIT. — Wendell H. Welch, | 
operations manager of the Export 
division, Chrysler Corp., left Detroit 
by plane last week for a business 
trip to Pakistan and India by way 
of Europe. During his stay in Pak- 
istan he will study distribution and 
also inspect assembly facilities for 
the corporation’s products. 

A meeting with dealers was 
scheduled Oct. 27 at Karachi. Welch 
will return by way of Bombay, India. 


planning for the production a} 
programs. This board will include 
all members of the NSRB, all gov- | 
ernment officials charged with some | 
control responsibility, the budget 
director, and the chairman of the 
board of economic advisers. 
Symington sidestepped direct 
comment on most of the direct 
questions put to him about anti- 
inflation proposals and programs 
on the ground that most of them 
“directly concern control officials.” 


He pointed out that his job is 
to “coordinate—compose any differ- 
ence which may exist” and, there- 
fore, he could not operate efficiently 
if he “poached” on the initial pre- 
rogatives of other officials. 

A majority of the vital decisions 
regarding price and wage controls, 
he indicated, will have to be made 
initially, at least, by Dr. Alan Val- 
entine, recently named economic 
stabilization administrator. 

Asked how long he thinks “indi- 
rect controls” will continue to be 
used, Symington answered “until it 


is demonstrated whether business 
and labor will play ball and make 
the system work.” 

Queried about a statement he 
made some weeks ago to a Senate 
banking committee that he was 
going to try to find out what had 
made basic prices skyrocket after 
the Korean outbreak, Symington 
said he thought Congress was in 
a better position to find out the 
truth about prices. It has the 
power to summon witnesses and 
make them talk, he indicated. 

Symington met with representa- 
tives of the aluminum industry last 
week to discuss proposals for alumi- 
num controls. No announcements 
were made, but it is understood 
that some limitations on aluminum 
for civilian use are likely. 


Symington declined to answer 
directly what conclusions he has 
come to on reports recently com- 
piled on a proposed expansion of 
steel capacity. He plans to study 
all the facts, he said, before com- 


ing to a decision, but he suggested | 





Leaders of New Mexico Assn.— 


Some of the new and old officers got together for a chat at the association's recent 


parley. They are, left to right, clockwise: N. S. Clifton, Silver City; F. Burt Thompson, 
Tucumcari; Joseph DuBois, Santa Fe.; Dean Wait, Carlsbad; H. L. Galles sr., Albuquerque; 
W. N. Snyder, Hobbs; Frank Groesbeek sr., Albuquerque; Max Meadors, Clovis; Reese 
Cagle, Clovis; John W. Hall jr., Roswell; Knox Converse, Albuquerque; A. E. Thomas, 
Albuquerque; Clyde V. Hunter, Espanola, and William Randolph, executive secretary and 
manager. 





the Department of Commerce to 
provide guidance to local business- 
men on NPA programs. 

Sawyer said: 

“We are making it possible 

Meanwhile, the National Produc- | through this arrangement for busi- 
tion Authority announced that Sec-|nessmen with production problems 
retary of Commerce Sawyer has/brought about by the rearmament 
arranged for the 42 field offices of | program to find help close at hand.” 


that the facts seem to indicate that 
there is a steel shortage and some 
expansion of capacity is justified. 
He would not indicate what his 
recommendations will be. 





Packard Dealers Too 





know the time-saving value of 


a 


se 


: KRW S ecial service tools 


In cooperation with Packard Service Engineers, K.R. Wilson designed 
and manufactured the special Tools, Fixtures and Gauges necessary to 
service the Packard Ultramatic Transmission. 

KRW “Know-how”, the result of more than 34 years of automotive 
tool experience, aided Packard Engineers in this new tooling program. 
Service time was reduced to a minimum, adjustments made fool-proof, 
testing operations quickly and accurately accomplished, because KRW 


Tools were engineered to the job. 
We feel proud that we were selected by Packard to produce these 
special tools and everyone in the K. R. Wilson organization shares in 


this feeling, for like all good craftsmen, we smile with inward gratifi- 


cation when our products perform with satisfaction. 
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* Lowest initial cost 

* Lowest down payment 

* Lowest monthly payments 
* Lowest depreciation 

* Lowest operating cost 


deluxe sedan 
Kaiser*Frazer Sales Corporation, Willow Run, Michigan 
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‘Garrott Elected President . . . 


Miss. Dealers to Act 
On 15-Month Terms 


BILOXI, Miss..The Mississippi| expressed a fear that “it will re- 
|}Automobile Dealers Assn., in an-|sult in a serious slow-down of the 
nual convention here last week,|entire automobile industry with 
took a firm stand against the new | grave effect on the nation’s econ- 
15-month credit terms imposed on | omy.” 
automobile purchases. | In an effort to forestall the 
Adopting a resolution in protest| “drastic” effect which the “new 
lof the credit curbs, the association! harsh terms” will have on the 
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At the Fair in York, Pa.— 
A tent was used for the display of Ammon R. Smith Auto Co. 
at the annual York fair. 


Pa., 


(Chevrolet), York, 





ANOTHER PLEXIGLAS apptication 


The “FULL VIEW" Rear Window is one 
of many automotive products includ- 
ing wind deflectors, windshield 
visors, radiator ornaments, escutch- 
eons, dials and instrument 

panels, now being fabricated 

or molded of Rohm & Haas 

PLEXIGLAS. 
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DEALERS... EVERY CONVERTIBLE CAR 
NEEDS THIS ROBBINS “FULL VIEW” REAR WINDOW 


Because it gives the driver full rear vision . . . 
Adds beauty and safety to convertible cars . 
Is quickly, easily installed without cutting or changing the top . . . 


“FULL VIEW" IS EASY TO SELL BECAUSE... 


PLexicias *‘FULL VIEW” lets the driver see all that’s behind him. Approxi- 
mately 15” longer and 12” wider than standard windows, “FULL VIEW” 
increases rear vision more than 5 times... eliminates the blind spot in 
backing-up. Because it’s made of PLEx1IGLAS—crystal-clear, weather-proof, 
shatter-resistant—“FULL VIEW” gives extra beauty to the car. And 
because it’s much lighter in weight than glass, it’s easy on the top. 


“FULL VIEW" IS EASY TO INSTALL 
“FULL VIEW” can be installed by anyone in a few minutes—without 
cutting or changing the car top. Simply unzip rear flap and drop behind 
seat—insert “FULL VIEW”—fit molded rubber flange over beltrail, 
and fasten. That’s all. 


SOLD THROUGH AUTHORIZED AUTOMOBILE DEALERS 


“FULL VIEW” is-sold through authorized automobile dealers and dis- 
tributors. For information contact the manufacturer: 


JIM ROBBINS COMPANY, 1555 EAST EIGHT MILE ROAD 
HAZEL PARK, MICHIGAN 


For full information concerning PLEXIGLAsS in automo- 
tive applications, call or write our Detroit representa- 
tives, W. E. Biggers and R. C. Oglesby, 728 Fisher 
Building, Detroit 2, Mich. Telephone: Trinity 3-3200, 
PLexictas is a trade-mark, Reg. U.S. Pat. Off. and in 
principal foreign countries. 


CHEMICALS FOR INDUSTRY 


ROHM € HAAS 
COM PAN Y 


PLEXIGLAS ~ ONE OF THE 
GREAT NEW MATERIALS OF OUR TIME 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 





industry and the sale of new 
automobiles, Mississippi dealer 
will petition its senators and rep 
resentatives in Congress demand 
| ing a change in the law, 

It was pointed out that “aut: 
j;mobiles are a necessity, and ni 
a luxury, and the drastic prema 
jture and discriminatory installme: 
jterms the government is forcin; 
jupon those who need and must bi 
jessential transportation, partici 
larly the lower income buyers, re} 
resent a severe and unnecessar 
hardship upon the American put 
lic.” 

Many dealers throughout th: 
country are being forced to la: 
off from 25 to 50 percent of thei 
employes as the result of decline: 
in business, due primarily to credit 
curbs, it was reported at the parley 

It was estimated that already 
the new regulation is taking 
some 2,000,000 people out of the 
car-buying market. This state- 
ment came from Ace Bailey, 
Memphis newspaperman, who 
said that “people who could have 
afforded to buy cars on the pre- 
vious payment plans cannot af- 
ford the $100 a month payments 
under Regulation W.” 


Bailey warned further that in 
order to stay in business automo- 
bile dealers must reduce their over- 
head because anticipated profits 
will decline approximately 50 per- 
cent during the next year. 

The Korean conflict, rather than 
hurting the automobile business, 
had helped it, said Bailey. He said 
that the world situation created a 
demand for cars and that the deal- 
er realized new business while pro- 
duction was not curtailed. 

Walter J. Wilkins, Norfolk (Va.) 
dealer and NADA director for Vir- 
ginia, stated that “car manufac- 
turers are stressing their lowest- 
priced units in production in order 
to make the product available to 
the public at a lower down payment 
and lowerly monthly payments.” 


Officers elected for the ensuing 
year were Tom Garrott jr. of 
Tunica, president; V. M. Box, 
Corinth, J. J. Harry, Gulfport, 
and Rodney Henderson, Jackson, 
vice-presidents, and C, H. Haw- 
kins, Kosciusko, secretary-treas- 
urer, George Suggs, Jackson, was 
reelected manager. 


A driver-training program for 
all high schools in the country was 
advocated by M. R. Darlington jr., 
managing director of the Inter- 
Industry Highway Safety Com- 


| 
| 


mittee. 


Darlington stated that accidents, 
particularly fatalities, were on the 
upgrade during the first eight 
months of this year. This increase 
in highway accidents could consid- 
erably be reduced through properly 
training the youth in proper driv- 
ing, he said. 





On Theft Count 
Opens in L.A. 


LOS ANGELES.—tTrial of Gary 
Davis, one-time world citizen and 
would-be auto builder, opened here 
last week on a 28-count grand theft 
indictment. 

Deputy District Attorney Mark 
Brandler said the defendant and his 
associates sold franchises and deal- 
erships throughout the country for 
more than $1,000,000 on a three- 
wheeled car that never got off the 
assembly line. 

The prosecutor's statement added 
that much of the money was 
obtained by false promises to fran- 
chise buyers and that Davis lied 
when he told investors that he 
would not draw a cent of salary 
until the car was produced. Brand- 
ler said he was ready to prove that 
Davis received three times the $50,- 
000 salary shown on company books 
for 1948. 

When Davis issued his first fran- 
chise, he was living in a second- 
story flat at $44.50 monthly rent, 
but soon paid $4,800 in advance for 
a year’s rent on a Beverly Hills 
home, Brandler added. 

The deputy district attorney said 
that he will summon more than 
100 witnesses to support charges 
that Davis stole $60,000. 

Davis, who declared his inten- 
tions were “strictly honorable,” is 
being defended by a court attorney. 
He told the court that he was try- 
ing to sell his three-wheeler to the 
Army as a personnel carrier, 
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3 years from now...you’ll be proud to meet 
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Permanent protection for every car you sell... seat covers of woven Firestone 
Velon fabric made by Agidcraft for custom fit. These seat covers made of Velon 
are so practical and durable they give years of useful protection. Increase the life 
of original car upholstery —enhance the resale value of the car when it comes back 
to you on trade-ins. 


Permanent beauty — Men and women alike are attracted by the smart plaids, 
checks, stripes and solids available in seat covers woven of Velon. Brilliant or 
pastel colors are thoroughly practical, because non-porous Velon can’t absorb 
dirt, grease and grime. Just wipe with a damp, soapy cloth. 
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Sleek smooth seat covers of woven Velon are so easy to slide onto—won't catch 
heavy-napped clothing . . . resist scuffing, snagging and constant abrasion. 


Extra profits for you — Help your customers select their seat covers, when they're 
“in a buying mood.” 
Effective seat cover display stands and catalogues are available from Agidcraft 


to help you make the sale fast. Women especially, like to match or blend Velon 
seat cover colors with the exterior and interior color of the car. 


Build good will with long-lasting seat covers of woven Firestone Velon. For 
further information write Agidcraft, in Brooklyn, or Firestone Plastics Company, 
Yarn Division, Pottstown, Pa. 







SEAT COVERS COURTESY AGIDCRAFT. 
1133 ATLANTIC AVENUE, 
BROOKLYN 16, N.Y. 
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VELON FABRIC WOVEN BY 
HAFFNER ASSOCIATES. 

EMPIRE STATE BUILDING, 
NEW YORK 1, N.Y 
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Named "Better Pontiac Dealer" — 


Harry E. Lawrence, Cazenovia, N. Y. 
manager, 
Kimball, district manager. 


Ford Recruiting 
Force to Operate 
Plant in Chicago 


CHICAGO.—Men experienced in 
such engineering specialties as tool 
design, gauge design, production, 
plant layout, methods, and safety, 
along with secretaries and stenog- 
raphers, are being interviewed and 
lined up for work in the big plant 
which Ford will take over Nov, 1 
for the manufacture of 28-cylinder 
Pratt and Whitney airplane en- 
gines for the government. 

Appeals for such personnel are 
being made in newspaper adver- 
tisements. A Ford spokesman said 
that many producticn and un- 
skilled workers have appeared at 
the factory seeking jobs, but were 
told to come back within a week. 

The plant, located at 7401 S. Cic- 
ero Ave., and said to be the largest 
in the world under one roof, orig- 
inally was known as the Dodge- 


Chicago aircraft engine plant. After | community, 


SED CAR SALES SKY- 
ROCKET WITH NEW 
CAR PERFORMANCE 


LEADING Car Dealers Find that Ampco-Equipped 
Engines make Better Used Cars... 


REMARKABLE AUXILIARY LUBRICATION 








(center), 
as he receives the division's painting of Chief Pontiac. 


is congratulated by H. C. Pratt, zone 
At the left is R. L. 


World War II, it was taken over 
in part by the ill-fated Tucker 
Corp., now facing reorganization or 
| bankruptcy. 

| Assets of Tucker Corp. in the 
plant, valued at about $2,500,000 and 
including machinery, other equip- 
ment and Tucker cars, went on 
the block at a three-day public auc- 
|tion during the week. 








Lights Out 
Williamsburg Outlaws 


Colored Neon Signs 

| WILLIAMSBURG, Va.—Williams- 
|burg’s lighted-sign ordinance, cen- 
ter of heated debate for the past 
three months, became law last 
week after a public hearing held 
by the city council. 

The ordinance, which will ban- 
ish colored neon signs from historic 
Williamsburg streets by Sept. 20, 
1953, brought heavy objections only 
from automobile dealers. 

Approximately 30 residents of the 
almost all 





SYSTEM FOR 
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INTERNAL 





of them|the safe. 


business men, appeared for the 
hearing. Cecil Pence, manager of 
Colony Motors, Inc., entered a re- 
quest that this ordinance be con- 
fined to the restored 18th century, 
portion of Williamsburg and the| 
campus of the College of William | 
and Mary. Vice-Mayor Lloyd H.| 
Williams pointed out that this area | 
is under control of the two prin- 


= cipal property holders at present, 
s|and that the ordinance should ap-| 


ply to the entire community. 

T. R. Vermillion, manager of 
Watts Motors, asked that stand- 
ardized display signs be exempted 
from regulation, but drew an ob- 
jection from Dr. Charles F. Marsh, | 
councilman, who said that such} 
discrimination might cause the en- 
tire ordinance to be thrown out 
of court. 

As passed, the new ordinance be- 
comes effective immediately. Its 
chief points limit outdoor adver- 
tising signs to 32 square feet in 
area, with a horizontal dimension 
of not more than eight feet; at 
least nine and not more than 10% 
feet above the sidewalk or street; 
forbid signs atop buildings; limit 
outdoor lighted signs to one for 
each major agency of each busi- 
ness with only two such signs per- 
mitted each business; require all 
neon tubes and floodlights to be 
white or colorless, and forbids 
lighted signs on intermittent or 
flashing circuit and the outlining of 
building exteriors with lights. 





Kemptville Looted 

Thieves broke into the premises 
of Kemptville (Ont.) Motor Sales 
Co. and carried off the safe with 
its contents, including the com- 
pany’s books and business records. 
Police have recovered the truck in 
Ottawa with which the robbery was 
committed, but have not located 








TOP CYLINDER AREA FOR 
PERFORMANCE FOR ALL 
COMBUSTION ENGINES 

















Constant lubrication for the hottest, driest, 


busiest part of an engine! 


Available through recognized Automotive Wholesalers or 
through P. and A. Dept. at Car Factory. Literature on 


Request. 


PATENTS 
PENDING 





Product of 
AUTOMOTIVE & MARINE PRODUCTS CORP., 
BOSTON 34, MASS. 





A new profit principle, based on a policy that no car — 
new or old — is ever sold but represents rather the 
transfer of transportation equipment, is making money 
for outstanding Car Dealers all over this country. 
Proceeding on a basis that their equity in their cars — 
new or old — is constant for the life of the vehicle, 
these Car Dealers operate on the principle that equity is 
capital — an investment to be protected. And protec- 
tion of that equity investment is possible for every car 
on your show room floor or used car lot with AMPCO! 

AMPCO is the modern method of Auxiliary Engine 
Lubrication. Designed to meter and introduce into the 
fuel-air stream a properly controlled spray of approved- 
quality lubricant for even distribution to all cylinders 
of any modern, high-output engine, the Ampco Vapor 
Lubricator results in rapidly improved performance, 
decreased fuel and oil consumption, reduced fuel octane 
requirement, longer valve life, free piston ring action 
with improved compression and cylinder wear factors 
as low as ten percent of normal after thousands and 
thousands of miles. 

When the time to talk trade rolls around, your 
equity isn’t represented by a burned out relic but rather 
by a car with continued operating qualities and a sound 
dollar value. So it’s still your car -— and a vastly better 
one with AMPCO! And that’s the way to protect your 
equity and to keep your buyers strictly yours, and not 
“switch” buyers, for the life of their transportation 
equipment. If you want proof positive, then start your 
AMPCO PROTECTION PROGRAM today. And your 
equity in good customer relations will grow with every 
mile of Ampco-equipped transportation which you mer- 
chandise, Be pleased, of course, to send you additional 
information on request. 
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tp of the material shortages that could make it tough 
for the auto manufacturers to continue high production 
is bound up in the present alarming scarcity of freight rail 


cars. According to Gen. Ro 
National Security Resources 
short some 150,000 freight- 
cars to take care of the trans- 
portation needs of the coun- 


try, if we were to get into another 
all-out war. 

For a number of years they have 
been sending approximately 8,000 
cars per month to the junkpile as 
they were worn beyond repair. 
During this time they have been 
building but 3,000 cars per month, 
and this means that it will take 
at least five years, at full produc- 
tion of 12,500 cars per month, to 
make up the deficit—and NSRB 
says this is one of 
the first “musts” 
on their agenda. 

This rail-build- 
ing program will 
require four times 
the sheet steel the 
rails have been 
using—and rolling 
mill capacity has 
not been expand- 
ed in ratio to the 
expansion of ingot 
production. So it 
may result in a battle of the sheets, 
with automotive behind rail. 

* * * 


Styrene Short 


MITH also gave your “fact- 

snooper” a sidelight on the tire 
situation. It seems that the great 
expansion of the natural gas indus- 
try, and its widespread piping to 
homes everywhere, has had quite 
a bearing on the closing down of 
many coke plants. 

One of the main by-products 
of the operation of making gas 
is the production of benzene. 
Styrene is derived from benzene, 

and styrene is necessary to the 

production of both synthetic rubber 

and nylon—and both are needed to 

make tires. So styrene is short. 
* + * 


Jack Weed 


| Saving Troubles 


SAW an auto vehicle-checking 
machine the other day that, in 
my humble opinion, will go a long 
way towards eliminating one of the 
causes of customer ill will—when 
and if this machine is put at the 
end of assembly lines. 
It is a “four-station” balancing 


Retail Sales Dip 
Seen Delaying 


Price Controls 


NEW YORK.—Maury Nee, chair- 
man of the retail planning advisory 
committee to Secretary uf Com- 
merce Charles Sawyer, declared in 
an address here that the softening 
in retail sales in recent weeks may 
make imposition of price controls 
unnecessary. 

The committee headed by Nee 
represents a million retailers of all 
types and 87 retail trade associa- 
tions. Nee also is president of the 
National Retail Furniture Assn, 

Speaking at a regional conference 
of the furniture association, Nee 
said the slump in retail trade might 
be due to credit controls since 
Regulation W went into effect 
Sept. 18. 

Nee declared that nearly all mer- 
chants want price controls if run- 
away prices develop. He noted, 
however, that many administration 
officials were talking of setting up 
price and other controls for five 
years Or more during partial mo- 
bilization. 

“T hate to think of what would 
happen under strict controls in a 
five-year period,” he added. “I be- 
lieve controls may not be unneces- 
sary if trade levels off, and I be- 
lieve it has leveled off.” 

A spokesman for the furniture 
trade group said that 21 members 
of the board, with stores in 30 
states, reported a definite drop in 
volume since Regulation W went 
into effect. 






bert J. Smith, vice-chairman, 
Board, the railroads are now 
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machine that will balance wheels 
on the vehicle, check driveshafts 
for out of balfnce and detect bad 
bearings in the wheels. And it 
takes only a minute to do the com- 
plete job. 

As long as tires are made with 
overlapping plies and complete 
wheel assemblies are not balanced 
in production, there is always the 
chance that the new-car buyer 
can be put on the “car-dealer-to- 
tire-dealer and back-to-the-car- 
dealer” run-around that causes 
irritation and ill will. 

Whipping driveshafts are hard to 
define, unless a dealer has a ma- 
chine that will catch them when 
the car is in operation—and many 
a car is blamed for bad steering, 
bad tires and what-have-you that 
has an out-of-balance driveshaft. 

Sending the car or truck off the 
line balanced will undoubtedly save 
owners a great deal of money and 
inconvenience. This machine, de- 
signed for use on the production 
line, looks to me like a major 
advancement in eliminating cus- 
|tomer “squawks’—at least produc- 
jtion engineers are showing great 
interest. I can also see a place for 
it in large dealerships and fleet 
garages—if and when it is okayed 
for production. 


Cross-Country 
Van Fleet Head Takes Road 


For Own Inspection 

CLEVELAND.—James D. Edgett, 
president of North American Van 
j}Lines, took to the highway this 
|month to find out first hand what 
today’s problems of highway driv- 
ing really are. 

He made a 2,350-mile trip from 
Fort Wayne, Ind., to Los Angeles 
with his son, 10-year-old Jimmy, 
and Paul Clarke, of Cleveland, 
chief attorney for the line, in a 
White 3000 truck with special 
sleeper cab for long-distance oper- 
ation. 

Edgett, who quit a fireman’s job 
to start his own trucking business 
in 1923 with one truck, was inter- 
ested in finding out how trucking 
regulations and taxes affect inter- 
state trucking today, as well as 
getting the “feel” of the wheel 
from a driver’s point of view. 

“Our big problem on the trip,” 
Edgett reported, “was the great 
difference in legislation and taxes 
all the way out to the west coast. 
In Arizona, for example, we pay 
a $300 trailer license tax. All told, 
we paid about $500 in taxes on the 
trip.” 





Schwing Names Parmer 


Jerry Parmer has been appointed 
sales manager of Schwing Motor 
Co. (Hudson), Baltimore. 
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DEALERS: 
The Modern Service Identification 
Emblem—Plus Advertising Value. 
Write TODAY for beautiful full-size 
FREE SAMPLE... Yours to keep and 


compare! 
@ NO OBLIGATION @ 
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* * * 





Epiror’s Note: Here is another 
in a series of articles written es- 
pecially for Automotive News by 
Ned Jordan, famed in the auto 
industry for the car he _ built 
1916-1931) and the words he 
wrote about it. 


— to me I’m always being 
7 dominated by some woman. 
(Confidentially . . . it’s nice work, 
if you can get it.) 

First, a charming woman invited 
me to speak at the Dallas conven- 
tion of the National Used Car 
Dealers Assn. early in November. 
I tried to wiggle out at first, but 
after seeing her I began to weaken. 


She’s the executive secretary, 
looks like she’d just made the 
front cover of Vogue, stepped out 
of the window of Bergdorf-Good- 
man on Fifth Ave. and was 
modeling for Nieman-Marcus in 
Dallas. Not a flaw in her finish 
. . +» not a dent in her fender. 
Just another Eve handing the 
apple to Adam. I FELL. (Don’t 
we all?) 
Now comes Bob Finlay, managing | 

editor of Awutomotive News, who 
wants me to give him the “meat” 
of what I’m going to say in Dallas | 
so he can write an “advance story” 
before he leaves for the convention. 
Little does he know that I may be 
in tears when I appear in that se | 
fisted town where I first got the| 
idea for the Jordan Motor Car Co. | 
-the Playboy . . . the Blueboy and | 
the sure-fire recipe for making a 
million dollars. 

> 





* + 
Overall Remedy? 
ELL .. .I tried to dictate the 
“meat” of what I might say in 


Dallas. You know .. . a dignified | 
but simple solution for all of the 
problems confronted by a used-car | 
dealer ... sort of a panacea... 2 
remedy for every pain suffered by 
a man handling second-hand cars. 


It was a statesmanlike solution, 
all right. Sounded like a _ ghost- 
written speech for a congressman 
addressing the United Nations or | 
trying to appease Joe Stalin. 

I finished it with a smirk of 
satisfaction, said to the girl tak- 
ing the dictation: “How’s that, 
kid? Pretty good, eh?” ... 
“Y-e-a-a-h,” said she, curling a 
provocative nose, “BUT .. . that 
isn’t Ned Jordan talking. That’s 
Dean Atcheson.” 


HUH! Another woman... 


I was depressed for only a 
moment when a representative of 
Good Housekeeping walked in with 
a photostat of that old advertise- 
ment, “Somewhere West of Lara- 
mie,” which most advertising men 
think is the best I ever wrote. 


It wasn’t, not by a long shot. 
Another one started a shower of 
a cold million dollars pouring right 
down the barrelhead ... BUT... 
that’s another story. 

* * * 


Here’s How 


Tas boy asked me to autograph | 
that advertisement. Sure, I} 
thought ... and HOW ... in my| 
prevailing state of mind regarding | 
women. 
S-O-O-H, I wrote: 
This is no flim-flam at all, 
No frivol or sham at all, 
Just a plain “Dam it all’— 
This cockeyed world is run 
by women. 
Most sincerely, Ned Jordan. 
Y-E-E-AH? Does anyone} 
think that Eleanor Roosevelt was | 
sitting silently purling . . . doing) 
her knitting in the bay window, | 
all through those years? Was Cleo- | 
patra thrumming a lyre when she | 
was taking Julius Caesar and Mark | 
Antony “down the river’? Was 
Josephine mumbling her words 
when she ordered Napoleon to use 
“Lifebuoy” ? 
Was Malinche simpering -along 
with mincing steps when she was 


leading Cortez to the conquest of| quietly near the window reading 
Mexico? ... How about Sacagawea,| “Vanity Fair,” would utter one 
— lead Lewis and Clark across} word sharply ...“P-A-A-H!” 

the wide open spaces and over the} [’m tellin i 
Rocky Mountains to Oregon and | would anak Fc ~~ 
glory? os 5 ming Grandma Truman S-0-H I think Bob Finlay 
wasn’t thinking straight when she|. 3) ‘ : : 
insisted upon getting: back to her |i have fo walt until I tell those 
ome town, Independence, 0., | 7 i 
when she found her son's adopted footy J T ever knew. She always 
city, Washington, “full of fuss and how scale 


feathers.” was coming in and how 


~ = % much she owed. 

P a Her treasury department was in 

Life with Mother |her stocking . . . but most impor- 
TRANGELY enough, I, big shot | tant, she knew enough about arith- 


that I am, had a mother who| metic to add and subtract ... a! 


was a woman. She was Irish, had |science which seems too complex 
red hair and was nearly five feet | for many automobile dealers. 
tall. My father, six feet tall, and She was an engineer, too... with 


English, was a captain in the Civil|a couple of cookie cutters; an ex- | 
War, but he liked fighting. So ne | pest in heat treatment, with that) 
Her inventory was | 


was one of the leaders of the!old cook stove. 
Fenian Raid, trained the Irish boys|in the cupboard and never over- 
of Oil City, Pa., took them across|balanced. She did have some 
at Black Rock, near Buffalo, and|“crocks,” but they were for cookies 
got licked by the King’s English. | and doughnuts. 


There was a gallant man wee | She never heard of time pay- 
my ae es —— oe | ments, never was bothered by 
ee an weulinner 98 | radio nostrums for what ails you, 
Grant .. . who had ridden side by | and was never annoyed by Milton 
side with Phil Sheridan... BUT | Berle. She was happy without 

any advice from sponsors. 


. . « let him drop one shred of | 
Of course, I forgot to mention 


tobacco from his pipe on the | 
carpet .. |her great knowledge of the second- 


my mother, sitting 


much money she had; | 
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Davis Honored by Ford Buddies— 


J. R. Davis (center) is honored by long-time associates at Ford in connection with his 
recent retirement as vice-president, sales and advertising. Arthur S$. Hatch (left), western 
| regional sales manager, presents to Davis a silver tray inscribed with the signatures of 


friends throughout the company. Ernest R. Breech, executive vice-president, observes the 
| presentation which was held at a national sales meeting. 





| hand business. She could take one| young men in that rip-snorting, 
|of my father’s suits and make two |hell roaring lumber town where I 
|for her little son. That’s how I|}was born in the heyday of the 
| became one of the 10 best dressed | 1880s. 





American Leather Manufacturing Company, Newark, N.J. * The Ashtabula Hide & Leather Company, Ashtabula, Ohio + Blanchard Bro. & Lane, Newark, N.J. * Delaware Tanning, Inc., New York, WN. Y. 
Eagle-Ottawa Leather Company, Grand Haven, Michigan + The Lackawanna Leather Company, Hackettstown, N. J. * Radel Leather Manufacturing Company, Newark, N. J. 


Nation-wide survey shows Genuine Leather Upholstery is 5 to 1 choice for open cars 
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If vou knew the answer to one question... you'd 


have no problem when you consider buying a car. 


The question is, of course, which car at your price 


gives you the most for your money? 


The one true way to find out is a part by part 
analysis of the cars that interest you. 


You would find it very revealing to watch Chrysler 
Corporation engineers and production men make such 
an analysis. It is part of their job every year to take all 
makes of cars apart—strip them down part by part for 


careful study. 


These men examine the way each part is made, how 
it functions, and how it compares in design and quality 
to the most advanced engineering and manufacturing 


practices. 


What would impress you is the fact that over and 
over again, Chrysler Corporation engineers and produc- 
tion men reject the idea of compromise of quality, reject 
the cutting of corners in workmanship. 


“As good as”... isn’t good enough for them. 


Once you learn from experience how well Chrysler- 
built cars are made, you'll understand why we keep on 





RS'tHROUGHOUT THE 





ENTIRE UNITED 


designing to exceed the industry's going standards. 


We invite you to take a good look at what's behind 
the best liked Plymouth, Dodge, De Soto and Chrysler 
cars in history. When you see and drive these cars... 
and talk to your friends who own them... you will find 
dollar’s worth that stands alone today. 


Dollar’s worth that means more than you get when 
you buy the car that’s known for one thing alone—an 


engine—a transmission—or something else! 


Dollar’s worth that comes from the sum of superior 
working parts! Whole car value in greater durability, 
greater comfort, convenience! Whole car value in per- 
formance and all the satisfactions that only the car which 
is good and sound all the way through can give. 


There’s an able dealer near you—carefully selected 
for his integrity, his experience, his reputation for fair 
dealing, and his ability to serve you well. You can count 
on him for the best in service and square dealing. Look 
him up. Come in. He’ll be glad to see you—glad to answer 
your questions—glad to demonstrate and prove . . . part 
by part... what customer satisfaction Chrysler Corpora- 


tion cars are designed to give. 


CHRYSLER CORPORATION 


Chrysler Corporation’s History 





CHRYSLER 


STATES! 
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AUTOMOTIVE WASHINGTON 


Vehicle Chiefs Draft 
Code on Reciprocity 


By William Ullman 

Washington Correspondent 
HIS COLUMN has just received from the Washington 
headquarters of the American Assn. of Motor Vehicle 
Administrators—with a request for publication—the vehicle 
reciprocity policy adopted by the association at its recent 
meeting. Preceding the seven points, there is a preamble, 


~ 


which says: a 

“As a general policy within | 
the limits of the laws of the 
respective states, reciprocity will be 
granted on the following conditions 
and rules when the equipment is 
operated strictly in interstate com- 
merce.” 

1, Private cars will be granted 
reciprocity when properly licensed 
and qualified in the state of the 
owner’s residence. 

2. Proper dealer license plates or 
in-transit plates shall be mutually 








legal use of such 
plates in the state 
of issuance. 

3. Reciprocity 
will be granted on 
trucks, trailers 
and semic-trailers, 
when such ve- 
hicles are proper- 
ly licensed and 
qualified in the 
state of the own- 
er’s residence, or 
in the state in 


William Ullman 


recognized in accordance with the|which the vehicle is domiciled or 


from which it is operated. 


4. The granting of reciprocity | 


shall not be construed to authorize 
the operation of vehicles upon the 
highway in the state granting reci- 
procity in excess of the maximum 
weight, width, height or length 
allowed by the law of such state 
or contrary to any provisions of 
law or rules and regulations. The 
granting of reciprocity shall also 
not be construed to authorize the 
operation of a vehicle in excess of 
the maximum weight or any other 
limitation for which the vehicle is 
registered in the state of registra- 
tion, 

5. Reciprocity will 
tended on license plates for which 
the zone of operation is greater 
than that allowed by the state in 
which the vehicle is licensed. 

6. Any violations will be dealt 
with in accordance with the laws 
of the state in which the viola- 
tion occurs. 

7. Exchange of information be- 
tween states shall be made by mu- 
tual agreement as to the require- 
ments of each state with reference 
to proper licensing and qualifica- 
tion and as to the nature of re- 
ceipts or identification forms which 








| L-M District Managers Meet— 


Linco'n-Mercury dealers of the Detroit district heard a report on the recent nations 





| 


Dealer Council meeting by H. M. Ferguson 


must be carried on the vehicle 

properly to identify it. 

+ +. * 

Pre-Korea Cutback 
HE LATEST NPA rubber cut- 
back order was designed, offi- 
cials explained, to shave the huge- 
ly expanded consumption of June, 
July and August—which reached 
more than 110,000 tons a month— 
back to the level of monthly con- 
sumption which prevailed prior to 

the Korean crisis. 

The cutback for civilian use of 





. 
Not a cough in a carload! 
(with an offhand wave to Old Gold) 


Last year swine producers on an inspection 


tour watched 140 pigs come charging out of a 


barn in a cloud of dust. Not one pig sneezed! 


Significance 


: Well-bred,well-fed,and properly 


housed hogs are not allergic to dust, get to 


market earlier, bring more. 






Eggs by ear... 4 hen with red ears lays 
brown-shelled eggs. A hen with white ear 
lobes lays white-shelled eggs. 

Like 


has to know his machinery .. 


other manufacturers, the farmer 
.and how 


to use it to best advantage. 


Farming is a business...and the smarte1 
farm businessman utilizes the newest research, 


test plot data, ag experiment station findings, 


to keep current with changes in the country’s 


fastest changing industry. 


Good farmers try new means for increasing 


cream in milk, stepping up size and number of 


eggs, growing more ears of corn per stalk and 


per acre, getting larger litters, turning turkeys 


from seasonal to staple sales, conserving the 


Spring rains for use in Summer . . 


. and getting 


better production at minimum cost! 


Best opportunity for better business... is 
Successful Farming’s circulation, the nation’s 


best farmer businessmen, a major market of 
more than 1,200,000 families of which over a 


million are concentrated in the 15 agricultural 
Heart states, with the best land, best brains, 


best techniques, best yields, and best incomes... 


earning 50% more than the US average. 


Advertising in general media misses much ol 


the best food growers market, needs A®WA RRR 


SUCCESSFUL FARMING for its deep 
penetration and wide influence 


based on forty years of service. 


Highly prosperous, improving thei 
production plants and homes, with 


big backlog of savings from the most 





— 
-~ 


profitable decade in agricultural history, the SF 


audience is today’s best automotive market... 
Full facts, any SF office. SuccessFUL. FARMING, 
Des Moines, New York, Chicago, Cleveland, 
Detroit, Atlanta, San Francisco, Los Angeles. 


(extreme left) at Detroit. Ferguson, president 


|of H. M. Ferguson, Cleveland, represented more than 300 dealers 
nt te |... flea entiation 





| naturel rubber was made even mors 
drastic than the overall reduction, 
meaning that hereafter a larger 
proportion of synthetic will go into 
new tires produced. 

Consumers were directed to use 
for non-military purposes no 
more than 52,000 tons of natural 
rubber in November and 45,000 
tons in December, or 75 percent 
and 63 percent, respectively, of 
the natural rubber consumed 
monthly last year. 

But the cutback, it was said by 
Earl Glen, head of the rubber divi- 
sion of NPA, will not affect the 
quality of tires produced and will 
“not cause any real shortages of 
tires.” 

There will be just as many tires 
produced under the new order as 
during the base period, that is, the 
year ended June 30. They will be 
“good” tires of first quality, he said 

* * * 


Oil for Reds of China 
y=. government officials ad- 
mitted that “a considerable 
portion” of a more than 1,000,000- 
gallon oil shipment got from Japan 
to Communist China after the out- 
break of the Korean war, neither 
the Commerce nor the State de- 
partment nor the Department of 
the Army could explain whether 
|it was through “some inadvertence” 
lof the occupation forces in Japan 
|or for some other reason that the 
embargoed oil reached the Chinese 
Reds. 
| A subcommittee of the Senate 
Interstate and Foreign Commerce 
committee quizzed spokesmen for 
all three departments but could 
find no final unequivocal answer 
to the question why government 
agents didn’t stop the flow of oil 
until a merchant seaman entered 
a protest with Army intelligence. 
| + * > 


Remember Dewey? 

AST week the heads of the two 

major national political com- 

mittees looked over the prospects 
for the 471 congressional races to 
be decided Nov. 7 and came forth 
with their predictions. 

The forecasts of Guy Gabrielson. 
chairman of the Republican Na- 
tional committee, and of Sen. Clin- 
ton P. Anderson, acting chairman 
of the Democratic National com- 
mittee, differed sharply. 

The claiming season was opened 
officially a few days earlier when 

President Truman predicted that 
the Democrats would win by 
landslides in both the House and 
Senate. 

“The President is entirely wrong,” 
Gabrielson said. “It is going to be 
the reverse.” 

The overall predictions of the 
'two committee chairmen follow: 

Said Gabrielson: The Republicans 
will retain all of their present Sen- 
jate seats and pick up a minimum 
|of five Democratic-held seats and 
|}make a net gain of from 25 to 30) 
}in the House, If the present “trend” 
|continues there is a “strong lilre 
| lihood” that the GOP will win con 
| trol of both chambers. 
| Said Anderson: The Democrats 
lare certain to make a net gain 
|of two Senate seats and possibly 
four, with the House not changing 
by more than 10 or 15 seats “eithe: 
|way,” with the prospect that th 
Democrats will make a slight gain 





General Plans Sarnia Plant 


| SARNIA, Ont.—General Tire and 
Rubber Co. of Canada, Ltd., Tc 
ronto, has purchased a 26-acre sit 
|here on Ontario highway 40, nea 
the Polymer Corp., Ltd., syntheti: 
rubber plant, and proposes to pu 
|up a $5,000,000 factory early in 1951 
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A recommendation that the wait- 
ing period for Wisconsin unem- 
ployment compensation benefits be 
reduced from two weeks to one 
week has been made by the labor 
committee of the Wisconsin state 
legislative council. 

* * * 


Municipal League Urges 


Higher Illinois Gas Tax 


A resolution urging the 1951 Illi- 
nois legislature to increase the 
state’s present three-cent gasoline 
tax was adopted by the Illinois 
Municipal League at its 37th an- 
nual convention. 


The group also asked the legis- 
lature to act to relieve the fiscal 
problems of cities. Although no 
specific solution was proposed by 
the resolution, delegates explained 
that they hoped for direct state 
grants-in-aid or for legislation 
broadening local taxing powers. 
Meanwhile, Gov. Stevenson told a 
press conference there was little 
prospect that the legislature would 
give cities any cash handouts next 


year, 
* * * 


Denver Forms Group 


To Arbitrate Strikes 


An ordinance providing for the 
creation of a municipal labor-man- 
agement-citizens arbitration com- 
mittee has been given final passage 
by the Denver city council, 


The agency may be called upon 
by either side in a labor dispute 
but cannot intervene unless re- 
quested. The ordinance provides 
that it be composed of six mem- 
bers from labor, six from manage- 
ment and six from the public at 
large. Also approved was a meas- 
ure appropriating $5,000 for the 
committee to operate on during the 
remainder of the year. The 1951 
city budget calls for an outlay of 
$10,000 to cover the committee’s 
expenses. 

* * * 


Jacksonville (Fla.) Adopts 


Compulsory Inspection Law 
A bill providing for compul- 
sory motor vehicle inspection has 
been given final approval by the 
Jacksonville (Fla.) city council. 
The measure covers all frequent 
users of Jacksonville streets 
rather than city residents only. 


Under the ordinance, motor ve- 
hicle owners will be required to 
pay 75 cents each for two inspec- 
tions of their vehicles each year. 
These inspections will cover the 
mechanical functioning of front 
and rear lights, brakes, wind- 


the state. The suggesticn for.a 
state-operated inspection program 
is one of a number of changes in 
New Mexico laws being considered | 
to make them conform as closely | 
as possible with the uniform high- 
way safety code. 

* . * | 


| Wisconsin Cities Seeking i. 


Share of Higher Gas Tax 


Wisconsin’s League of Munici- | 
palities, made up of 157 cities and 
240 villages, is backing a one-cent | 


now set at four cents a gallon, as 
jan additional source of revenue for 
localities. | 

The group also recommended a 
2 percent municipal property tax 
on motor vehicles to replace the 
present Wisconsin highway priv- 
ilege tax. 

* +. * 


New Taxes Asked to Support 
Jersey School Plans 


Enactment of new taxes in New 
Jersey, either on retail sales, per- 
sonal incomes or corporations, to 











shield wipers and steering gear. 
+ * + 


Vass. Transportation Board 
Lays Survey Groundwork 


The Massachusetts committee on 
transportation, which was author- | 
ized by the last legislature to study | 
all phases of transportation, will 
begin an intensive study immedi- 
ately after the election, according 
to Sen. Edward C. Peirce, chair- 
man. Groundwork for the study al- 
ready has begun, he said. | 

a = * 


Pennsylvania AFL Tables 
4nti-Truck Proposal 


A proposal to oppose any increase 
in Pennsylvania’s truck weight | 
limits was tabled at a legislative | 
conference held by the Pennsyl-| 
vania Federation of Labor-AFL. | 


The anti-truck recommendation, | 
which was sidetracked for consid- 
eration later by the federation’s 
executive council, was made by the | 
Pennsylvania state legislative con- | 
ference, Brotherhood of Railway} 
and Steamship Clerks. Pennsyl- | 
vania’s present weight ceiling for 
the most commonly used type of 
truck is 45,000 pounds. 


* * * 
Vew Mexico May Operate 
Own Inspection Program 

A proposal for a state-operated | 
compulsory motor vehicle inspec- | 
tion program is being considered 
by the governor’s committee on 
safety legislation for possible rec- | 
ommendation to the 1951 New Mex- | 
ico legislature. 

Inspections of brakes and lights | 
are now made by private garages 
and filling stations in New Mexico, 
with windshield stickers issued by 
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Great Neck Motors, 


|increase in the state gasoline tax, | Opened in Great Neck, N. Y.— 


which has been in the auto business since 1906, has received a 
Chevrolet franchise, announces Robert N. Palmer, president since 1927. The firm has more 
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than 20,000 square feet of sales and service facilities 


raise $77,000,000 in additional an- | mission asserted mew taxes are 
is being advocated | needed to finance expansion of New 
educational | Jersey public schools, 

expecting a 25 percent enrollment 


nual revenue, 
by the 


New Jersey 


planning commission. 
Without indicating which tax it|increase by 1955. 


preferred, the 


port 


GLASS 


PAINTS 


URGH 


commission 
demned political leaders who sup- 
“no-new-tax” 
posed of private citizens interested 
in furthering education, the com- 


policies. 
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Conn. Stations Urge Law 


To Ban Gas Price Wars 
Enactment of a gasoline unfair | pounds. 


are 





“Are you taking advantage 
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sales act, banning below-cost 

| Sales, was urged by about 150 

gasoline station operators at a 

hearing conducted by an investi- 

gating committee named by Gov. 

Bowles to look into a gasoline 
price war in the state. 

Prof. Ralph S. Brown jr., of 
Yale law school, heads the four- 
member committee, which has no 
power to do anything but report 
its findings and recommendations 
to the governor. 

* * * 


| AFL of Pa. Refuses 


'To Join Truck Foes 


A legislative conference of the 
| Pennsylvania Federation of Labor 
AFL has shied away from any ac- 
tion on a proposal to oppose an 


increase in the weight limit of 
| trucks. 

| The anti-truck recommendation 
‘was made by the Pennsylvania 


| state legislative conference, Broth- 
erhood of Railway and Steamship 
Clerks. It was tabled by the meet- 
ing, which was attended by about 
|300 delegates from the state. The 
present weight ceiling is 45,000 
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All the experience of the past, 
all indications for the future, 
point to this fact .. . 
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You’re FIRST with Chevrolet\ 




























Pryde! 








/ 


alo 


America’s favorite will do it again. Every sign indicates that 


Chevrolet will be No. 1 for ’51. 


For Chevrolet will be No. 1 for style . . . No. 1 for riding 





comfort and driving ease ... and No. 1 for value. Chevrolet will 


be again, as it has been for years, the No. 1 car in the nation! 


Every indication shows, too, that Chevrolet will continue to 
set the pace in popularity and demand as the nation’s No. 1 


car. Yes, Chevrolet will be No. 1 for ’51 in every way. 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 





COPYRIGHT 1950—CHEVROLET MOTOR DIVISION, GENERAL MOTORS CORP, 


America’s FINEST Franchise 
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New Commercial Car Registrations, 33 States for September, 1950-1949 
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The following advertised-delivered prices 
are based on factory retail prices at the 
factories, They include federal excise 
taxes and factory handling charges, and 
dealer delivery and handling charges. 
They do NOT include transportation 
charges, state or local sales taxes or 
optional equipment. 


AUSTIN—A40——4-dr. sed. (Devon), $1,- 
539; stat. wag. (countryman), $1,649. 
A90—Atlantic conv., manual top, $2,460 
(hydraulic top, $2,634); sports sed., $2,865. 
(Delivered in New York.) 

BUICK—-Special Series 40-—4-dr. tour- 
back sed., $1,941 (deluxe, $1,983); 4-dr. 
jetback sed., $1,909 (deluxe, $1,952); sed. 
epe., $1,856 (deluxe, $1,899); bus. cpe., 
$1,803. Super Series 50—4-dr. tourback 
sed., $2,139; 4-dr. Riviera sed., $2,212; 
sed. cpe., $2,041; conv., $2,476; Riviera, 
$2,139; stat. wag., $2,844. Roadmaster 
Series 70—4-dr. tourback sed., $2,633; 4-dr. 
Riviera sed., $2,764; sed. cpe., $2,528 
conv., $2,981; Riviera, $2,633 (deluxe, 
$2, 854); stat. wag., $3,433. (Dynafiow 
standard on Roadmaster, optional on Spe- 
cial and Super models at $169.20.) 

CADILLAC—Series 61—4-dr. sed., $2,- 
866; club cpe., $2,761. Series 62—-4-dr. sed., 
$3,234; club cpe., $3,150; conv., $3,654; 
Coupe DeVille, $3,523. Series 60 Special— 
4-dr. sed., $3,797. Series 75—4-dr. 7-pass. 
sed., $4,770; 4-dr 7-pass. Imperial sed., 
$4,959. (Hydra-Matic standard on Series 
62 and 60 Special, optional on Series 61 
and 75 at $174.25.) 

CHEVROLET — Styleline Special—4-dr. 
sed., $1,450; 2-dr. sed., $1,403; club cpe., 
#1, 40s; bus. cpe., $1, 329. Styleline Deluxe 

sed., $1,529; 2-dr. sed., $1,482; 
$1,498; conv., $1,847; Bel-Air, 
wag., $1,994. 
cial—4-dr. sed., $1,450; sed, cpe., 
Fleetline Deluxe—4-dr. sed., $1,529; 
cpe., $1,482. (Powerglide optional on De- 
luxe models at $158.50.) 

CHRYSLER — Royal — 4-dr. sed., $2,- 


=. cpe., 
$1,741; stat. 


153.75; 8-pass. 4-dr. sed., $2,875; club cpe., 





2,133.75; stat. wag., $3,183.75. mee | 
4-dr. sed., $2,348.50; 8-pass. 4-dr. sed., 
$3,069.75; club cpe., $2,327.50; conv., | 
761; Newport, $2,656.50; Traveler, $2,-; 
579.75; lim., $3,196. Saratoga—4-dr. sed., 
$2,667.25; club cpe., $2,641. New Yorker 
—4-dr, sed., $2,783; club cpe., $2,756.75; 
conv., $3,263; Newport, $3,157.75. Town 
& Country—Newport, $4,027.75; stat. wag., 
$2,759.50. Imperial — 4-dr. sed., $3,080 
(deluxe, $3,201). Crown Imperial — 4-dr. 
sed., $5,278.75; lim., $5,383.75. (Presto- 
matic optional on Royal at $120.90, stand- 

ard on other series.) 


CROSLEY—2-dr. sed., $882; conv., $882; 
stat. wag., $915.50; roadster (Hotshot), 
$872. Super 2-dr. sed., $951; conv., 
$953.50; stat. wag.. $984; roadster (Super 
Sports), $925. 


DeSOTO—-Deluxe—4-dr. sed., $2,008.75; 
8-pass, 4-dr. sed., $2,698.75; club  cpe., 
$1,998.75; Carry-All, $2,213. Custom—4-dr. 
sed., $2,196.25; 8-pass. 4-dr. sed., §$2,- 
885.25; club cpe., $2,178.25; conv., $2,- 
600.50; Sportsman, $2,511.25; stat. wag., 
$3,115.25 (all-steel, $2,739.25); Suburban, 
$3,201.25. (Tip-Toe Hydraulic Shift stand- 
ard on Custom, optional on Deluxe at 
$120.90.) 


DODGE—Waytfarer—2-dr. sed., $1,755; 
roadster, $1,744.50; bus. cpe., $1,628.75. 
Meadowbrook—4-dr. sed., $1,865.75. Coro- 
net—4-dr. sed., $1,944.75; 8-pass. 4-dr. 
sed., $2,634.25; club cpe., $1,931; conv., 
$2,346; Diplomat, $2,240.75; stat. wag., 
$2,882.50. (Gyro-Matic optional on Coronet 
models at $94.60.) 

FORD—Deluxe Six—4-dr. sed., $1,471.50; 
2-dr. sed., $1,424; bus. cpe., $1,332.50. 
Deluxe Eight — 4-dr. sed., $1,545; 2-dr. 
sed., $1,497.50; bus. cpe., $1,419. Custom 
Deluxe Six—4-dr. sed., $1,558; 2-dr. sed., 


$1,511; club cpe., $1,511; stat. 
027.50. Custom Deluxe Eight—4-dr. sed., 
$1,637; 2-dr. sed., $1,589.50; club cpe., 
$1,595; conv., $1,948; Crestliner, $1,710.50; 


stat. wag., $2,106.50. 

FORD OF BRITAIN—4-dr. sed. 
cloth), $1,122; 2-dr. sed. (Anglia), 
(Delivered in New York.) 


FRAZER—4-dr. sed., $2,359; Vagabond, 
$2,399. Manhattan —conv., $3,075; Vir- 
ginian, $3,075. (Hydra-Matic optional on 
Frazer models at $158.61, standard on 
Manhattan models.) 


wag., $2,- 


(Prefect, 
$1,004. 


HENRY J—Four—2-dr. sed., $1,299. Six 
Deluxe—2-dr. sed., $1,429. 

HILLMAN MINX — 4-dr. sed., $1,495; 
conv., $1,745; stat. wag., $1,797. (Deliv- 
ered in New York.) 

HUDSON —Pacemaker Custom—4-dr. sed., 
$2,088.50; 2-dr. sed., $2,046.50; club cpe., 
$2,088.50; bus. cpe., $1,912.50. Super Six- 
4-dr. sed., $2,227.50; 2-dr. sed., $2,180; 


club cpe., $2,227.50. Commodore Six—4-dr. 


sed., $2,415.50; club cpe., $2,391.25. Hor- | 


net Six—4-dr. sed., $2,501.50; club cpe., 
$2,477.25. Commodore Eight — 4-dr. sed., 
$2,501.50; club cpe., $2,477.25. (Hydra- 


Matic optional on Commodore and Hornet 
models at $158.50, Super-Matic optional on 
Pacemaker and Super Six models at 
$199.31.) 


KAISER — Special — 4-dr. sed., $2,109; 
2-dr. sedan, $2,059; club cpe., $2,039; 4-dr. 
utility, $2,209; 2-dr. utility, $2,159; bus. 
cpe., $1,899. Deluxe—4-dr. -» $2,219; 
2-dr. sed., $2,169; club cpe., $2,189; 4-dr. 
utility, $2,319; 2-dr. utility, $2,269; bus. 
cpe., $2,059. (Hydra-Matic optional (on all 
models at $158.61.) 


LINCOLN — 4-dr. sed., $2,575.50; club 





| epe., 
| Ambassador 
$158.50. 


OLDSMOBILE — Series 88 
| $1,978 (deluxe, $2,056); 
(deluxe, $1,998); 
club cpe., 


cpe., 
4-dr. 
conv., 


894); 
wag., 


sed., 
$3,949.50; 
Matic optional on all models at $174.25.) 

MERCURY 
72-B club cpe., 
conv., 


2,5: 


89. 


Current Prices on New Automobiles 


2,528.50; Lido, $2,721. 
$3,239.50; 
Capri, 


— 4-dr 
$2,008 


club cpe., 
$3,405. 


sed., $2,061; 


all models at $168.50.) 
NASH—Rambler Custom—conv., 


stat. wag., $1,837. Statesman Super—4-dr. 
$1,790; club cpe., 

Statesman Cus- 
sed., 
Ambassador Super 


sed., 


dr. 


$1,815; 2-dr. 
$1,812; bus. 
tom—4- 
| 949; 
| —4-dr, 


club cpe., 


sed., 
$2,158. 


club cpe., 


4-dr. 


$1,982); 


conv., 
267); 


393); 


conv., 


$2,641). 
els at $158.50.) 


PACKARD—200—4-dr. sed., $2,355; 2-dr. 
sed., $2,305; bus. cpe., 
—4-dr. sed., $2,495; 2-dr. sed., $2,445. 300 
Patrician 400—4-dr. 


—4-dr. sed., 
(Ultramatic standard on Pa- | 


sed., $3,385. 


sed., 
$2,317. 


) 


stat. 


4-dr. 
$2,361); sed. cpe. 
, 7172; 


$2 


$2,321; 


wag., 
Series 98—4-dr. sed., 
town 


cpe., 
sed., 


and 


$2,795. 


sed., 
$1,710. 
$1, 

$1,971. 
$2,162; 
Ambassador Custom— 
$2,296; 
(Hydra-Matic optional 
Statesman 


2- 


sed. cpe., 


sed., 


, $2 
Holiday, 
(Hydra-Matic optional on all mod- 


974; 2-dr. 


2-dr, sed., 


dr. sed., 


2-dr. sed., 


$2,267 
$2,383 


$2,195. 200 





Cosmopolitan 


(Hydra- 


(Model 72-A, 
$2,446; Monterey, $2,176; stat. 
(Mere-O-Matic optional 


models 


— 4-dr. sed., 


$1,904 (deluxe, 
$1,878 (deluxe, $1,956); 
$2,294; Holiday, $2,162 (deluxe, $2,- 
$2,520 (deluxe, $2,662). 
$2,299 (deluxe, 
(deluxe, 
,225 (deluxe, $2,319); 
(deluxe, 


$3,187; 


Mode! 
$1,- 


on 


$1,837; 


$1,- 
$2,137; 
club 


on 
at 


$1,920 


$2,- 





Deluxe 





triclan 400, optional on other models at 


$185.) 


\ 


|ered in 


PLYMOUTH — Deluxe P19 — 2-dr. sed. 
$1,507; Suburban, $1.855 (Special, $1,- 
960.75); bus. cpe., $1,385.75. Deluxe P20 
4-dr. sed., $1,566; club cpe., $1,534.25 
Special Deluxe P20-——-4-dr. sed., $1,644: 
club cpe., $1,617.50; conv., $1,997; stat 
wag., $2,387. 


PONTIAC—Chieftain Six 
745 (deluxe, $1,840); 2-dr. sed., $1,694 
(deluxe, $1,789); club cpe., $1,694 (deluxe 
$1,789); conv, deluxe, $2,122; Catalina de 
luxe, $2,000 (super deluxe, $2,058); stat 
wag., $2,264 (deluxe, $2,343); bus. cpe. 
$1,571. Chieftain Eight—4-dr. sed., $1,813 
(deluxe, $1,908); 2-dr. sed., $1,763 (de 
luxe, $1,858); club cpe., $1,763 (deluxe 
$1,858); conv. deluxe, $2,190; Catalina de 
luxe, $2,069 (super deluxe, $2,127); stat 
wag., $2,332 (deluxe, $2,411); bus. cpe. 
$1,640. Streamliner Six—4-dr. sed., $1,724 
(deluxe, $1,819); sed, cpe., $1,673 (deluxe 
$1,768). Streamliner Eight - 4-dr. sed 
$1,792 (deluxe, $1,887); sed. cpe., $1,742 
(deluxe, $1,837). (Hydra-Matic optional or 
all models at $158.50.) 


RENAULT 4-dr. 
New York.) 


STUDEBAKER—Champion Custom—4-dr 
sed., $1,571.50; 2-dr. sed., $1,539.75; club 
cpe., $1,566; bus. cpe., $1,471.25. Cham- 
pion Deluxe — 4-dr. sed., $1,649.50; 2-dr 
sed., $1,617.75; club cpe., $1,644; bus 
cpe., $1,549.25. Champion Regal — 4-dr 
sed., $1,728.50; 2-dr. sed., $1,697; club 
cepe., $1,723.25; bus. cpe., $1,628.50; conv. 
$2,033.75. Commander Regal—4-dr. sed. 
$1,838.75; 2-dr. sed., $1,807.25; club cpe. 
$1,833.50. Commander State — 4-dr. sed. 
$1,939; 2-dr. sed., $1,907.25; club cpe. 
$1,933.50; conv., $2,244.25. Commander 
Land Cruiser—4-dr. sed., $2,071. (Auto- 
matic optional on all models at $201.25.) 


WILLYS-OVERLAND—Four — Jeep, $1. 
368.24; Jeepster, $1,492.78; stat. wag. 
$1,703.59 (four-wheel-drive, $2,107.69). Six 

Jeepster, $1,597.70; stat. wag., $1,782.58. 


4-dr. sed., $1,- 


sed., $1,035. (Deliv 
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__ AUTOMOTIVE NEWS, OCTOBER 30, 1950 


Here is an essential editorial enterprise 


that will pay dividends to every business executive 


“INDUSTRY MOBILIZED 
AT PEAK LEVELS” 


REVIEW AND FORECAST OF U.S. BUSINESS, INDUSTRY AND FINANCE 
to be published with The New York Times of Tuesday, January 2, 1951 





“WORLD TRADE-— 
KEY TO WORLD RECOVERY” 


INTERNATIONAL TRADE SUPPLEMENT 
to be published with The New York Times of Wednesday, January 3, 1951 


Rarely has the need been so great among executives 
like yourself for information — fresh, factual, depend- 
able information — upon which to base necessary 


business judgments. 


That’s why these two sections—always eagerly awaited 
by the business, industrial, financial and government 


communities — assume proportions greater than ever. 


For they will provide complete, expert, and authorita- 
tive reviews of the year just ended, and a reasonable 


and informed forecast of the year just beginning. 


Traditionally this enterprise — one of the most ambi- 


tious assignments undertaken by any publication — 


commands wide respect in this country and abroad. 


As an executive charged with making important busi- 
ness and policy decisions for your company, or sharing 
in them, you will want to read these special sections 


when they appear. 


And as an executive concerned with at least some phase 
of your company’s public relations you will want to 
investigate the unique opportunity these sections pro- 
vide for public relations or product advertising. 

Full information, including reduced-size copies of the 


1950 sections, will gladly be sent you immediately you 


ask for it. Write any one of our offices today. 


The New ork Cimes 


“ALL TH NEWS THAT'S FIT TO PRINT” 


FOR 31 YEARS FIRST IN ADVERTISING IN THE WORLD’S FIRST MARKET 


NEW YORK: 229 WEST 43RD STREF1 BOSTON: 140 FEDERAL STREET CHICAGO: 333 NORTH MICHIGAN AVENUE DETROIT: GENERAL MOTORS BUILDING 


LOS ANGELES: SAWYER-FERGUSON-WALKER CO,, 612 SOUTH FLOWER STREET SAN FRANCISCO: SAWYER-FERGUSON-WALKER CO., RUSS BUILDING 
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Used-Car Auction Prices 





Market Trend 

It’s not getting any warmer nor are credit rules getting any softer; 
so, it should come as no surprise to learn that the used-car market 
is certainly not getting any better. The overall average price of 
used cars dropped $23 last week to a level of $927. 

The decline was pretty well spread around in postwar models. The 
price of '50s and ‘48s dropped $20, while '49s went down $24, and 
47s fell $21. Only °46s, which slipped $10, got far away from the 
average loss. Prewars were a little softer, with '42s off $5 and ‘41s 


down just $1. 


The number of cars offered for sale and the number sold was 
just about even with the preceding week. There was a slight im- 
provement in the percentage of sales at II auctions. 

Out of 1,639 units offered, 859, or slightly more than 52 percent, 
were sold. In the previous week at the same If auctions, sales to- 
taled 834, or somewhat less than 51 percent, of the 1,644 units offered. 

Prices marked with an * indicate a unit equipped with 
automatic transmission or overdrive. 








’ I (62) club coupe, $2,710" iS conv. 
LEBANON, N. J. | $2-400*. 7 cony., | 
(Lebanon Auto Auction, Sale every na ‘sO conv., $1,835; half-ton 
Wednesday. Prices are for sale of Oct, 18.) pickup, $1,360; FI, Deluxe 2-dr., $1,490 
(Retail is better at the new, lower ‘49 half-ton panel, $1.200; SL Deluxe 
prices. Dealers feel all the bad news t-dr., $1,300. "47 FM 2-dr., $1,110, $995; 
is out. Sold 52 units out of 79 offerings.) SM club coupe, $875 ‘46 FM 4-dr.. 
BUICK—'50 Super Riviera, §$2,300*; Spe- a cae 12 2-dr., $550, $595, 41 
sedan, $1,850*. ‘49 RM sedan, §$1,- |,, eo | ae : : 
as Super conv., $1,210. ‘46 Super CHRYSLER “48 NY 4-dr., $1,300; club 
: , ia aay. coupe, $1,300. ‘41 business coupe, $330. 
CADILLAC 11. (82) ‘sedan, $6S5* DODGE——"19 Coronet 4-dr., $1,515. "41 
CHEVROLET ’50 Bel-Air, $2,000", $1,830; Fr 2-dr., , $305; t-dr., $450, $240 ie ; 
FL Deluxe sedan, $1,530. °49 SL De. |"ORD—'50 (8) conv., $1,875. ‘49 Cus- 
lux sedan “$1,280; SL Special sedan, tom (8) 4-dr., $1,375; club coupe, $1,365; 
$1,160, $1,135. °48 FL aerosedan, $1,080; | 2-4F., $1,200; Custom (6) 4-dr.. $1,295, 
Fa club coupe, $1,020, $1,000, 42 FI.| $1:265. (48 club coupe. $X55. "47 2-dr., 
aerosedan, $505; SD sedan, $350, ‘41 — "Saas. ten ee 41 (8) 
—— $450, $295. 39 SD sedan, HUDSON ‘46 2-dr.. $5 
. TT 6 LINCOLN—'49 conv., $1,650. 

a eee gues sedan, $455°. “40 | weRCURY—'50 2-dr., $2,150. ‘49 conv.. 
mousine, $385. ¢ cam : ~ : 
DODGE—'49 Meadowbrook | sedan, $1 300, on a yg ere 
"46 Custom sedan, $760. 40 sedan. $340. | OLDSMOBILE—'50 (SS) conv., $2,500°. *42 | 
77 games (5) totem.” $1,060, $1040, sone t-dr., $595. ‘41 club coupe, $300, | 

$1,020, $1,000. ‘46 SD club coupe. $730: | p ACKARD ‘SO 2-dr.. $1,650 
sedan, $675. aL SD conv., $420; SD PLYMOUTH —'50 club coupe, $1,485. ‘47 
BUDSON ar duper (6) sedan, $605 os coupe, =. $725 ‘42 2-dr., 
S 7” 7 ae F BRE “41 4-dr., $250 
KAISER 48 sedan, $740. dan, $1.050°, | PONTIAC—'46 2-dr., $755. "40 2-dr., $155. 
a 4 (75) sedan, oe |STUDEBAKER--'50 Champion RD 4-dr., 
325° > ® . , © 
PLYMOUTH '50 Deluxe business coupe co” $1,600 41 club coupe, $285, 
$1,230. °49 SD club coupe, $1,280. "41 : 
SD sedan, $295. 4 "7 . r 
PONTIAC—'50 SL (6) sedan, $1,590, '49 DANVILLE, VA. 
ee 1 alg a (Danville Auto Auction, Sale every 
(6) sedan, $480. ‘40 sedan, $255, $225. | Wednesday. Prices are for sales of Oct. 
- } 11-18.) 
. 
DENVER BUICK—"50 Special 4-dr., $1,790*, $1,800°, 
(Denver Auto Auction, Inc. Sale every 48 RM 4-dr., $1,980; Super 2-dr., $1,160. 
Tuesday at Littleton, Colo. Prices are for — f-dr., $1,200. 41 RM 4-ar.. 
; ow. 
ee continned down. Dealers re- ee ae 50 SL Deluxe 4-dr., $1,- | 
910*, $1,550; 2-dr., $1,310. ‘49 SL De- 
: ction.) ’ dr., : 
surce'oe gh mony $2,055*. ‘49 RM luxe 4-dr.. $1,300; FIL Deluxe 2-dr., 
sedan, $1.300*. '47 Special sedan, $785, | $1,260; 4-dr., $1,225. "48 FL 2-dr., $1,- | 
$795 "*46 Super sedan, $640. ‘41 Special 090, $935. 47 FM 4-dr., 75; 2-dr., 
sedan, $230, $235 $850, $760, $675; conv., $815; FL 2-dr., 
CADILLAC—'50 (62) sedan, $3.850*, $3,- $935; SM 2-dr., $940. '41 MD club coupe, | 
“As5* 49 (62) sedan, $2.525°, $2.540°.| 2 at $410; 2-dr., $465. '39 MD 4-dr.. 
‘47 (61) sedan $1,090*. ‘42 (63) sedan, $520; half-ton pickup, $270. ‘38 SD/| 
$360 7 ‘ 2-dr., $125, $100; MD 2-dr., $275. '37 
CHEVROLET—'50 FL Deluxe sedan, $1,-} 2>dr., $220. °36 2-dr., $175; 4-dr., $135 
630; %-ton pickup, $1.430: half-ton pick- es 4-dr., $S5. 
"$1,065, $1,270, $1,355. ‘49 SL De- DeSOTO—'48 Custom 4-dr., $1,240, 
HP e ncdan, $1,325. $1,100. “47 FM se-|DODGE—'50 half-ton pickup, $x20. °38 
dan. $770. $790. ‘46 SM. sedan, $605. || 2-dr., $130; 4-dr., $335. < 
$650, $695. $705. ‘41 sedan, $255, $340, |FORD—"50 CD (8) 4-dr., $1,730; 2-dr., 
$350. '39' sedan, $170. $1,605; conv., $1,700, '$1,890; ' Deluxe | 
CHRYSI ER *50 Windsor sedan, $2,030; (6) 2-dr., $1,440, $1,480. ‘49 Custom 
Royal. sedan, $1,725. ‘48 NY_ sedan 4-dr,, $1,090, $1,010; club coupe, $1,270. 
$1.255; Royal sedan, $965. ‘47 Windsor 48 SD (8) 4-dr., $960. '47 Deluxe (6) | 
ae 818 ’ 2-dr., $700; Deluxe (8) 2-dr., $750, $690; 
DODGE. 49 Coronet sedan, $1,310, $1,-| 4-dr., $670. ‘42 Deluxe (S) club coupe, 
400° 2 47 sedan. $695. $410. 41 Deluxe (S) 2-dr., $420, $325, 
FORD_’°50 CD (8) sedan, $1,575", $1,590* $490, "40 (8) 2-dr., $385; 4-dr., $375, 
$1,595; “%-ton pickup $1,390; CD (6) $270, '39 (8) 2-dr., $570; (S85) 4-dr., 
sedan, $1,300. ‘49 Custom (8) sedan, $160. "37 (NX) d-dr., $155, 
$955 "$1 100. '46 (S) sedan, $530, $605. Ht DSON = 49 (6) club coupe, $1,050; 2- 
40 sedan, $325, $330. ; ofr $1,020. da 
FRAZER —'48 Manhattan sedan, $550°*. | AISER ney -dr.., $600, Bae 
HUDSON °46 (6) sedan, $460, $500, $515*, | MERCURY——“49 0 2-dr., $1,260", $1,410°; 
‘41 (6) sedan, $100 i-dr., $1,200*, $1,490*; taxi, $1,310. °'46 
ic 549 sed $1,300, ‘41 sedan, 2-dr., $790. 
oo 49 sedan, $1 8 uti is."06 cans Acts. Geen “es 
*RCURY—'50 sede 31,660. ‘47 conv., (98) 4-dr., $1,100, $1,250. ‘41 (6) club 
~~ Try s715." ai : coupe, $350. ‘39 (6) 4d-dr., $135. 
NASH—'46 (600) sedan, $400. PACKARD—'49 (8) 2-dr., $i,110. 
OLDSMOBILE"47 (66) sedan, $x90*, ‘46 | PLYMOUTH—'49 Deluxe 4-dr., $1,200; SD 
Ta aaden onas* | 4-dr., $1,305, $1,275, $1,280. "48 Deluxe 
PACKARD "50 sedan, $1,510*. i-dr.. $600. 46 Deluxe 4-dr., $400. ‘41 
PLYMOUTH—'49 Deluxe sedan, $975. $1.- oD club coupe. $470; t-dr., $200. _ 
230. °47 Deluxe sedan, $585. ‘46 Deluxe | PONTIAC—'48 (8) 2-dr., $1,250%. ‘47 (8) 
sedan $545. °40 sedan, $225. 4-dr., $S00. 46 (S) 4-dr., $810, $785; 
INTIAC'50 (8) Catalina. $2,350*: SL|_ (6) 2-dr., $790. 
ONey Gaten "$1,545. '49 Chieftain (8) se- | STUDEBAKER—'50 Champion 2-dr., §$1,- 
dan, $1,570*: SL (6) sedan, $1,325. ‘48| 380; conv., $1,460. 
(8) sedan, $1,225*. ‘47 (8) sedan, $775, | : ; 
‘CDE half kup, $540. | HOUSTON 
‘TUDE c "47 half-ton pickup, $540. 
wit Ere 16 Jeep, $465. , ; | (Gulf Auction Co. Sale every Tuesday. 


DETROIT 


(Apteo Auto Auction. Sale every Wednes- 
dey. Prices are for sale of Oct. 18.) 
(Prices took another nosedive. Sold 37 


units out of 82 offerings.) ios 








| 
| 
| 
| 
| 


BUICK—’49 Super 4-dr., 2 at $1,370. 
Special 2-dr., $850. 

CADILLAC—'41 7-pass. 4-dr., $470. 

CHEVROLET—"50 SL Deluxe 4-dr., $1,- 
680*, $1,695*; club coupe, $1,625. ‘49) 
SL Special 2-dr., $1,035; 4-dr., $1,150; 
SL Deluxe club coupe, $1,250, $1,225, 
$1,200. ‘47 FM club coupe, $755 "40 
4-dr., $215. Re 

CHRYSLER '47 Windsor 4-dr., $910, $S75 
'46 Windsor 4-dr., $720 f 

DeSOTO—'48 Custom 4-dr., $1,055 

DODGE—'47 4-dr $770, $675 

FORD—'49 Standard (6) 4-dr $1,105; 
2-dr., $1,025, $960 "48 SD (8) 4-dr., 
$810: Deluxe (8) 2-dr., $705 “47 SD 
(8) 2-dr., $750, $715 

KAISER —'49 4-dr., $910. ‘4S 4-dr., $700. 

OLDSMOBIL 49 (98) 4-dr., $1,425 4S 
(78) 4-dr., $960. ‘47 (76) 4-dr., $780 

PACKARD. ‘48 4-dr., $925 

PONTIAC— "419 SD club coupe, $1,445 is 
SD club coupe, $1,000 17 SD 4-dr 
$805. ‘46 4-dr., $715. 


OAKLAND, CALIF. 


(A. L. Pollock Auto Dealers Wholesale 
Auction Sale every Wednesday Prices 
are for sale of Oct. 18.) 

(More buyers at lower prices. Market 


down on ‘49s and ’50s, but strong on all 


other models.) : 

BUICK—'50 RM  2-dr $2,400*; Super 
2-dr., $2,150° '46 RM 4-dr., $1,020. ‘41 
4-dr., $240 

CADILLAC "50 (62) 4-dr $4,010°*. "49 














Prices are for sale of Oct. 17.) 

(Sold 49 units out of 109 offerings.) 
BUICK ‘47 RM 2-dr., $800. 
CADILLAC.'50 (62) conv., $4,500* 
CHEVROLET. °50 FL Deluxe 2-dr., 2 at 

$1,700; SIL Deluxe 4-dr,, $1,775, $1,755. 

‘49 SL Deluxe 4-dr., $1,300. ‘4S sedan, 

$800. ‘47 4-dr.. $600. ‘46 4-dr., $525. 

‘40 business coupe, $265. 
DODGE—'50 Wayfarer 2-dr., $1,625; 

net 4-dr., $1,800. ‘49 Wayfarer 

$1,050. ‘41 4-dr., $150. 
FORD —'50 CD (8) club 

2-dr., $1,710; Deluxe (8) 

$1,500, $1,515; half-ton 

$1,235 "49 Standard (8) 2-dr., $1,005, 
$1,080; Custom (SS) 2-dr., $1,140, 2 at 

$1,110, $1,005 “47 SD 4-dr., $700 "39 

2-dr., $225 
MERCURY 
j "49 
MOUTH 


Coro- 
2-dr., 


coupe, 
4-dr., 


$1,605; 
$1,455, 
pickup, $1,230, 














‘49 4-dr., 

(600) 4-dr., 
‘50 Deluxe 2-dr 
SD 4-dr., $750, 2 at $725 

PONTIAC 49 2-dr., $1,425 

MISCELLANEOUS —'50 GMC 
up, $1,295 


EBENSBURG, PA. 


Auto Auction 
Prices are 


$1,260 
$615 





$1,580 4s 


,-ton pick- 


Co 
for 


sale 
sale 


(Ebensburg 
ery Thursday 
Oct. 19.) 

(Prices 
changes, 
tion W. 


ev- 
of 


down slightly due to model 

seasonal slump and RKegula- 

Retail is off. Sold 69 units out 

of 119 offerings.) 

BUICK -'50 Special 4-dr., 
Super 4-dr., $1,500; sedanet, 
19 Special 4-dr., $295 

CHEVROLET. -'50 SL Deluxe 4-dr., $1,650, 
$1,640; 2-dr., $1,600, $1,585, $1,505. '49 
SL Deluxe 2-dr., $1,385, $1,295.. "48 FM 
2-dr., $1,110, $1,090; 4-dr., $1,120, §$1,- 
105; SM 4-dr., $1,075 '47 FM 2-dr., 


$1,685* 49 
2 at $1,580, 


terms. Sold 148 units out of 272 offer- 
ings.) 

BUICK ‘50 Special 4-dr., $1.540*, $1,885; 
Super 4-dr.. $1,975*. ‘46 Super 2-dr.. 
$555 

CADILLAC —'48 (62) sedanet, $2.010*, 

CHEVROLET ‘50 FL Deluxe 2-dr., $1,530, 
$1,580, $1,725; SL Special club coupe, 
$1,575 ‘49 SI. Special 2-dr., $1,080, 

} $1,180; Deluxe 2-dr., $1,310. ‘48 FL 

| aeroseda $980, $1,000. ‘47 FM club 

| coupe, $825, $855. ‘46 conv., $695. 

| CHRYSLER—'48 Windsor 4-dr., $1,100, °41 
2-dr., $115. 

| DeSOTO— "50 4-dr., $1,730. 

| DODGE—'49 Coronet 4-dr., $1,205, $1,275. 

| ‘47 club coupe, $770; 4-dr., 8745. 

| FORD—'50 CD (8) 4-dr., $1.700, $1,770; 

|} CD (6) 4-dr., $1,520; Crestliner, $1,825. 
‘49 Custom (8) 2-dr., 2 at $1,065, $1,- 
300°. ‘48 2-dr., $785. ‘47 SD (8) 4-dr., 

| $1,325*. 

| KAISER Henry J 2-dr., $1,230. ‘48 

‘42 4-dr., $160. 

MERCURY -'49 4-dr., $1,200, $1,225, §$1,- 
245, $1,325, $1,375; conv., $1,195. ‘41 
conv., $300. 

OLDSMOBILE ‘50 (88) 2-dr., $1,785, 
$1,800. ‘49 (88) club coupe, $1,475, ‘48 
(88) 4-dr., 2 at $1,160. ‘47 (78) 4-dr., 
$730. ‘46 2-dr., $600. 

| PLYMOUTH ‘50 Deluxe 4-dr., $1,650; 
business coupe, $1,315. "49 SD 4-dr., 
$1.275. ‘48 SD 4-dr., $840. 

PONTIAC — ‘50 Chieftain (S) 4-dr., $2.210*. 
"49 (S) conv., $1,425*. ‘48 4-dr., $955*. 
‘47 (6) 2-dr., $915. 

STUDEBAKER "50 Commander 2-dr., 
| $1,600; Champion 2-dr., $1,425, $1,455, 
$1,550. ‘47 Champion club coupe, $680. 

AKRON 
(H, C. Turney Auto Auction. Sale every 

Thursday. Prices are for sale of Oct. 19.) 
(Sold 49 units out of 112 offerings.) 

BUICK ‘49 Super 2-dr., $1,5: ‘47 RM 
4-dr., $910, $700. 

CHEVROLET.-'50 FL Deluxe 4-dr., $1,365. 
‘49 FL Deluxe 2-dr., $1,125, $1,255, 
$1,305; 4-dr., $1,235. ‘47 SM = 2-dr., 
$840. ‘46 SM 4-dr., $570. ‘42 SM 2-dr., | 
$350. ‘41 SD 2-dr., $400; 4-dr., $215. 

DODGE — ‘41 4-dr., $270*. 

FORD —'50 CD (6) 2-dr., $1,375, $1,: 
‘49 Custom (8) 2-dr., $1,000, $1,135, 
$1,060; Custom (6) 2-dr., $1,100. ‘46 
SD 2-dr., $725; 4-dr., $620. ‘42 SD 2-dr., 
$190, $325 

|}HUDSON ‘42 (6) 4-dr., $365. 

| KAISER-'47 4-dr., $610. 

| LINCOLN ‘47 4-dr., $715, $610. 

|MERCURY "49 club coupe, $1,300. ‘46 
4-dr., $75. 

| NASH ‘49 (600) 4-dr.. $1,100, $1,000. ‘47 
(600) 4-dr.. $620. 

OLDSMOBILE ‘49 (88) 2-dr., $1,525*, ‘42 
(66) club coupe, $325* 

PLYMOUTH "49 Deluxe 4-dr., $1,145, 
$1,140 ‘46 SD 4-dr., $680; club coupe, 
780. ‘41 Deluxe 4-dr., $160. ‘40 2-dr., 
$255. 

PONTIAC—'46 (6) 4-dr., $800. “41 (6) 
2-dr., $220; (8) sedanet, $325. 

STUDEBAKER —'49 Champion club coupe, 
$1,110. ‘48 Champion club coupe, $910. 
‘40 Champion 2-dr., $150. 

MISCELLANEOUS "49 GMC half-ton 
pickup, $650. 





$950, $910, $830; station wagon, $725 
‘46 SM 4-dr., $715; 1'.-ton stake, $410 
‘42 half-ton pickup, $315 "41 SD 2-dr., 
$475, $460; half-ton panel, $110. ‘40 SD 
2-dr., $400, $300 ‘37 4-dr., $170 

DeSOTO ‘48 Custom 4-dr., $1,200 "42 
Custom club coupe, $460 

DODGE '49 Coronet club coupe, $1,350 
46 4-dr., S800 3S 4-dr., $205 37 4- 
dr., $200 

FORD (50 CD (6) Custom 2-dr., $1,255 
"49 Custom (¢S) 2-dr.. $1,135: 4-dr., 
$1,125. ‘47 SD (8) 4-dr., $780. "46 
Deluxe (8) 4d-dr.. $850, $810. ‘40 2-dr., 
$295, $270. 

HUDSON -'46 Super (6) 4-dr., S495 

MERCURY -'49 4-dr., $1,280 

NASH ‘50 Statesman Super 2-dr., $1,315 
"49 (600) 4-dr., $1,115*; 2-dr., $1,150, 
$1,000; Ambassador 4-dr., $1,200°* "39 

| Ambassador 4-dr., §165 

OLDSMOBILE 46 (78) 4-dr.. $740; (76) 
4-dr., $880. ‘41 (76) sedanet, $405. 

PACKARD —'49 Deluxe 2-dr., $1,360" 

PLYMOUTH —'49 Deluxe 2-dr., $1,255; SD 
club coupe, $1,290. ‘46 SD 4-dr., $S10 
‘41 Deluxe 4-dr., $200. °'40 Deluxe club 
coupe, $370. 

PONTIAC —'48 (8) 4-dr.. $1,210, "41 @S) 
sedan coupe, $200 39 (6) club coupe, 

j $135. 

| STUDEBAKER —'49 dump truck, $520 

WILLYS ‘42 Jeep, $240 

AMARILLO, TEX. 
| ‘(Amarillo Auto Auction. Sale every Fri- 


Prices are for sale of Oct, 20.) 
(Prices definitely off due to new credit 


| day 





















MASON CITY, IA. 


(Lapiner's Used 
ery Wednesday. 
Oct. 18.) 

(Sold 116 units out 
CADILLAC —-'50 (62) 

600* ‘49 (62) 2-dr., 

i-dr., $1,915 
CHEVROLET 

$1,800; FL 


Sale ev- 
sale of 


Auction 
are for 


Car 
Prices 


of 187 offerings.) 


4-dr., $3,730*, §$3,- 
$2.530*. ‘48 (62) 








‘50 Bel-Air 
Deluxe 2-dr., 


$1,825, 
$1,650, $1,640; 
SL Special 2-dr., $1,495, $1,510. $1,540; 
FL Special 4-dr., $1,545, $1,560; SD 
Deluxe 4-dr., $1,620. '49 SL Special 2-dr., 
$1,075, $1,200. °'48 FM 2-dr., 
at $900. ‘47 SM 2-dr., $850, $795, $745. 
CHRYSLER-—'47 Windsor 2-dr., $985. 
DODGE—’'49 Coronet 2-dr., $1,310*, 
4-dr., $705. 
FORD—'50 (Ss) 
565, $1,600: 
), $1,280 
$1,130, 
$875. 42 
MERCURY 
$1,325. ‘47 La é 
OLDSMOBILE —-'42 2-dr., $385, $340 
PLYMOUTH —'50 SD 2-dr., $1,340, $1,395; 
4-dr., $1,515, $1,480, $1,420, $1,500. ‘49 
Deluxe 4-dr., $1,145, $1,155. ‘48 
i-dr., $800. ‘47 SD 4-dr.. $680 
PONTIAC—'48 (8) 2-dr., $1,250 
STUDEBAKER ‘47 Champion 
$1,.015*. 


CONCORD, MASS. 


(Concord Auto Auction, Ine 
Monday and Friday. Prices 
of Oct. 13-16.) 

(Sold 139 units out of 244 offerings.) 
BUICK—'50 RM sedan, $2,500*: Spec 
sedan, $1,650*. '49 Super sedan, $1,5 
station wagon, $1,600 
wagon, $1,335 ‘47 RM sedan, $925 
‘42 Special conv., $315 ‘41 Special 
danet, $520; sedan, $275. 40 
sedan, $235. ‘39 Century club 
$120. ‘37 Special sedan, $190 
CADILLAC -—'49 (61) sedanet, $3,000*. 
(62) sedan, $350. 
CHEVROLET SO 


2-dr., 





"46 


2-dr., 
cony., 
"49 
$1,110 
Deluxe 2-dr., 
"49 2-dr., 
a-dr., § 


$1,525, $1,540, ; 
$1,.675*; (6) dr, 
(8) 2-dr., $1,140, 
‘4S Deluxe 2-dr., 
$375, $315 

$1,390*, $1,340, 














2-dr., 


Sales every 
are for 








al 


Special 
coupe, 


"40 


Bel-Air, $1,975*; 


$1,120, 2/ 


SD | 


| 
| 
sales | 


| 
‘48 Super mation | ' 


se- | 





Average Used-Car Prices 


(Compiled by Automotive News/ 


































































Oct. 1950 Sept Aug 
Mode! (to date) 1950 1950 
1950 $1,809 $1,938 $2,098 
1949 1,361 1,443 1,554 
19438 1,048 1,094 1,205 
1947 849 912 988 
1946 W57 797 448 
1942 364 382 353 
1941 359 362 396 
Overall 
Average $ 927 $ 990 $1,063 
(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News./ 
Special $1.615; business coupe, ‘47 RM conyv., S875. ‘42 Special 4-dr 
$1,475 Special sedan, $1,255, $275. 
$1,250, $1,225, $1,000, $1,085, 230; CHEVROLET—'50 half-ton pickup, $950 
SL Deluxe sedan, $1,200, $1,350; . Spe- $1,275; FL Deluxe 2-dr., $1.900*, $1,450 
cial club coupe, $1,260. ‘48 FM conv., Sl. Deluxe 4-dr., $1,730; Bel-Air, $1,Ss80 
$1,000; FI, aerosedan, $1,170, $1,125. ‘49 FIL Deluxe 2-dr., $1,275, $1,300 
‘47 FM station wagon, $900; sedan, $950, $1,330; SI. Deluxe 4-dr., $1.350, $1,255 
$790; FI. sedan, $850. ‘46 SM_ sedan, half-ton pickup, $870. ‘48 SM 2-dr 
$650. ‘42 FL sedan, $550. ‘41 SD club $1,000; FI. aerosedan, $1,090. ‘47 SM 
coupe, $575, $400, $350, $535, $315; se- 2-dr., $812, $825. ‘42 FI. aerosedan 2-dr 
dan, $385: MD club coupe, 2 at $475; $350; MD club coupe. $470. ‘41 MID 
sedan, $300, $550, $335 ‘40 MID sedan, 2-dr.. $420. ‘40 SD 2-dr., $325. 39 De 
$335, $575. $35. $ . ‘40 SD sedan, luxe 2-dr., $375, $225. $425. §$ De 
$165, $250, $655 MI) sedan, $125, luxe 2-dr., $180. ‘36 «business coupe 
$310. $200, $330. 
CHRYSLER —'48 Windsor conyv., $1,110 CHRYSLER ‘49 Windsor conv., $1.670 
CROSLEY ‘48 station wagon, $185. $1,375. 42 Windsor conv., $300, ‘41 
DeSOTO—'47 7-pass. sedan, $865; Custom Royal 4-dr.. $230. 
conv., $1,050, $1,080. DODGE ‘50 Wayfarer roadster 4-dr., 
| DODGE-—-'49 Coronet sedan, $1,450*; club $1,200; Coronet 4-dr., $1,890. ‘49 Cus- 
coupe, $1,460. ‘47 Custom club coupe, tom club coupe, $1,500. "4S half-ton 
$1,000; Deluxe sedan, $660. ‘46 Custom pickup, $700. 
| sedan, $725. ‘41 sedan, $370. FORD —'50 Deluxe 2-dr., $1,475; business 
FORD—~50 CD (8) sedan, $1,495; CD (6) coupe, $1,440; Crestliner, $2.030, $1,950: 
sedan, $1,450. "49 Custom (8) sedan, CD 2-dr., 2 at $1,500, $1,520, 2 at 
$1,190, $1,205; Deluxe (S) sedan, $1,060. $1,550. ‘49 Standard (8) 2-dr., $1,025. 
‘48 SD (8) sedan, $985. ‘46 SD (S) club! $1,000; Custom (8) 4-dr., $1,085, $1.110, 
coupe, $745, $825; sedan, $635, $650. ‘41 $1,200. ‘48 SD club coupe, $1,030, $875, 
(6) sedan, $210, $225; (8) sedan, $335. $885, $1,000; half-ton pickup truck, $500; 
‘40 sedan, $240, $435; business coupe, Deluxe 2-dr., $900. ‘47 SD 4-dr., $825, 
$325. "39 sedan, $400, $120; station $590, $810. ‘46 SD club coupe, $825. 
wagon, $225. $600, $770, $700. ‘42 SD 2-dr., $425. 
FRAZER—'48 sedan, $810. ‘41 SD 4-dr., 2 at $375. $400. ‘40 De- 
LINCOLN ‘46 sedan, $605. ‘40 Zephyr luxe 2-dr., $250. ‘39 Deluxe coupe, $430, 
conv., $270. $180, $400, $270, $275, $365. 
MERCURY —'47 conv., $850. HUDSON—'49 Super (6) 2-dr., $1,000. 
NASH—'42 (600) club coupe, $310. LINCOLN—'49 Cosmovolitan 4-dr., $1,375, 
OLDSMOBILE—'48 (66) sedan, $1.150. ‘47 $1.300. ‘47 4-dr., $575. 
(98) sedan, $850. ‘41 (66) sedan, $475. MERCURY—'50 sport sedan, $1.750; club 
"40 sedan, $325, coupe, $1,625 "49 4-dr., $1,375; club 
PACKARD-~-'42 (8S) sedan, $250. couve, $1,295. ‘40 2-dr., $530. 
| PLYMOUTH—'49 SD club coupe, $1,280.| NASH—'51 Rambler conv., $1,625, "46 
'47 SD sedan, $825, $1,000, $S75; club Ambassador 4-dr., $535. 
coupe, $925. ‘46 SD sedan, $485. ‘41 OLDSMOBILE—’'50 (SS) 4-dr., $2.050*, ‘49 
SD sedan, $365. ‘40 sedan, $325. ‘39 (98) sedanet, $1,600, $1,775*, $1,480. 
sedan, $335, $130. PLYMOUTH — ‘50 station wagon, $1,500. 
PONTIAC—'46 Torpedo (6) sedan, $825; ‘49 SD club coupe, $1,275; Deluxe Sub- 
sedanet, $725; Streamliner (8) sedan, urban, $1,450. ‘48 SD 4-dr., $950. ‘47 
$850. °41 (6) sedanet, $440; club coupe, SD 4-dr., $800. ‘42 Deluxe sedan, $365, 
| $350; (8) sedan, $650. ‘40 (6) sedan, $350. ‘40 SD business coupe. $280, $290. 
| $295. PONTIAC—'50 (8) conv., $2,200*; Cata- 
STUDEBAKER—'50 Champion sedan, §$1,- lina, $2,200*. ‘49 Chieftain (8) 4-dr., 
175; club coupe, $1.385*. ‘47 Champion; $1,625*; Deluxe 4-dr., $1,575; 2-dr., 
sedan, $725*. $1.560. ‘48 Torpedo sedanet, $1.220. 
STUDEBAKER—’'50 Champion 2-dr., $1.- 
ALBANY N Y 500, $1,750*. ‘49 Champion conv., $1,275 
: ° ” = ‘48 Champion conv., $765. 
(Tim <Anspach’s Dealers Auto Auction. s 
Sale every Monday. Prices are for sale MANHEIM, PA. 
of Oct. 16.) 
Manheim Auto Sales and Auction, Inc. 
(Prices were comparable to the Octo- a kha Minions Bie on 
ber, 1949, level on all models, except song =. Friday Prices are for sale of 
prewars and pickups. As an example: gPerar 
‘48 Chevrolet aerosedans brought $1,200 (Market is poor. Sold 57 units out of 
in October, 1949. That is the same price 153 offerings.) 
currently paid for °49 models, Other BUICK- ‘50 Super 2-dr., $2,350*; Special 
makes and models show a similar trend. 2-dr., $1.730, $1,660. °49 Super 4-dr., 
Uniess credit curbs are amended, prices $1,.500*. ‘48 RM conv., $1,300. ‘41 Super 
may drop a trille lower, but not much. 4-dr., $630. 
Sold 54 units out of 86 offerings.) CADILLAC—'50 (61) 4-dr., $3530", ‘49 
BUICK "49 RM 2-dr., $1,590*%; Super (62) 4-dr.. $2,500*. ‘42 (62) 4-dr., $765. 
cony., $1,590. ‘4S Super conv., $1,300; ‘41 61) 4-dr., $S00*. 
4-dr., $1,160 CHEVROLET (50 SI Deluxe Bel-Air, $1,- 
y LAC —'5 51) x $3.400*. ° 955*;  4-dr. $1,660. ‘49 SL Deluxe 
CHEVROLET —'50 SL Special 2-dr., $1,600, 18 FI. aerosedan, $1,155. ‘47 FM 2-dr., 
$1,550; 4-dr., 2 at $1,575; FL Deluxe $855. ate SM) 2-dr., $800, 41 club 
4-dr., $2,025*; SL Deluxe conv., $1,600; |. COUPE, S040). x 
i-dr., $1,750. ‘49 SL Deluxe 2-dr., $1,- | DESOTO —'39 4-dr., $310. ’ 
250; 4-dr., $1,350, $1,200. °48 FM 2-dr.. DODGE 49 Meadowbrook 4-dr., $1,490. 
$900, $1,000; S$ 2-dr.. $S70. ‘47 SM "48 Custom 4-dr., $900. ‘47 Custom 4-dr., 
2-dr., $750, $7: 4-dr., $810. $800; Deluxe 2-dr., $790. 
CHRYSLER—'50 NY 4-dr., §2.160*. '47| FORD —'50 Crestliner, $1.880; CD (8) 4- 
Windsor 4-dr., $1,000. dr., $1,650; club coupe, $1,590: Deluxe 
FORD—'50 Deluxe (8) 2-dr., $1,475; CD| (8) 2-dr., $1.580. "49 Custom (S) 4-dr., 
(8) 4-dr., $1.630; (8) half-ton pickup, | 31.100. "46 SD (8) 4-dr., $765. 
$990. '47 Deluxe (8) 4-dr., $560; SD (8) FRAZER 47 Manhattan 4-dr., $735. 
club coupe, $860. ‘41 Deluxe (8) club ST ae 50 Commodore (8) 4-dr., 
cone. $380. 40 (8) half-ton pickup, KAISER—'50 4-dr.. $1,225. 
MERCURY—'49 conv... $1,210. LINCOLN—'50 Cosmopolitan 4-dr., $2,300. 
NASH—'49 (600) 4-dr., $1,120. ‘38 4-dr., "49 club coupe, $1,160. ‘47 4-dr., $810. 
$140. MERCURY 50 2-dr., $2,025. ‘49 conv., 
OLDSMOBILE—'40 (70) club coupe, $160. as f-dr., $1,395; station wagon, 
PACKARD—'46 Clipper 4-dr., $460. | $1,250. . : 
PLYMOUTH—'50 Deluxe 2-dr., $1,480; Sp | NASH — "49 (600) Custom 4-dr..$1.240 
4-dr., $1,710. ‘48 SD 4-dr., $960. '46| ‘48 Ambassador 4-dr., $700. °46 (600) 
Deluxe 4-dr.. $710 4-dr.. $630. es ; oa 
PONTIAC—'48 (8) conv., $1,060 —— m— conv., $1,200*, '47 
| STUDEBAKER —'50 half-ton pickup, $90. (tS) SCaanet, F9s0. - 
‘48 Land Cruiser 4-dr, $960. BN stu- | PACKARD "49 4-dr., $1,065. Slat 
debaker Commander 4-dr., $140. PLYMOUTH —'49 SD club coupe, $1,250, 
WILLYS—'46 Jeep, $430. | $1,180. ‘48 SD club coupe, $910. 47 
’ SD 4-dr., $930. ‘40 4-dr., $415. 
r . ’ PONTIAC—-49 Chieftain (S) 4-dr., $1,615*; 
VALDOSTA, GA. SL (8) 4-dr., $1,410; (6) club coupe, 
(Tom Hewitt Auto Auction. Sale every ——- 47 8) 4-dr., $970. °46 (S) A-dr., 
, ay > "@a ¢ 7 SE . q Siv. 
Friday. Prices are for sale of Oct. 13:) | ReeRARER—'47 Champion 4-dr.. $600. 
(Sold 152 units out of 272 offerings.) WILLYS— ‘50 (4) station wagon, $1,270: 
BUICK—'50 Special 2-dr., $1,600, $1,700. (6) station wagon, $1,120. ‘48 (4) sta- 


"48 Super 2-dr., $1,000; RM 2-dr., $1,300, 


Rolling Ads for Food Firm— 


tion wagon, $810. 





| Using a fleet of five Chevrolet sedan deliverys as advertising media is the planned pro- 
| gram of A. Earle Clarke & Son, food brokers of Miami, Fla. Different products in the 


SI. | Clarke line are advertised on the side of each car. 
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FOR MAXIMUM SELLING POWER IN THE BIG Ricsty' Maki, 
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7? the 
Dlcago 


Tnbune 


New Savings in Color Plates 


You can use your present magazine or direct 
mail color engravings for Chicago Tribune news- 
print color. Enlargements from magazine and 
direct mail originals cut plate cost and produc- 


tion time as much as 50%. Ask to see specimens, 


Big markets generate big competition—a 
condition that calls for promotion at its 
powerful best. In the big Chicago market, 
you give your promotion the power you 
need when you use full pages in Chicago 
Tribune newsprint color. 

Newsprint color gets attention faster and 
holds it longer. In full pages you can give 
effective display to your entire line, or make 
a dramatic presentation of a single model. 

To stimulate buying action at the local 
level, Chicago Tribune newsprint color pages 
have no equal in the Chicago market. They 
make the most effective approach to the 
people who buy the bulk of the new cars 
sold in Chicago and suburbs. 

In addition, newsprint color pages in the 


Chicago Tribune give new power to your 


Chicago Tribune Representatives: 





selling efforts in hundreds of midwest cities 
and towns where the Chicago Tribune has 
long been a recognized builder of sales and 
dealer enthusiasm. 

For full information on how newsprint 
color can help you build the consumer 
franchise you want in the important Chi- 
cago market, consult your Chicago Tribune 


representative. 


Percentage of expenditures placed 
in each Chicago newspaper by 
automotive advertisers. 

Ist 6 months, 1950 





ie Shab il REP h sce ae 





45.5% 24.5% 
CHICAGO PAPER 
TRIBUNE B 


A. W. Dreier, 1333 Tribune Tower, Chicago 11 
E. P. Struhsacker, 220 E. 42nd St., New York City 17 
W. E. Bates, Penobscot Bldg., Detroit 26 


Fitzpatrick & Chamberlin, 155 Montgomery St., San Francisco 4 
also, 1127 Wilshire Blvd., Los Angeles 17 


MEMBER: FIRST 3 MARKETS GROUP AND 
METROPOLITAN SUNDAY NEWSPAPERS, INC, 
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_A Graphic 
Ten Year 





DAILY SUNDAY 





Los Angeles, Los Angeles Times 
Orange Counties: circulation: 

1940 population, 1940—Daily, 227,302; 
916,403. Sunday, 395,955 
1950 population, 1950—Daily, 394,134; 
‘ 4,330,962. Sunday, 794,163 

ource: 


Source: A. B. C. 
Publishers’ Statements, 
March 31, 1940 
and 1950 


U. S. Census 1940; 
U. S. Census (Prelim.) 
1950 
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GAIN 


162.17% 





GAIN 
117.13% 





DAILY SUNDAY 


Los Angeles Times 
Total Advertising: 
1940 (1st Seven Months) 
Daily, 6,979,946; 
Sunday, 2,620,847 
1950 (1st Seven Months) 
Daily, 15,155,755; 
Sunday, 6,870,998 


Source: Media Records 


The mass migration to the West during the last ten years 


has been one of the greatest population shifts in history. 


In this period, almost 112 million people have been added 


to the Los Angeles market—now America’s third largest 


market. The Los Angeles Times has more than kept pace. 


In circulation and advertising gains over 1940, The Times 


has outstripped every other Los Angeles newspaper and, 


percentage-wise, has exceeded the phenomenal growth of 


the Los Angeles market itself. The Times has the largest 


daily and home-delivered circulation in the West and leads 


its field in every major classification of advertising. 


'let, 181; Diveo, 5; Dodge, 68; Ford, 
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Columbus Sales Drop 


By Bert Strang 
Staff Correspondent 
All of the well-known roadblocks 
|to volume new-car sales — credit 
curbs, the season and new models— 
have contributed to a slackening of 
demand in Franklin county (Co- 
lumbus), O. 
In the first 15 days of October, 
new-car sales in the county 
| amounted to only 998 units, while 
| new-truck sales totaled 99 units. 
| Both figures are well below the 
| summer average. 
| The 998 new cars sold in the first 
|15 days of October represented the 
| lowest first-half of the month figure 
since May, when sales amounted to 
|/991 new automobiles. The figure 
|was higher, however, than the 875 
new cars sold in the first 15 days 
of October, 1949. 


last year’s level. The 99 sold in the 
first half of October fell four units 
short of the 103 sold in the first 
half of October, 1949. The total was 
the lowest since April, when sales 
|for the first half of the month 
reached 90 units. 

New-car sales by makes in the 
first 15 days of October were: 
Buick, 72; Cadillac, 23; Chevrolet, 
186; Chrysler, 26; Crosley, 1; De- 
Soto, 32; Dodge, 56; Ford, 202; 
Henry J, 12; Hudson, 6; Kaiser, 
18; Lincoln, 1; MG, 2; Mercury, 
29; Nash, 15; Oldsmobile, 
Packard, 16; Plymouth, 157; Pon- 
tiac, 69; Studebaker, 22; Willys, 
| 4, and miscellaneous, 4. 

New-truck sales for the same 
period were: Chevrolet, 38; Dodge, 
|15; Federal, 1; Ford, 29; GMC, 10; 
|Mack, 1; Studebaker, 1; White, 1, 
and Willys, 3. 

* 


* 


Dallas 


Despite credit controls, or per- 
haps to beat them, new-car sales 





New-truck sales dropped below | 


45; | 


Were purchased as against 
| September, 1949. 


| The first nine months of this 

year resulted in sales of 14,740 
new cars by Denver dealers. Dur- 
| ing the same period of last year, 
9,970 new cars were sold. Also 
2,123 new trucks were sold in the 
same period this year, compared 
to 1,444 during the first nine 
months of 1949. 

September new-car sales by make 
were: Chevrolet, 346; Ford, 180; 
Plymouth, 171; Buick, 156; Dodge, 
98; Mercury, 87; Oldsmobile, 74; 
Nash, 70; Pontiac, 57; Chrysler, 45; 
Studebaker, 40; DeSoto, 24; Cadil- 
lac, 24; Kaiser, 19; Hudson, 12; 
Packard, 9; Lincoln, 6; Crosley, 5; 
Willys, 7, and Frazer, 1.—(Ira R. 
Alexander). 

* 7 * 


Ottawa 

Ottawa dealers report that only 
a small number of prospective car 
and truck buyers are rushing to 
complete transactions before the 
Canadian government’s’ expected 
regulations on credit come _ into 
effect. Many dealers have been ad- 
vertising easier than usual credit 
|terms in order to stimulate busi- 
| ness on this basis. 

“Apparently it’s due to people 
having so much money for new 
vehicles that they’re not fright- 
ened by any credit control rules,” 
said one dealer, adding that he 
has noticed only a small number 
trying to complete deals before 
the new credit rules come into 
force, 

Other dealers confided somewhat 
similar experiences. Some dealers 
even expressed disappointment 
about the results of their ads urg- 
ing anyone who wants to buy a 
car or truck to rush completion of 
the deal. Few took advantage of 





in Dallas county during Septem- 
ber soared to 3,857 units. New- 
'truck and commercial-vehicle sales 
|were strong as 581 were titled. 

| Both figures topped the previous 
|}month’s totals. New-car sales in 
|August totaled 3,328, while new- 
truck and commercial-vehicle regis- 
|trations amounted to 565 units. 

New-car sales in September by 
makes were: Austin, 4; Buick, 
402; Cadillac, 85; Chevrolet, 845; 
Chrysler, 54; Crosley, 5; DeSoto, 


| $7; Dodge, 451; Ford, 722; Hud- 


son, 33; Kaiser, 109; Lincoln, 16; 
Mercury, 202; MG, 2; Nash, 64; 
Oldsmobile, 170; Packard, U1; 
Plymouth, 182; Studebaker, 133; 
Willys, 18, and miscellaneous, 6. 

New-truck and commercial-vehi- 
cle sales were: Autocar, 4; Chevro- 





|174; FWD, 1; GMC, 48; Interna- 


White, 13, and Willys, 9. — (R. 
| Fenoglio.) 
+ + + 
Baltimore 


| September, against 3,511 in August. 


(1,045 new trucks sold. 


tional, 47; Mack, 8; Studebaker, 23; 


September new-car sales in Bal- 
timore dropped about 20 percent 
below those of August. There were 
2,813 new cars sold in the city in 


An almost similar decline oc- 
curred in the rest of Maryland. 
Sales in the state, exclusive of Bal- 
timore, amounted to 5,161 new 
cars and 702 new trucks. In Aug- 
ust, there were 6,169 new cars and 


New-truck sales in Baltimore 
during September amounted to 
308 units, compared with 481 in 
August, 

New-car sales by makes in Bal- 
timore during September were: 
Austin, 1; Buick, 174; Cadillac, 52; 
Chevrolet, 679; Chrysler, 83; Cros- 
ley, 1; DeSoto, 32; Dodge, 179; Ford, 
560; Frazer, 1; Hudson, 31; Kaiser, 
41; Lincoln, 13; Mercury, 101; Nash, 
23; Oldsmobile, 152; Plymouth, 404; 
Packard, 13; Pontiac, 172, and Stu- 
debaker, 101. 

New-truck sales were: Autocar, 





this offer, dealers said.—(M. L. 
Schwartz). 


* * * 


New Orleans 

With the dealers receiving a 
smaller allotment of cars than ex- 
pected and a few on the tail-end 
awaiting a model change, new-car 
sales in Orleans parish (New Or- 
leans) during September took a 
477-unit drop from the previous 
month as 1,570 were titled through 
authorized dealerships and 45| 
through unfranchised outlets for a| 
total of 1,615. August registrations | 


168 in;were 2,092. The total for the first 


jnine months of the year reached 
|15,395 as compared with 8,989 for 
the like period of last year. 


New-truck registrations in Sep- 
tember were 211 as against 258 in 
August. A scarcity of merchandise 
was the reason for the low sales 
in this end of the business, dealers 
| reported. 


September new-car sales by 
makes through authorized deal- 
ers were: Ford, 303; Chevrolet, 
281; Plymouth, 201; Dodge, 124; 
Buick, 104; Studebaker, 102; Mer- 
cury, 92; Oldsmobile, 74; Pontiac, 
69; DeSoto, 65; Cadillac, 39; 
Chrysler, 37; Kaiser, 29; Packard, 
12; Nash, 12; Willys, 8; Renault, 
6; Crosley, 5; Hudson, 4; Lincoln, 
2, and Frazer, 1. 

New-car sales by makes through 
unauthorized outlets were: Plym- 
outh, 11; Chevrolet, 8; Oldsmobile, 
6; Willys, 4; Pontiac, 3; DeSoto, 3: 
Hudson, 3; Cadillac, 2; Buick, 2 
Dodge, 1; Chrysler, 1, and Kaiser, 1 

New-truck sales by makes were 
Ford, 65; Chevrolet, 51; Interna- 
tional, 33; Studebaker, 15; GMC, 





17; Dodge, 14; Willys, 7; White, 5; 
Mack, 2; Reo, 1, and Diamond T, 1 
—(Gordon Hebert). 


* * a 
Akron 

Sales of new cars and trucks 
were off 18 percent in September 
in Summit county (Akron) and 
dealers look for a further reduc- 
tion in October because of tight- 
ened credit regulations. 

Dealers attributed the drop to a 
combination of factors headed by 
the imposition of Regulation W, 
plus the desire of many autoists 
to wait for '51 models. Another 
reason, they said, was the general 
slowing up of demand after sales 
soared to a postwar high in Aug- 
ust. 

September new-car sales hit 
1,893, compared with 2,288 in 
August and 1,470 in September, 
1949. New-truck sales fell 20 per- 
cent to 228 in September as 
against 285 in August. 

In the used-car field, the reduc- 
tion was greater because the Aug- 
ust figure of 2,904, an alltime high. 
was due partially at least to the 
rush to beat the expected credit 
segulation. September used-car 
Sales fell to 2,194, a drop of 25 
percent.—(Joe Kuebler). 
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|3; Chevrolet, 134; Dodge, 32; Fed- 
leral, 3; Ford, 76; GMC, 9; Inter- 
|national, 24; Mack, 4; Reo, 2; Stu- 
|debaker, 1; White, 11, and Willys, 
|9.—(K. Savage.) 
> 


* * 





LOS ANGELES 


REPRESENTED BY CRESMER AND WOODWARD, 
NEW YORK, CHICAGO, DETROIT, ATLANTA AND SAN FRANCISCO 


Denver 
During September, 1,621 new cars 
were sold in the city and county 
of Denver, as compared to 1,014 
during the same month of last year. 
During the month, 238 new trucks 
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Highways & Safety eee 


Cities Step Up Action 
On Traffic Congestion 


By Tom Hewitt ,hibit left turns on all main streets 
Staff Writer }and keep slow-moving trucks to the 
APPEALS of harrassed and angry | Tight. Hoye has voiced the opinion 
‘\ city motorists are now causing |that Detroit streets have nearly 
municipalities to step up their ac- | reached the car saturation point. 
tions to seek re-| evs Fe 
lief from conges-| 4 T THE fourth annual Virginia 
tion in downtown | / 
areas. 
While most cit- 
ies from time to 
time have sought 
Le to ease this prob- 


MATIOMAL SAFETY 
COUNCIL'S 


w 


nett, of the U. S, Bureau of Public 
Roads, said improvements to pres- 
ent street systems can be made 


7 , through: 
AUTOMOTIVE lem, their efforts! 1 Off-street loading facilities for 
NEWS have not been of} trucks. 


a ol © Bee carefully planned traffic 


5 a ae 
on FS i ellbanas ace Alcea stars MNS sepaarcmaitn aa 


were constructed during the auto-| 
mobile’s infancy and _ therefore 
cannot handle today’s traffic. 

Since widening streets in most | 
downtown areas is almost an im- 
possibility, the cities have had to 
satisfy themselves by changing 
driving rules—such as stopping 
left turns and making some 
streets One-way. 


Discussions of congestion, park- 
ing and decentralization will take 
place at the parley. 

o * o 
ETROIT, Dallas and cities in 
Virginia, for example, have re- 
ceived advice on remedial work. 

The Motor City has been granted 
the uSe of D. Grant Mickle, traffic 
safety engineer of the Automotive 
Safety Foundation, to try to untie 
the knots in Detroit’s traffic. Mickle 
will make a survey and deliver | 
recommendations, 

He said Detroit, like every 
city, lacks funds for expressways 
and off-street parking projects. 
Mickle also said no city is mak- 
ing the most efficient possible use 
of the streets it has. 

Detroit’s police traffic director, 
James A. Hoye, advocates the fol- 
lowing program: Prohibit trucks in 
the loop during rush hours, pro- 





Indiana Council 
To Seek Uniform 
Traffic Code 


Revision of Indiana’s traffic laws | 
to conform with the uniform traffic | 
code advocated by the National 
Safety Council will be recommend- 
ed to the 1951 state legislature by 
the Indiana Traffic Safety Council. 

Other recommendations which the | 
council will submit to the Indiana | 
legislature were listed as _ includ- 
ing: 

1. Removal of the state bureau | 
of motor vehicles from politics by 
placing it under a_ bi-partisan 
“merit system.” 

2. Continuation for the next two| 
years of a current policy of adding | 
25 new troopers to the state police | 
force every year. 

3. A law to give the state con- 
trol over roadside vendors who ply 
their trade on state highway right- | 
of-ways and thereby constitute a/ 
traffic hazard. 

4. Transfer of the duties of the | 
state safety committee, which pri-| 
marily is safety inspection of school | 
buses, to the Indiana traffic safety | 
commission. 





s a - 
Firestone’s Trainer Named 


Vice-President of Council 


J, E. Trainer, who is production | 
vice - president of | 
the Firestone Tire 
& Rubber Co., has 
been elected in- 
dustry vice-presi- 
dent of the Na- 
tional Safety 
Council. 
Trainer had 
been on the board 
of directors of the 
council for more 
than a year and 
has been active 





4d. E. Trainer 
in safety work for many years. 
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| costing them much more than 


Highway conference, held re-| 
cently in Lexington, Joseph Bar-| 





‘section will be about Nov. 1. 


control signals and use of one-way 
streets. 


3. Better mass transit systems. 
Barnett said present traffic 
congestion in Virginia cities is 


the cost of needed improvements. 
At the same meeting, James A. 
Anderson, Virginia highway com- 


missioner, said, “We can’t have 
changeless roads in a changeable 
world.” 


In Dallas, a $100,000 traffic sur- 
vey is under way. It is designed 
to reveal needed changes in the| 


city’s street pattern. 
* * * 


Pa. Pike Section Dedicated | Leader Chevrolet Gives Car— 

The eastern extension of the Inaugurating a driver-education course at West Springfield (Mass.) 
Pennsylvania Turnpike — between 
King of Prussia and Carlisle—was 
dedicated last week by Gov. James 





the 


high school, 
dealership has presented a dual-contro! Chevrolet. Left to right are: Police Chief John B 
O'Brien; David Glass, dealership president; School Superintendent Stanley Wright; Anthony 
Bonzagni, assistant registrar of motor vehicles, and Edward W. Papyne, instructor. 


|H. Duff. The actual opening of the | — — 


Want to Buy or Sell something? Try AUTOMOTIVE NEWS WANT ADS! 





A study of this city headache 
will be made at a nationwide Busi- 
nessmen’s Conference on Urban 
Problems, Nov. 20-21 at chamber of 
commerce headquarters in Wash- 
ington. 


CARBURETORS 


Is a Prime Factor in Every 
Automobile Sale! 


Engine performance not only influences today’s customers, 
it also builds a reputation which effects future sales. Thus, 
it is doubly important to specify engine components that 
will maintain your standards of quality and service. In car- 


buretors that means Stromberg. 

Exclusive design features, and mechanical simplicity have 

made Stromberg* Carburetors famous for lasting perform- 

ance. Judge on the basis of long-range economy and you 

will agree—Stromberg Carburetors are the logical choice. 
* REG. U.S. PAT. OFF. 


ECLIPSE MACHINE DIVISION OF 


e Standard Equipment Sales: Elmira, N. Y. 
e Service Sales: South Bend, Ind. 


Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. 


AVIATION CORPORATION 
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Zohosky Marks Anniversary 
With Building Announcement 
A 4,650-square-foot service and 


Dealer Doi 
storage area addition is being joined 
to the present building of Economy; Vidalia Nash Motors, 
Chevrolet Co., Ellwood City, Pa.|Ga., has held a formal opening of 
Remodeling plans were announced | its new building there. 
on the firm’s 11th anniversary by * * * 


Sounder Sam Seheshy, who began Healy Elected President 


his career with Chevrolet as an a 
associate dealer in 1925. Of Chicago Nash Dealers 











Sales, who was retained as a direc- 
tor for the coming 12 months. Also 


Lake 
and Albert 


Bachman, 
Sales, Inc., 


Zohosky’s staff includes: Harry Nash Dealers Assn. of Cook | Packingtown Motor Sales, Inc. 
Flecher, sales manager; Stanley county (Chicago area) at the an- * * # 
Mora, service manager; Philomena! nual meeting elected J. Healy ° . 
Marinaccio, parts manager, and| president. T. O’Neil was voted in First Meeting 


as vice-president, and I. J. No- 
vicki as secretary-treasurer. 
Chosen as directors for two- 
year terms were J. Piazza, A. F. 
Eichman and W. Barrow. 


: * * 

Richardson K-F to Build si 
thi -F D . 
Richardson Kaiser-Frazer Motors, hicago K-F Dealers Assn 


Fort Worth, Tex., plans to con- | Elects Fink President ton, Oklahoma City dealer, and a 
struct a $150,000 display room in| Chicagoland Kaiser-Frazer Deal-|former state senator. The state 
the 3100 block of W. Fifth St., run-|ers, Inc., at its annual meeting |group is being organized by Sam 
ning back to W. Sixth St. It will|elected S. A. Fink, of Leclaire |p, Hale, dealer since 1917. He said 
have a circular glass showroom, as president, succeeding |there were 54 paid-up memberships 


| Motors, 
at this time. 
I 


Bertha Korab, office manager. Law- | 
rence Chiappetta and Howard Nye | 
have been with the company since | 
it was founded in 1939. 

* + * 


Oklahoma Dealers Form 


Old Timers Branch 


The Oklahoma branch of the Old 
Timers Automobile Dealers Assn. 
|held its first meeting in Ardmore 
last week. 





Avery Heads Dealers Assn. 


In Portage County, Ohio 


W. J. B. Avery, Mantua, O., has 
been elected president of the 
Portage County Automobile Deal- 
ers Assn. Vice-president is Lee 
Havre jr., of Ravenna. 

* & * 


| Macon Chevrolet Marks 


28 Years in Connellsville 
Harry G. Mason marks his 28th | 
anniversary as a Chevrolet dealer | 
in Connellsville, Pa., this month. | 
|He resigned as Connellsville city | 
|elerk in 1922 to open the dealership. | 





Vidalia, ;George Einhorn, of Diversey Motor | 


elected as directors were John Azon, | 
Elmwood Park Motor Sales; Harold | 
County Motor | 
Litterio, | 


Principal speaker was Mead Nor- | 
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a member of its postwar commit- 
tee, he has also been active in many 
civic activities. 


+ ‘ t 





| Chicago Studebaker Dealer 


| Aids Charity Sale 


A new use for automobile 
salesrooms—temporarily, that is— 
was found by Henry R. Levy, 
president of Studebaker Sales Co. 
of Chicago, when he turned his 
main showrooms over to the Ken- 
wood center of the Infant Wel- 
fare League for a rummage sale. 

Levy said he operated on the 
theory that this was an excellent 
way to make friends, and aid a 
worthy charity. 

a cb oe 


Kiwanis Elects Smith 





'Huml Becomes a Hudson Dealer— 
President Robert F. Humi (right) signs the contract for Humi Motors, Madison, Wis. C. P 
| Barker, district manager, is at the left. Hum! opened the firm Oct. 20. 


wood, Calif., announces that th: 
company has acquired a_ second 
used-car lot at the corner of Lan- 
kershim and Riverside. Manager is 
Marv Gullickson, who has_ been 
moved from Roche's other used-car 
lot at Lankershim and Moorpark. 
Del Gullickson becomes manager at 
the Moorpark location. Roche’s 
new-car showroom and headquar- 
ters are at 4437 Lankershim Blvd. 


* # 


Bauervic Bounty 


Overseas Letters Seek 
Gifts from Dealer 


Charles Bauervic, president of 
Arlington Motors (Dodge - Plym- 
outh), Detroit, has found that he 


acquired an_in- 











Shown above is “Bob Tupes of Tupes of 
Saginaw Inc., 402 Davenport Street, Saginaw, 
Michigan. His company specializes in auto 
and truck springs and welding equipment. 


a) 


+ Helper Springs 
* Build-up Kits 


Bob Tupes has installed hundreds of Trainor Build-Up 
Kits for fleet operators in Central Michigan. He knows 
that the engineering of Trainor Build-Up Kits provides 
maximum load carrying capacity with a minimum of 
increased weight. 

Knowing when to install Helper Springs and Build-Up 
Kits will help you protect your customer's truck invest- 
ment by increasing the truck load carrying capacity 
and protecting the vehicle from general abuse caused 
by excessive loads. At one time or another truck owners 
overload their vehicles—a very good reason for instal- 
ling Trainor Build-Up Kits before the truck goes into 
service, 







Know these facts about Trainor Helper Springs and 
Build-Up Kits: 


ethey are designed to increase and stabilize the 


carrying load. 


e they are individually load tested ensuring even 
higher than specified carrying capacity. 


*they are engineered for quick, simple installation. 


inc THAT Cours, 


T'S THe extra SPR 


PN LL 


Branches tn: 
CINCINNATI 


COLUMBUS 
INDIANAPOLIS 


TT MAUL 


NEWCASTLE, INDIANA 





|Philip De Cara, 


| automobile 


John Taylor is parts manager; 
sales manager; 


Aaron Karfelt, service manager, 


}and Joseph Blend, shop foreman. 


Mrs. Kinne Elected 


Florence Kinne, Laconia (N.H.) 
dealer, has been 
elected to serve a one-year term 


| as a director of the Laconia 
chamber of commerce. 


Minneapolis Hudson Zone 
Awards Six 2-Day Trips 


Six Minneapolis zone Hudson 
dealers winning a two-day trip to 
White Sulphur Springs, W. Va., as 
reward for performance during the 
June-July sales contest were Paul 


Anderson, Canton, S. D.; Alfred 
Detoffol, Duluth, Minn.; Wesley 
Thomas, Williston, N. D.; Arthur 


Marek, Yankton, S. D.; John A. 

Clark, St. Cloud, Minn., and Irving 

Shapiro, St. Paul. 
* 


* * 


Bert Burns Out 
Fire destroyed Bert’s Service 
Garage, owned by Bert Johnson 
in Henderson, Minn., only a week 


| after it had been leased to Art 


Doering, of Gaylor, Minn., who 
planned to open a Chevrolet deal- 
ership in Henderson. 


* * * 


Success Story 


Dingeman Celebrates 


3Ist Year as Dealer 
The west, and football in partic- 
ular, brought A. J. Dingeman, Ox- 
nard Ford dealer, to California in 


,1908. On the way from his home 


town, Detroit, he stopped and stud- 
ied at the Colorado School of 
Mines. But he left there to star in 
the backfield and line of St. Vin- 
cent’s college, now Loyola of Los 
Angeles, 

Leaving school, Dingeman be- 
came a construction worker, then 
opened his own building business. 
He left that and became an oil 
truck driver, then an oil salesman. 
Two years later he joined a Ford 
dealership as manager and bought 
the owner out the following year 

October, 1919. 

Since then, 31 years ago, Dinge- 
man has remained a Ford dealer 
in Oxnard, Calif., but he has not 
stood still. 

His dealership has doubled in| 
floor space to 26,000 square feet, | 
his staff grown from 8 to 40, and 


| he added a tractor service in 1938, 
}a service station and used-car lot 
jin 1948 and last year installed $15,- 


000 worth of recapping equipment 
in the U. S. Tire dealership that he 


[took on after World War II. 


Dingeman is also a director of a 
lumber company and a building | 
and loan association. A former re- 
gional vice-president of NADA and 


creasing number | 
of pen pals in Yu- 
goslavia as a re- 
sult of his visit 
there as touring f | 
manager of the f | 
Duquesn® univer- 
sity orchestra on 
its trip to Europe. 

It’s common for 
Bauervic to find 
letters in his mail 


Leland Smith, Valdosta (Ga.) au- 
|tomobile dealer, has been elected 
|president of the Valdosta Kiwanis 
| club. 





Ea * 2 


Wheeling Auto Merchants 


Reelect Wagoner President 


James Wagoner, manager of 
McGraw Chevrolet, has been re- 
elected president of the Wheeling, 





> Va., Automotive Merchants — ¢yaries Bauervic asking for shav- 
ssn. . 

Carl Rose, of Hopkins Motors, |i" S°@p. razor blades, coffee, co- 
was reelected secretary-treasurer, | °°2 Sugar, lipstick, nylons and 


The board of directors was re- 
tained in office for another year. 


Roche Buys U.C. Lot 


Larry Seamans, general manager 
for Jimmy Roche (Lincoln-Mer- 


The tour was arranged by U. S. 
State department and Yugoslavia 
to improve relations between the 
U. S. and that nation and to en- 
tertain Uncle Sam’s armed forces 
overseas. The latter plan was cut 


{ 

shoes, 7 
4 

‘ 


cury) dealership in North Holly-' short by the invasion of Korea. , 
OPERATING on 

ao LOW | FICIENCY! | 
“Lation cost | 

Kent-Moore : 


MONOXIVENT 


EXHAUST ELIMINATING FIXTURES 





Nothing quite like the Kent-Moore J 2980 j / 
MONOXIVENT Set for effectively ridding j \ 

a service department of toxic carbon 

monoxide! Designed for use with underfloor exhaust eliminating systems, 
it features a special tailpipe adapter, an asbestos-packed flexible tubing 
of durable stainless steel, and a virtually airtight floor outlet assembly. 
Provides quick, convenient, positive connection between car and under- 
floor duct, disappears completely below floor level when not in use. Fully 
protected from damage. Can't get lost or “borrowed”. And the floor 
outlet assembly is readily installed in upturned “Y"’ in duct main. . . no 
individual “T's” or branch ducts required. Assures more efficient, long- 
life operation at a minimum cost of installation. Write today for details. 





TUNE UP ENGINE J 
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KENT-MOORE ORGANIZATION, inc. 


GENERAL MOTORS BUILDING e DETROIT 2, MICHIGAN 
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Sales and Service Engineering Represent- 
otives in Principal Cities Coast-to-Coast 


Engineers and Manufacturers of Special 
Automotive Service Tools and Equipment 
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Affecting Factories and Dealers. . . 





Auto Advertising 


By George Deery 
Associate Editor 

If manufacturers were billed at 
the proper rate for cooperative ad- 
vertising, they would reinvest the 
resulting savings in advertising and 
“the cost of distribution could be 
lowered and all parties — media 
owners, retailers and the manufac- 
turer—would gain,” according to 
Walter Lowy, chairman of the Co- 
operative Advertising committee of 
the Assn. of National Advertisers. | 

After a meeting of the associa- 
tion’s board in New York, a state- 
ment was issued saying that a 
growing number of ANA mem- 
bers are encountering an increas- 
ing practice by retailers “charg- 
ing back (cooperative) advertis- 
ing expenditures at higher rate 
than they actually pay, thus vio- 
lating their agreements to share 
costs on a net basis.” 

Some of the angles used, accord- 
ing to the association, are double 
billing and the signing of contracts 
with retailers by media based on 
an unrealistically low estimate of 
the total advertising likely to be| 
used. 

In this case, a sizable rebate | 
accrues to the retailer at the end | 
of the contract period, which the | 
retailer in many cases does not! 
share with his cooperative adver- 
tising suppliers,” the statement 
adds, 

“Cooperative arrangements are) 
being subjected to abuses that vio- | 
late sound principles of advertising | 
and business ethics, and that result | 


in losses in the long run to all) 
parties concerned. 
“The ANA, therefore, believes 


that all possible steps should be| 
taken looking toward the correc- | 
tion of these abuses. 

“The association urges _ its 
members to check more carefully 
their own obligations and those 
of their retailers under the terms | 
of their respective cooperative 
advertising contracts. 

“It also invites the cooperation | 
of retailers, advertising media and | 
their associations in reviewing the 
problems created by violation of | 
cooperative advertising agreements 
and in taking appropriate action.” 

+ * * 


Pingel Elected 


Johnny Pingel, an account exec- | 
utive with Brooke, Smith, French 
& Dorrance ad agency’s Detroit 
office, has been named president of 
the Michigan State College club of | 
Detroit. A former football star, | 
Pingel was graduated from Michi- | 
gan State College in 1939. He was | 


a former All-America halfback. 
* + * 


Corgeous Gaxton 


William Gazxton, master of | 
ceremonies of the Nash Airflyte | 
Theater, was elected “Best 
Dressed Man in Television” by 
the Fashion Authority in New 
York City at its fall luncheon. 
He also appeared in the first 
color tests for TV ever to be 
made, reports Geyer, Newell ¢& 
Ganger, the Nash ad agency. 

* * * 


Wright Named 

Washburne Wright has been ap-| 
pointed manager of the Detroit | 
office of Motor Magazine, it was| 
announced last week. He succeeds 
the late Paul D. Hammett. Wright 
has been Detroit manager for Cos- 
mopolitan and continues to repre- 
sent that publication in the Detroit 
territory. 

* * * 


Sun Sets Record 


The New York World-Telegram 
and Sun for Oct. 11 carried 80 | 
pages of news and advertising— | 
what is believed to be the heavi- 
est week-day newspaper, exclu- | 
Sive of special issues, ever pub- 
lished in New York, according to | 
Richard A. Murray, advertising | 
director. 

The volume of total retail ad- 
vertising —the most important 
Single factor in the newspaper’s 
abnormal size—was attributed to 
the New York stores’ anticipation 
of abnormal traffic and volume 
sales on Columbus day, a holiday 
Which releases millions of New 
Yorkers for fall shopping. 

+. * * 


Boost for Dealer Week 
OSuring Dealer Week, the Phila- 


delphia Evening Bulletin gave the 
period a push by running ads in- 
tended to direct the attention of 
auto prospects to the paper’s clas- | 
sified auto ad columns. 

A typical piece of copy was “This 
Is National Know Your Automo- 
bile Dealer Week! Get better ac- 
quainted with your dealer today! | 
See the wide choice of good used 


cars in today’s classified pages.” 
* * + 





|ATA Expands Publicity | 


Appointment of three men to fill 
newly-created posts as public re- 
lations field representatives for the 
American Trucking Assns. was an- 
nounced last week by John V. Law- 
rence, managing director. They 
will perform liaison services be- 
tween the national organization and 
the state associations and trucking 
companies. Their work will include 
assistance in promoting the truck- 
ing industry’s highway safety and 
courtesy campaign, various special 
events such as the roadeos and 
presenting the trucking industry’s 





Locke-Nash Wins Race— 
Sponsored by Locke-Nash Motor Co., Durango, Colo., this car took top honors in Durango 
| fair's two-day meet. Powered by a 1948 Nash Ambassador motor with 140,000 miles on it, 


it was driven by Don Webster. 





story to shippers and the general| be William B. Haynie jr., who has 


public. 

Working in the midwestern ter- 
ritory will be George J, Schulte jr., 
formerly publicity director of the 
ad agency, Ruthrauff and Ryan, 
Chicago. Schulte will be in that 
city. 

Edwin H. Spencer, former city 
editor of the Ann Arbor (Mich.) 
News, will serve the eastern terri- 
tory, working out of the ATA office 
in Washington. 

The third field representative will 


been an assistant in ATA’s public 
relations department since January, 
1950. Assigned to the southern ter- 
ritory, Haynie will make his head- 


quarters in Atlanta. 
. + * 


Pontiac’s Pigskin View 

Four cameras, instead of the 
customary one, are used in 
shooting the All-American Game 
of the Week, thereby setting a 
new pattern, points out Pontiac, 
the sponsor over ABC on either 


Tuesday or Wednesday. Three 
cameras are on the roof of the 
press box and one on the field. 

When the Oklahoma- Tezas 
game was covered at Dallas, a 
total of 7,000 feet of film were 
exposed. It was flown to Chicago 
and reduced to 1,080 feet for a 
28-minute showing. MacManus, 
John & Adams is the Pontiac ad 
agency. 


In the Morning 


A brochure from the New York 
Herald- Tribune devoted to _ the 
theme that “the morning news- 
papers continued to grow in ad- 
vertising linage, continuing the 
trend that has been true for a 
decade,” has been mailed to 16,000 
key people in the placing of news- 
paper ads, according to James Par- 
ton, promotion director. 

The study points out that “In the 
first five months of 1950, the Her- 
ald-Tribune’s linage exceeds that 
of any individual afternoon news- 
paper by a considerable margin.” 

+ * * 
Names 

Ross Roy, president of Ross Roy, 
ad agency, announces the appoint- 
ment of Marshal E. Templeton, for- 
merly head of Marshal Templeton, 
Inc., to the Detroit staff as an ac- 
count executive. 
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METALFLO - LOCKSEAM - COIL STRIP AND SEAMLESS TUBING 


While our wide diversification is a factor, there are other reasons why more 
brass and copper tubing users are turning to H & H. When it comes to brass 


and copper coil strip, for example, buyers have long come to depend on the 
uniform gage of our products. This uniformity is assured by the constant 








temper that the H & H continuous strip annealing process provides. H & H 
strip is available in 7” widths and narrower, .025 Ga. and lighter. While it 
is offered principally in brass and copper, other alloys are also available 
upon request. Incidentally, you will be pleased to find that our method of 


precision slitting results in a minimum of burr. So, if it is quality, service 


and savings you want, why not call or write us today? 


” 


i & H TUBE AND MANUFACTURING COMPANY 


248 N. Forman Avenue * Detroit 17, Michigan * Vinewood 2-3600 
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New-Car Sales Off 50 Pet. 


(Continued from Page 1) 


drop in new-car sales and a 75 
percent decline in used-car sales. 
The majority of new-car dealers 
said order cancellations were “over- 
whelming.” 
Several used-car dealers were re- 


Buffalo’s 


LARGEST 


Newspaper 


284,000* Sunday Circulation 
and Growing Every Week 


Blankets the great 8-county 
market of Western New York 
where more people live than 
in any one of 16 states — and 
where retail sales are greater 
than in any one of 17 states. 
In selling this market of 
1,400,000 your dollar in the 
Courier-Express buys greater 
impact on the families with 
more money to spend. 


It Gets Results 
BECAUSE 
It Gets Read Thoroughly 
A. B.C. Audit 9/30/49 
BU FI Al O yee 
Ue ta ee 
XPRESS 


REPRESENTATIVES 





OSBORN, SCOLARO, MEEKER & SCOTT 





America’s No. 1 Bag Maker 
and Burlap Importer 
DETROIT ¢ Brooklyn « Chicago 


Indianapolis « New Orleans 
Boston + New York « St. Lovis 





Also Offices In Other Principal Cities 


New 1950 


AUTO-TURNTABLE 
Llowu- Priced 
Portable Le 





— 







>» 


Move it > 
anywhere 


JUST 
PLUGIN! 


~“ 


. .. Used Car Lot or Showroom, 
or on your ROOF, for a 
BIG Used Car Sale SIGN 


Write for Details and 
New Low Price 


BRUNNER’S, INC. 
358 E. Center St., Manchester, Conn. 


ported getting out of the business 
while virtually all new-car dealers 
said they were operating on a cur- 
rent basis. Since the 15-month 
terms became effective, prices on 
used-car tradeins have declined at 
least 20 percent, possibly 25 per- 
cent or more, dealers said.—JoHN 
| GUNTER. 


* ~ * 


San Francisco 
ORTHERN California dealers 
| J say the 15-month credit terms 
have caused a sharp dip in new 
and used-car sales which is con- 
tinuing to grow. Hardest hit have 
been dealers handling medium and 
higher-priced lines, although they 
have been salvaging some sales by 
exceeding guide-book allowances on 
tradeins. 

Used-car prices are declining, and 
some volume used-car operators 
have been forced to reduce prices 





so that prospects can meet down- 
payment requirements.— Leon J. 
PINKSON. 

* * * 

Boston 


EGULATION W's 15-month time 

payment limit has had an effect 
on new-car sales which, according 
to local dealers, ranges from “ter- 
rific”’ to “wicked.” Also expressed 
was the familiar cry: “It’s driving 
us out of business.” 

A few dealers have caught up 
with their order backlogs, and 
cars are appearing in showrooms 
with few takers. Other dealers 
are still delivering all the cars 
they receive, but they admit it 
is now necessary to call many 
more names on their waiting lists 
in order to find a taker. 

Used cars, particularly late mod- 
els, are suffering from the same 
inability of buyers to meet the 
higher monthly payments. Inven- 
tories at the lots are building up 
steadily.._Harry STANTON. 

* + . 


Dallas 


sales drops have 
in Dallas after 


= ARKED” 
taken place 


each of the credit curbs announced | 


in the past six weeks, according 
to the majority of dealers. Only 
one dealer, who handles a _ high- 
priced line, reported no sales de- 
cline as a result of credit restric- 
tions. 

One dealer selling a _ higher 
medium-priced car said he had 
delivered but two cars in the 
eight days following the an- 
nouncement of the 15-month 
limit. He said sales were off 90 
percent since the first version of 
Regulation W went into effect. 
Another dealer in the same price 
class reported a 65 percent drop 
in six weeks, while still another 
said sales were off 50 to 60 per- 
cent. 

Used-car dealers estimate the de- 
cline in sales during the past six 
weeks at from 75 to 90 percent. 
They said prices are down an aver- 
age of $100 to $150, with higher- 
priced units off even more.— 


CHARLES Cartes. 
* * * 


New Orleans 
NEwW-CAR dealers in New Orleans 
say that sales have dropped 25 
to 50 percent since the time pay- 
ment limit was cut to 15 months, 
and used-car dealers report a de- 
cline of from 50 to 85 percent. 

Dealers contend it is the shorter 
payment time and not the down- 
payment which is the cause of 
the trouble. Used-car prices have 
skidded since the latest curbs. 
Dealers said wholesale prices 
have dropped $200 for °49s and 
60s, $75 on °48s and $50 on ’47s. 
One used-car man remarked: “I 
don’t see enough customers to 
know what price to ask.” 

New cars on used-car lots have 
dropped 20 percent in price, dealers 
estimated.—Gorpon HEBERT. 

* * * 


Cleveland 
CHECK of new and 


hy. 


credit regulations. One, a volume 
dealer in the low-priced field, sim- 
ply said “the regulations haven't 


| are looking for other business ven- 


held opposite opinions. Two men- 
tioned that “down-payments are 
too severe,” while the others 
blamed high monthly payments. 
One dealer, handling one of the 
independent makes, said: “Busi- 
ness went to hell all of a sudden, 
and there were many cancella- 
tions.” 

Another independent dealer said 
|he lost five sales in the first week 
land estimated his overall loss, 
through cutting back operations 
both in new and used cars, at close 
to $25,000. Another dealer reported 
12 cancellations in the first week, 
while a used-car operator said the 
90 cars on his lot “mean a $10,000 
to $15,000 loss.” He said used-car 
prices have dropped $50 to $500 
with the bigger and later models 
hit hardest.—Sanrorp Markey. 


* 7 * 

Seattle 
([SRMING credit controls “a se- 
rious roadblock to new and 


used-car sales,” Seattle dealers de- 
clare that “nothing has stirred 
dealers or hindered business and 
employment like this 15-month 
credit ruling.” 

The majority of dealers said 
floor play was “’way down,” and 
that there have been few sales of 
new cars or higher-priced used 
cars since credit was tightened. 
What sales have been made were 
usually for cash, and many of 
the buyers used their saving or 
cashed defense bonds, 

Dealers estimated that from 25 
to 80 percent of potential term buy- 
ers, mostly wage earners, had been 
forced out of the market except 
for cars under $1,500. Used-car 
prices are slipping fast, and some 
dealers reported that, although they 


| have cut prices up to 20 percent, it 


hasn’t helped sales.—D. M. Trepp. 


+ + + 


Denver 


‘tures. He said the Sept. 18 version 


sold and had not felt any tight- 





Kaiser Wins Continental Show Honors— 
A 1951 Kaiser won the Grand Prix d'Honneur at the Concours d'Elegance held at Cannes 


on the French Riviera. 
Frazer styling consultant. 
the Noordwijk (Holland) show. 


of the regulation caused a drop 
of 50 to 75 percent in the used-car 
business in Denver.—Ira R. ALEXx- 
ANDER. 

* * 


South Bend, Ind. 


NAJEW and used-car dealers here 
+‘ report that stiffer credit terms 
have been very rough on sales. 
They estimate that new-car sales 
have dropped 50 percent and used- 
car sales 40 percent since Regula- 
tion W was tightened. 

Dealers handling low-priced 
units report few cancellations so 
far. One dealer handling a me- 
dium-priced car said he was over- 


ening. Another said the stiffer 
regulation had “knocked the day- 
lights” out of '48, 49 and ’50 used 
cars, while prices of ’46s and 47s 
have dropped 8 to 10 percent. 

“Better salesmanship” and “wait 





to see whether the storm can be 

weathered” form the general out-| 

look.—Lesuizr E. DUNKIN. | 
* * + 





T= FRB’s latest time payment 

regulations are looked upon 
here by a majority of automobile 
dealers as a paralyzing blow to 
business. Hardest hit are dealers 
in the low-priced field and used- 
car dealers. Many of the latter feel 
that if the regulation continues in 
effect it will put many of them 
out of business. 

E. Jack Beatty, 
Beatty Motor Co. (Oldsmobile), 
and regional director of the 
NADA, is of the opinion that 
there will be a slump in car buy- 
ing in the low-priced field and 
among used-car dealers. Beatty 
pointed out that most buyers of 
high-priced automobiles are in 
the habit of paying cash for their 
cars and that those who do not 
still will probably be able to af- 
ford increased payments. Dealers 
in high-priced cars, however, will 
feel the effect of the curb in their 
used-car departments. 

David Finnegan, president of the 
Denver Used Car Dealers Assn., 
said many used-car dealers already 


of Weaver- 






AAA Repudiates 
Henry J, Rambler 
‘Mileage Test’ 


WASHINGTON. A statement 
designed to correct recent news- 





| performance of the Henry J and 
|the Nash Rambler was issued here 


| the American Automobile Assn. The 
| statement follows: 


| to represent the respective gasoline 
| mileage 


| cific item under test by the contest 


| of Boston. 


bothered us yet,” while the other, | 


a used-car dealer, admitted “regu-|in the test. Therefore, the mileage 
lations will hurt, although the first | figures as reported in the press and 
few days didn’t see any letup in| in news publications do not in any | 


average turnover.” 
All of the other dealers checked 


used-car | how fast he’s burning his gosoline 
dealers in Cleveland turned up| and is not intended to measure the 
only two who did not blast the new | comparative efficiency of engines or 


paper reports concerning mileage 
last week by the contest board of 


“The published figures, supposed | 


performance of the two} 
cars, are without validity. The spe- 


board was the Mile-O-Meter manu- 
factured by Gale Hall Engineering, 


“This device is a driver-aid and is 
designed to let the motorist know 


vehicles. 

“The test was in no sense a com- 
petition as between the relative 
gasoline efficiencies of the cars used 


way reflect the relative perform- | 
ance of the vehicles.” 








| per ads to encourage 


St. Louis 


“ALES of new and used cars in| 
7 St. Louis are “dropping like | 
flies in freezing weather,” dealers 
declare. Cancellations of orders for 
both new and used units are fol-| 
lowing in rapid suit. 

An example of conditions here | 
was pointed out by one dealer. | 
After spending $300 for newspa- | 

Saturday 
used-car sales, about 125 people 
visited his lot. He said that after | 
they learned the new terms, they 
departed. 

This dealer, one of the largest in 
the city, who normally sells about 
25 used cars on a Saturday, said 
that he sold just two as a result 
of the new terms. Comparable ex- 
periences were reported by dealers 
throughout the city.—Sam X. Hurst. 

+ + + 
Chicago 
[es average selling price of used 
cars in Chicago dropped 27 per- 
cent from Sept. 18 to Oct. 16, ac- 
cording to preliminary results of a 
survey conducted by the Chicago 
Automobile Trade Assn. 

The CATA, which began poll- 
ing its members immediately 
after Regulation W was tight- 
ened, also revealed that its survey 
shows new-car sales off 40 per- 
cent and used-car sales down 63 
percent during the same period. 
New-car order cancellations dur- 

ing the period amounted to 2,375, 

while used-car cancellations totaled 

863.—Me. ApDAMs. 
* 


* * | 


New York 
QALES of both new and late- 
\” model used cars have been hard 
hit by the new credit terms, most 
New York dealers agree. However, 
retail used-car prices have not 
dropped as much as might have 


|been expected, especially in older 


models. 

One dealer pointed out, though, 
that wholesale used-car prices 
hove declined $200 to $250. He 
added that there hadn’t been a 
wholesale used-car buyer in his 
establishment since Regulation W 
was stiffened. 

Both new and used-car dealers 
reported numerous cancellations. 
One dealer said: “We've had a 25 
percent loss in sales so far. This 
was the straw that broke the cam- 
el’s back. It may indirectly help 











Accepting the honor is Mrs. Howard A. Darrin, wife of the Kaiser- 
Darrin is sitting at the wheel. 


The Kaiser also triumphed at 


used-car prices, but not 
Bernarp Brown. 


* * * 
Louisville 

HE NEW federal regulations on 

automotive credits are working 
a severe hardship on both new and 
used-car dealers. Under the new 
terms the tendency is to slow down 
sales of all new cars, as well as 
used cars from '46 models to ’50s, 
dealers report.—A. W. WILLIAMS. 
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“#2 STOP 
vibration 
noise 


WITCOTE Undercoating 
stops car vibration, noise, 
rattles, and squeaks. Pre- 
vents heat and fumes from 
working up through the 
floor. It also prevents un- 
dercar rust . . . lasts the life 
of the car. Valuable to car 
owners, and profitable to 
car dealers. 


GET IT FROM YOUR JOBBER 


ASK FOR IT BY NAME- GENUINE 


Y Lh 


GNDERCAR 
PROTECTION 


CHICAGO 


PRODUCT OF WITCO CHEMICAL CO., 



















LICENSE PLATE 
FASTENERS 


On or Off With a Quarter Turn 


Heavy %-inch bolt (with T-head 
and square shoulder) fastens |i- 
cense plate securely in place. Will 
not lose off. 
PLATED TO PREVENT RUST 
No. 51—Dealer Cost, each $ .20 
Packed 12 to Box- 


Money-Back Guarantee 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from... 


HOUSER ENGINEERING & 
MFG., INC., Bluffton, Ind. 


Over 100 


Service Items 
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Haller Lashes at FRB 


Florida Parley Told that Board Engineered 
‘Fast One’ on Regulation W 


(Continued from Page 1) 


faith with the automobile dealers,” 
Haller went on, “but it misrepre- 
sented the facts as well. Up to now 
we have been unable to obtain a 
hearing, although the law specific- 
ally says that no regulations may 
be imposed until the interested 
parties have been given an oppor- 
tunity to present their sides of the 


case.” 
* * * 


I ALLER warned the dealers of | 


the problems they are up 
against in Washington. “We have a 
new type of folks there,” he said, 
“and We can’t trust them.” 

Dealers were urged to contact 
their congressmen, senators and 
bankers in the fight to have Regu- 
lation W revoked. 

It was one of the largest state 
conventions ever held, with at- 
tendance exceeding 600. The board 
of directors selected the follow- 
ing Officers for 1950-51: 

Stanley Peeler (Cadillac), former 
West Palm Beach mayor, presi- 
dent; Charles Brooking (Dodge), 
Gainesville, senior vice-president; 
Eugene R. Elkes (Pontiac), Tampa, 
secretary-treasurer. 

The six district vice-presidents 
elected were Hammond Jones 
(Chevrolet), Lakeland; William Cat- 


lin (Studebaker), Jacksonville; 
Marion G. Nelson (Buick-Chevro- 
let), Panama City; W. R. Bird 


(Chevrolet-Oldsmobile), Homestead; 
Byron H. King jr. (Buick), Orlan- 
do, and George L. Ellwood (Stude- 


baker), Hollywood. 

7 + 
I ALLER declared that recent 
regulations concerning the au- 
tomotive business were “not going 
to be taken lying down.” He said 
that, although a week has passed 
since a letter of protest against 
recent “harsh amendment to Reg- 
ulation W” was sent to Thomas B. 
McCabe, chairman, board of gov- 
ernors of the Federal Reserve Sys- 
tem, “there has not been the cour- 

tesy of a reply.” 

Haller declared: “We are going 
to get action. We're not going to 


*& 





Buick Passes 
450,000 Mark 
In 1950 Sales 


FLINT.—Buick sold 24,697 cars 
during the first 20 days of October 
to boost its overall total for 1950 
to 452,501, Ivan L. Wiles, general 
manager of Buick, reported last 
week. 

Sales for the second 10 days of 
October amounted to 13,542 cars, 
Wiles said, an increase of 21.4 per- 
cent over the similar period last 
year. 


Total Buick sales for 1950 are 


up 42 percent over the comparable 


| mendous 
| trucks not only as carriers but 
| as implements to other forms of 


sit by and see these longhaired fel- 
lows in Washington put us out of 
business. No holds are barred! 
We're going to bat and we'll win 
our objective.” 

Ralph W. Carney, retired vice- 
president of Coleman Co., Inc., 
also referred sharply to “recent 
governmental acts that have de- 
stroyed a large part of the mar- 
ket—those who can make small 
down payments and extend their 
credit. They have restricted it to 
that group that already has one 


car and could afford—if it wanted | Stylish French Model— 


to—to buy another.” 

Many Florida firms brought their 
entire sales staffs to hear Carney’s 
talk, which was an explosive at- 
tack on the “loss of the art of 
salesmanship” and a demonstrative 
exhibition of how to get it back. 

“There has been deterioration in 
sales ability,” Carney asserted. “All 
contest and competition has been 
taken out of salesmanship, but 
now we're coming back into the 
old era—a new era for many—and 
the future will mean nothing more 
than hard work and individual en- 
deavor.” 

The same thought was carried 
through by Kenneth McFarland, su- 
perintendent of public schools, To- 
peka, Kans., who told the delegates 
to “get out the book and brush up 
on the rules of salesmanship - 
those rules we have forgotten in 
the 1939-49 decade.” 

* * + 
LLOYD SAXTON, of Daytona 

* Beach, Fla., Florida director of 
NADA and past president of FADA, 
also emphasized salesmanship, but 
cautioned dealers against oversell- 
ing. He cited the customer whc 
goes to a service station for a $1 
grease job and finds mechanics whc 
find many defects in his car and 
leaves, after much delay, with a 
bill for $48, 

As fundamental needs he cited 
“goodwill toward customers through 
employes, and personal contact with 
those customers.” Dealers should 


|be getting 90 percent of their busi- 
|ness through good service instead 


of 30 percent, he declared.” 
Walter W. Belson, director of 
public relations, American Truck- 
ing Assns., Inc., after citing tre- 
increases in usage of 


transportation, said the U. S. 
highway system is old; roads are 
narrow and obsolete; replacement 
costs are high, and the road setup 
is not stimulating to a vital in- 
dustry. 

“The trucking industry’s chief 
problem,” he said, “is that it has 
no direct contact with the public 
because its commodity is freight, 


not passengers, and confusion in 
Street traffic. What once were 
super-highways have been’ en- 


croached upon until they now are 
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| Another French Smali Car— 
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Gardner to Air 
N. Y. Issues with 
State Officials 


ALBANY, N. Y.—George D. Gard- 
ner, president of the New York 
State Automobile Dealers, has been 
invited to discuss with state ad- 
ministration leaders problems af- 
fecting dealers and the motoring 
public of the state. 

Lawrence E. Walsh, counsel to 
Gov. Dewey, told Gardner he would 
discuss with him proposals for the 
periodic inspection of motor vehi- 
cles and for the registration of 
automobile titles. 

The invitation followed a request 
by Gardner that both candidates for 
governor “make clear their posi- 
tions on matters affecting the 4,000,- 


Outstanding from a style standpoint among several new makes of French small cars dis- | hebeving abesihaaty te bones 


played at the Paris show is the Deshais, which is priced at about $650. This model is 118); : s ‘ 
inches long, 40 inches wide and has a one-horsepower (European) engine. SUuasuan Elin tothe cocemmeanneh tar 

-” many years by the special legis- 
ad nca ce lative committee on motor vehicle 
problems, and had been endorsed 
by virtually every group of people 
in the state. 

“Yet, while statistics prove that 
one out of every three vehicles 
driven today is a potential acci- 
dent hazard, neither party has giv- 
en any endorsement to the drive to 
cut down motor vehicle accidents 
and deaths in New York state by 
removing death dealing vehicles 
from the road,” he added. 

In answering Gardner's letter, 
Walsh said that no measure for 
periodic inspection of vehicles had 
yet come to the governor's office 
for action. 

Replying to Gardner's query 
about the need for highway con- 
struction and repair, the counsel 
to the governor said he was sure 
“you will be pleased to know that in 
the past two or three years, since 
{it has been possible to let highway 
contracts, approximately one-fifth 
of the state highway system has 
either been resurfaced or recon- 
structed.” 


| New Creations from Paris 








The most popular in its field is the Citroen 2CV convertible, which is powered by a two- 
horsepower (European) engine. While some at first called its lines clumsy and criticized its 
“bouncing ball'' suspension, its low price (about $600) and economical performance have 
made it popular. 


|is now $1.80. Independent garage 
operators similarly have been asked 
to grant a wage increase. 


Seattle Dealers 
Offer Raise Tied 
To Living Costs 


SEATTLE.—A proposal for quar- 
terly wage rate adjustments based 
on the cost-of-living index has been 
made by members of the Seattle 
Automobile Dealers Assn. to their 
employes in five unions, with an) 
immediate increase of 12% cents| 
an hour included. 

The five unions cover mechanics, | 
general garage help, office workers, | 
auto painters, and sheet metal | 
workers. Between 3,000 and 4,000 
employes are affected. 

The offer is contingent upon its 
acceptance by at least four of the 
five unions, according to Edward 
L. Rosling, association legal and 
labor-relations counsel. 

Other provisions include an ex- 
tension of the new contract until 
June 1, 1953; liberalization of the 
vacation clause to give two weeks’ 
vacation after three, instead of 
five, years’ employment; discussion 
of a health-and-welfare plan June 
1, 1952, and a work-incentive plan. 

Rosling said that individual em- 


FIRST... wes 


30,000 MILE GUARANTEE 


... With Amalie paying the entire cost! 
Imagine—lubricated parts of your new 
cars guaranteed for 30,000 miles — no 





risk or expense to you! Your name 
heads the guarantee! And you service 


and lubricate the car after you sell it! 


TO aiiia inal 





different and difficult thorough- 
fares.” 


date last year, when 318,696 deliv- 
eries were made, Wiles said. 


ployes would have the option of 
deciding whether they cared to par- 
ticipate in the incentive program. 
This offer follows a recent re- 
quest made by the automotive 
machinists’ union that the present 
contract, although it does not ex- 
pire until next May, be opened now 
for consideration of a wage in- 
crease. 
The 


New NPA Edict 
Due to Implement 
Priority Rules 


WASHINGTON. New industry 
regulations to implement the gen- 
eral and steel priority orders de- 
signed to assure a steady flow of 
materials to defense contractors are 
expected to be issued this week by 
the National Production Authority 

Individual orders in the produc- 
tion stage include provision for de- 
livery of production equipment 
machine tools, etc.—to defense con- 
tractors, and supplementary regu- 
lations affecting metal containers, 
rubber, aluminum, copper and zinc. 

To date the NPA has issued a 
general inventory control order, a 
general priority order for scarce 
|materials needed by defense con- 
tractors, and a supplementary order 
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* DIE CAST 
* HIGHEST QUALITY 
* TRIPLE CHROME PLATED 
*« COLORFUL — ATTRACTIVE 


Here is the answer to putting your identification on the cars 
you sell-at less cost, without reducing dignity. Benmatt Mono 
Plates are made of high quality die cast metal, triple chrome 
plated with colored background. Just as the famous Benmatt 
Permakrome License Plate Frames and Monograms. Supplied 
with special bracket for attaching to top or bottom of license 
plates. 

INVESTIGATE TODAY 
will give you 





hourly scale for mechanics 









on Cars, trailers, sta 
tion wagons, etc., 
with Mono Plate 
New self locking 
fastener now makes 
it possible to per 
manently attach 
Mono Plates in here 
tofore inaccessible 
places, just drill 
holes and press into 
place 












the saving Benmatt Mono Plates 


Benmatt Mono Plates, Permakrome License Plate Frames and Monograms are available through repre- 
sentatives in all principal cities, write for name of the one nearest you 


%e BENMATT Organization 


3447 East 24th Street @ Los Angeles 23, California | tcc) industry. 


M-1—covering only the iron and | 


SATURDAY EVENING POST 


..+ promoting the Amalie Dealer's 
service! Every ad features a man who 
services cars! It’s the car dealer and the 
service man who tell the sensational 
“Oilier Oil’ story to the Post’s 3 million 
car owning families! 


Ml OW. .. car dealers coast-to- 


coast are selling CARS and 
SERVICE with 
LEED 


~ OIL A 
Phone your Amalie Distributor Now! 


AMALIE DIVISION 
L. Sonneborn Sons, inc., New York 10, N.Y. ¢ Refineries: Petrolia and Franklin, Pa. 
















PENNSYLVANIA 


MOTOR OIL 





Dodge Announces 
Shuffle Among 


Region Managers 


DETROIT.—Appointment of three 
new regional managers was an- 
nounced last week by E. C. Quinn, 
Dodge general 
sales manager. 

John E, Noll 
Was named re- 
gional manager of 
the Oklahoma 
City region. Noll 
joined Dodge in 
1947 as district 
manager of the 
Pittsburgh region. 
His automotive 
experience dates 
J. E. Noll back to 1936. He 
was promoted to assistant regional 
manager of the Cincinnati region 
in 1949 and held that position until 
his present appointment. 

Edward V. Howe is now regional 
manager in Syracuse. Howe joined 
Dodge in 1934. He served as as- 
sistant to the director of sales, as 
an executive assistant and as dist- 
rict manager and as city manager 
of the Detroit region. At Syra- 








James R. Davis 


cuse he succeeds Edward R. Tay- 
lor, who has been named regional 
manager of the New York region. 
James R. Davis was appointed 
regional manager of the Greens- 
boro (N. C.) region. He joined 
Dodge in 1948 as district truck 
manager in the Kansas City region 
after 15 years of experience in au- 
tomotive and trucking businesses. 
Davis succeeds Edward P., Letscher, 
who is to open a new regional 
office for Dodge in another city. 











Dealers Give Oxygen Tents— 

General Motors dealers of Marion county, Indiana, last week presented James Whitcomb 
Riley hospital for crippled children, Indianapolis, with two oxygen tents and one suction 
machine. Presenting the equipment in behalf of the 19 dealers were (left to right): Herman 


H. Hinchman, O. A. Chillson, Paul A. Kuhn, 


at the hospital, and W. R. Krafft. 
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Mercury ‘Holds’ Price 


come Ws 


Te 


Miss Mary E. Heckard, supervisor of nursing 


But Cuts Discount 


(Continued from Page 1) 


by comparable amounts on other 
models except the 72-A. The 
stripped-down club coupe will be 
in limited production at the start 
of the 51 Mercury run. 

* 6¢ @ 

LINCOLN - MERCURY spokes- 

man quoted the following ad- 
vertised-delivered prices, including 
federal taxes, dealer handling and 
distribution charge and the newly- 
optionalized accessories: 

Four-door sports sedan, $2,060.80 
from 1950 models, up; model 72-A 
club coupe, $1,892.30, up; model 
72-B club coupe, $2,008.30; convert- 
ible, $2,445.60; station wagon, $2,- 
589.30; Monterey (leather-and-cloth 
trim), $2,176.30; Monterey (all-leath- 
er trim), $2,186.80. 

Ford declared his company 
wanted “to be sure that we are 
doing our part in holding the 
line against inflation.” 

“Among other things,” he added, 
“a continuing inflationary trend 
would require widening government 


ATTENTION 


Ford and Lincoln-Mercury Dealers 


We have five Hull-Dobbs trained men with money to 


invest in a Ford or Lincoln-Mercury dealership in cities 


of 25,000 population up. 


If you have any idea of 


selling your dealership, we would appreciate the op- | 


portunity of talking with you—discussion strictly con- 


fidential. 


L. B. Lary, Business Manager 


HULL-DOBBS COMPANY 


Memphis, Tennessee 
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The Technique of 


AUTOMOTIVE SALESMANSHIP 
By W. K. BRAASCH 


Dean of Automotive Sales Trainers 


A_ BRIEF DIGEST OF THE FIELD-TESTED SALES PRIN- 
IN TRAINING OVER 30,000 AUTOMOBILE 


THIS MANUAL CONTAINS DETAILED OUTLINES 
OF THE SIX TALKS FEATURED IN OUR 


AUTOMOTIVE SALES TRAINING CLINICS 


SIX OUTLINES IN ONE MANUAL 


No. 1—Nine Steps in Selling Automobiles 
No. 2—Automotive Success Fundamentals. PRICE 
No. 3—Fifty Ways to Find Prospects. $1 00 
No. 4—Personality—the Key to Success. e 
No. 5—Used Car Salesmanship. Postpaid 
No. 6—Organizing Your Sales Talk. 
W. K. BRAASCH, 332 s. MICHIGAN AVENUE CHICAGO 4, ILL. 





control of our economy — perhaps 
for a long period of time.” 
* * . 
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By Mac Gordon 


Associate Editor 


FRESH outbreak of strikes 

and strike threats hobbled car 
and truck production schedules in 
seattered plants last week. 

The most serious threat to a 
car producer existed at Stude- 
baker, where UAW-CIO mem- 
bers formally approved strike ac- 
tion in an incentive-pay dispute. 
The strike vote was arranged 
after settlement of a_ wildcat 
strike over the same issue, 
Strikes continued in the Inter- 

national Harvester system, at the 

Autocar plant in Philadelphia and 

the Lincoln-Mercury plant in Los 

Angeles. The UAW reported “some 

progress” in I-H peace negotiations. 
2 . 7 


¢ TOLEDO’S resurgent area-pen- 
sion battle, worst fears of em- 
ployer groups were realized when 
a manufacturer decided to leave 
town rather than accede to the 
area-pension demands of local 
UAW Boss Richard T. Gosser. The 


RIOR to the announcement on|concern is Swartzbaugh Mfg. Co., 
the Mercury, price rises had/|an electrical equipment manufac- 
been instituted in whole or in part|turer which employs 200 there. 


by the independent car builders. 


Gosser, who had ordered Swartz- 


Every 1951 model of Hudson, Kai-|baugh struck for refusal to sign 
ser and Nash was increased, while|the area-pension agreement, was 


Willys - Overland boosted 


tion wagons and trucks but left its | manent 


Jeepsters untouched. 
Packard and Studebaker hoist- 
ed prices on their volume 200 and 


its sta-|not rattled by the news of a per- 


shutdown. Swartzbaugh, 
he quipped, “will be the least missed 


;of all Toledo employers.” 


Wage ice was broken in the 


Champion series, respectively, but | tire industry with announcement 


effected reductions on lightened 
and shortened 300 and Patrician 
400 four-door sedans and on the 
Commander series. 

The Mercury action augurs a 
careful review of the pricing situ- 
ations for the remaining Big Three 
‘51 cars. Lincoln and Ford are due 
in November, with the General 
Motors makes slated to begin ap- 
pearing shortly after Dec. 1. 

+ . * 
ID-JANUARY is reported as 
the starting time for the Chrys- 

ler Corp. introductions. At least 
two GM makes will not be on show- 
room floors until January. 

Whether Ford can continue to 
hold the price line, Ford stated, 
hinges on the following factors: 
availability and prices of materi- 
als; car production limitations, if 
any, and the company’s tax burden. 

Another readjustment of Ford 
and GM cost-of-living wage bo- 
nuses may be made Dec, 1, under 
the quarterly escalator system. 

“We know,” Ford said, “that vol- 
untary action on the part of just 
one company cannot halt an infla- 
tionary spiral. 

“Our decision is aimed at doing 
our part in the tremendous joint 
effort before this country—that of 
meeting worldwide threats to our 
freedom and of keeping our econ- 
omy strong and progressive.” 

+ + * 


FroRD revealed that the compa- 

ny’s annual bill for wages, sal- 
aries and materials had soared 
more than $78,000,000 since the 
start of the Korean war. Added to 
this, he noted, was the “enormous” 
annual cost of the new pension 
plan. 


e 
Tires 
(Continued from Page 2) 
stocks to other nations for the na- 
tural product. 

4. Stockpile new rubber at a rate 
of 561,000 long tons annually. 

Spokesmen for the rubber 
group estimated the 1951 supply 
of natural and synthetic rubber 
at 1,800,000 long tons. They said 
they are now restricted to using 
only 1,080,000 tons a year under 
present regulations which expire 

Dec. 31. 

Starting Jan. 1, 1951, they asked 
that rubber firms be allowed to use 
about 1,240,000 tons annually in the 
manufacture of civilian products. 
The government could stockpile the 
remainder, it was added. 

NPA officials were told that if 
natural rubber use is restricted be- 
yond the rubber industry’s recom- 
mendations, all the rubber-saving 
measures “which go with war con- 
ditions” will have to be imposed 
to enforce lower driving speeds 
and regulate overloading. 





of 12-cent hourly raises for CIO 
workers of B, F. Goodrich and 
Goodyear. Goodrich also granted 
the United Rubber Workers a 
union shop, the first at any Big 
Four tire producer, 

The R. M. Hollingshead, Inc., 
plant at Camden, N. J., was closed 
by a strike of 500 members of the 
AFL Automotive Chemical Prod- 
ucts Union. Wage and seniority 
demands were involved. Hollings- 


Hudson Dealer 
Draws 50,000 


To Dedication 


CHICAGO.—Ingenious promotion 
lured 50,000 visitors to the dedica- 
tion of a new service center here 
last week for Courtesy Motors, re- 
portedly the largest Hudson dealer- 
ship in the world, at 3448 W. Grand 
Blvd. 

Jim Moran, owner, who calls him- 
self the “Courtesy Man,” said he 
had expected a goodly number of 
people but that he was totally un- 
prepared for the mob that did con- 
verge on his establishment. 

Providing entertainment for the 
crowds were stage, screen and ra- 
dio stars, augmented by a “super 
circus” in the late afternoon and 
a television show in the evening. 

A dozen policemen were required 
to direct traffic at the $500,000 serv- 
ice operation. Moran’s headquarters 
are located across the street a 
block away. 

Fronting for 300 feet on Grand 
Ave., the service building contains 
the most modern and complete 
equipment and parts facilities, in- 
cluding 21 hydraulic lifts. 

Four Hudson factory officials at- 
tended the opening: C. A. J. Had- 
ley, general sales manager; W. S. 
Milton, director of service; Glen 
Potter, service manager, and R. C. 
Weisenberger, divisional parts and 
service supervisor. 





Binks Plans Expansion 
In New Plant Location 


LOS ANGELES. 
Co. has purchased a new plant here 
at 4915 Pacific Blvd. The growth 
of Binks business in the Los Ange- 
les area over the past 10 years 
made present quarters inadequate, 
according to Burke B. Roche, pres- 
ident. 

The plant is designed for light 
industrial work. It will be oper- 
ated under the direction of J. E. 
Roche, manager of the firm’s West 
Coast division, covering California, 
Oregon, Washington, Arizona, Utah, 
Nevada and Idaho. 





Labor Unrest Mounts 


Studebaker Again Is Threatened as Tieups 
Drag On at I-H and L-M Plants 


MT. 


Binks Mfg. | 









head makes Whiz auto wax and 
polish. 


* * ” 

oe as production in Stude- 

baker’s stamping department 
was blamed for the wildcat strike 
which preceded last week’s plant- 
wide strike vote. UAW Local 5 
officials said new piecework rates 
on 1951 model parts were low as 
compared to 1950 model rates. 

The UAW declared that several 
major issues remained unresolved 
in the International Harvester 
strike. International Vice-President 
John W. Livingston is leading the 
union team in the Harvester talks 
The strike started in late August 

Grievances listed by the union 
in the Lincoln-Mercury Los An- 
geles strike included a speedup 
charge, excessive layoffs, inade- 
quate relief time and a claim, 
denied by the management, that 
certain workers needing coveralls 
were not being provided with 
them. The strike began Oct, 11. 

With wage negotiations stalemat- 
ed, Ford of Canada charged fin- 
ished cars were being “sabotaged” 
and laid off 3,000 workers for sev- 
eral days. President Rhys M. Sale 
said final inspectors had found an 
“unusual number” of trim and paint 
defects. 

The UAW filed an unfair labor 
practice charge against Deere & 
Co., farm equipment maker. 


Obituaries 





George S. DeLany 
WEST HARTFORD, Conn. George § 
DeLany, 81, manager of the old Stevens- 
Duryea Co. at Chicopee, Mass., some 40 
years ago, was killed Oct. 13 in a fall 
at his home here. 
* * * 
Roy F. Holmes 
BOSTON.—Roy F. Holmes, 68, active in 
the automotive trade in Boston more than 
35 years, serving as sales manager of Hen- 
shaw Motor Co. and Noyes-Buick Co., died 
Oct. 16 
* cd * 
Joseph F. Speroni 
MILFORD, Mass.—Joseph F. Speroni, 35 
president and owner of Speroni Motors 
died Oct. 15 
* * * 
Henry MclIllravy 
MORRIS, N. Y.—Henry Mclllravy 
S83, local auto dealer, died Oct. 15 following 
a heart attack. Mr. Mclilravy operated the 
Ford Motor Sales & Service Garage with 
his son until some years ago 
* 


Angus Fraser 
CRYSTAL LAKE, Ill.—Angus Fraser, 66 
who retired last year as vice-president of 
Commercial Credit Corp. in Chicago, died 
in his home here Oct. 21. He had been 
associated with the company 27 years. 
* * * 
Harry Howlett 
NEW YORK. Police identified a man 
who either jumped or fell from his 15th 
floor hotel room here as Harry Howlett 
44, president of Harry Howlett Studebaker 
Syracuse. Mr. Howlett reportedly was in 
New York to meet his wife on her return 
from a vacation in South America. 





CORRECTION 


The M & L Utility Car Tray advertised 
in the October 23rd Automotive News 
to retail at $9.95 should have been 
$7.50; and made of chromium plated 


This that fits 
under the car dash to hold road maps, 


steel. is a new item 


sun glasses, cigarettes, et cetera. It 
easily pulls out and becomes a writ- 
ing tray or inside serving tray. Deal- 
ers should write M & L Auto Tray Co., 
2537 Tulane Ave., 


New Orleans, La. 


















yew: PRECISION CAST... 
ELIMINATING ALL DIE COSTS 
Quantities as low as 100 may be 
ordered with original design for every 
job! Proof of design submitted for 
approval. Heavily chrome plated. 
Write for details. 
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” PRECISION | 
29th & McKean Sts 
Phila. 45, Pa., Dept. A’ 
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| Goldbricks Can Get Gate 


WASHINGTON.—If your workers are deliberately slowing down 
production, you may now fire them with full protection of the law. 


New York Ford Dealers Elect— 


Ralph Horgan was reelected chairman and 
of the New York District Ford Dealers Assn 


George Montrastelle was reelected treasurer 
. at the group's annual meeting. Seated at 


a luncheon for officers and trustees are (clockwise): Montrastelle, Passaic, N. J.; Raymond 


Marker, New Haven, Conn., retiring secretar 
Ford; Carl Rhodes, J. Walter Thompson Co.; 
bury, Conn.; Walter Eichler, West New York, 


y; Herbert Davies, legal counsel; Jack Haas, 
W. W. Hersey, Ford; William Clayhan, Dan- 
N. J.; Robert Hersh, Elizabeth, N. J.; R. J. 


Copp, Ford; Murry Levine, Brooklyn; T. F. O'Grady, of J. Walter Thompson; W. C. Witbeck, 
Schenectady; Owen Cartwright, Troy, N. Y.; Frank Schaffeld, Ford; J. G. Stewart, Babylon, 
N. Y.; G. W. Patterson, Paterson, N. J.; Donald English, Red Bank, N. J.; Don Jennings, 
Bronx, N. Y.; Louis Haas, Rye, N. ¥.; Arthur G. Baumgartner, executive secretary; N. F. 


Bowe, Ford, and Horgan. 


Dealers Elect Rodgers President . . . 





Pontiac Marks 
17 Years of 


Dealer Forums 


PONTIAC. Pontiac’ division 
called 24 representative dealers, 
representing each of its national 
sales zones, to Pontiac last week 
for a two-day round-table discus- 
sion on current problems and plans. 

This fall marks the 17th year that 
Pontiac has conducted monthly 
open forums between its dealers 
and factory executives. Meetings 
are conducted on a give-and-take 
basis and are attended by top ex- 
ecutives, including the chief engi- 
|neer, purchasing manager, produc- 
|tion manager and others. 

Dealers invited present a cross 
picture of Pontiac’s merchandising 
pattern, since each group numbers 
small and large dealers, from small 
communities to metropolitan cen- 
ters. 

Following the open discussion, 
dealers are asked to make formal 
presentations on how they handle 
specialized aspects of their busi- 
ness, 





Softer Reg. W Sought in Ohio 


(Continued from Page 3) 


deferments and that it is likely no} 
lists of critical activities or essen- 
tial jobs will be prepared. 

J. B. Van Tassel, dealer busi- 
ness management counsel, said 
the primary purpose of manage- 
ment is to hold expenses in line 
with income. He expressed the 
thought that there may be too 
many executives and workmen 
in a concern for the volume of 
work that is to be done. 

Every department of a business, 
he declared, must bear its rightful 
share of the business as a whole. 
There are only two ways, he pointed 
out to make a sick business pay. 
They are to sell more at a profit 
or cut expenses. 

Dr. Alfred P. Haake, industrial 
consultant, declared that the coun- 
try is on its way to socialism and 
called upon every man to take a 
firm stand against it. “It is time 
for very man to stand up and be 
counted,” he declared. No indus- 
try, he asserted, can profit by try- 
ing to damage any other industry. 
Reviewing recent developments in 
Washington, Dr. Haake paid a high 
tribute to Sen. Robert A. Taft of 
Ohio. “Taft is the sort of fellow,” 
the speaker said, “who will not 
take orders from any man.” 

R. O. Perrott, chief of the divi- 
sion of sales and excise taxes, 
thanked the members of the as- 
sociation for their cooperation 
with his department. He asserted 





NEW MONEY-MAKER 


tor service stations, tire shops, auto 
accessories stores—this slick, quick 
way to keep white sidewalls white. 
Specially treated (the cleaner is in 
the pad), this new steel-wool clean- 
ing pad leaves no stain, restores 
whiteness, won't harm rubber. (Large 
bulk package for wash racks). If your 
jobber can’t supply you, order from: 
Las-Stik Mfg. Co., Hamilton, Ohio. 


CLEANING PADS 


ter White Side Wall Tires. 
FREE i Full-size package. Write 


m your business letterhead to Dept. AN. 


that any troubles that the de- 


| partment may have had in the 


matter of automobile taxes did 
not arise with franchised dealers. 


The speaker said that 30 percent 
of the sales tax revenue comes 
from the sale of automobiles. In a 
specified period this year, Perrott 
said, the revenue from the sales 
tax on automobiles amounted to 
$12,000,000, compared with $9,000,- 
000 in the corresponding period last 
year. 

M. R. Darlington jr., managing 
director of the Inter-Industry High- 
way Safety committee, urged deal- 
ers to cooperate in the safety 
movement. He said that accidents, 
delays, inconveniences and parking 
problems result in an economic loss 
to automobile dealers because they 
discourage driving and the purchase 
of new cars. He said that Ohio is 
better than average in the highway 
safety movement, but regretted that 
there is no law in Ohio requiring 
the reporting of accidents. He 
urged that steps be taken to have 
such a law enacted at the coming 
session of the general assembly, as 
well as one for compulsory inspec- 
tion of automobiles. 


Young people should be taught 
to drive, he said. No one should 
be permitted to take the wheel 
of an automobile these days un- 
less he has been thoroughly 
trained in the technique of hand- 
ling a car and coping with con- 
gested conditions on the highways. 
M. Robert Deo, managing direc- 

tor, NADA, said that the coopera- 
tion of every automobile dealer is 
needed in coping with the strin- 
gent restrictions imposed by Regu- 
lation W. 

He told of the program that is 
being worked out by the national 
organization to ease the hardships 
of Regulation W on dealers. Deo 
warned the industry not to be lulled 
by recent favorable developments 
in Washington, because the impo- 
sition of restrictive economic con- 
trols is in the cards. 


Deo said that the Federal Re- 
serve Board does not recognize 
the importance of the automo- 
bile industry or how the rigid de- 
mands it is making affect the 
manufacturers, dealers and em- 
ployes. He suggested to the deal- 
ers that they make their position 
clear to their congressmen, bank- 
ers and customers, and provide 
the national organization with 
factual information, which it can 
use in combatting the “austerity 
program.” 

Ray Chamberlain, convention 
manager for NADA, told of plans 





Forum 


(Continued from Page 4) 


journey, not a destination,” and 
how true this is in the automobile 
business. We all should strive each 
day to make the journey happy 
for ourselves and our customers, 
and to do that we should endeavor 
to and enjoy creating more and 
more customer goodwill, and it will 
make us all feel good all over. 


for the coming national conven- 
tion in Miami, Fla., and R. E. Fo- 
ley, state registrar of motor vehi- 
cles, told of the activities of his 
department. 

The convention closed with a ban- 
quet Tuesday night. Speaker was 
Jimmie Arrington, an editor and 
publisher from Collins, Miss. 

Montgomery county (Dayton) 
dealers reported at the conven- 
tion that the new credit controls 
had reduced new-car sales 33 
percent and used-car sales 40 per- 
cent. Average cancellations per 
dealer are about 20 percent. This 























CELLO DUAL RAIL 
TRUCK GUARD 
CUSTOM CUTOUTS 


CELLO SINGLE 
TRUCK GUARD 





That was the upshot recently 
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of a unanimous NLRB decision 


upholding the contention that “goldbricking” employes can be dis- 
charged, 

Workers, the NLRB ruled, cannot take it upon themselves to 
determine how much work they should do for the pay they receive. 





| situation is said to be typical 
throughout the state. 

A resolution was adopted calling | 
upon automobile dealers to close 
their plants two hours on election 
day in order that employes may | 
vote. 

The following trustees were 
elected: Clifford Jacobs, Cincinnati; 
R. J. Rodgers, Dayton; Dorsey Nev- 
ergall, Sidney; M. R. Purdy, Van 
Wert; Leo Snyder, Napoleon; Paul 
Miller, Jackson; Joseph Hardebeck, 
Wilmington; James L. Saeger, Co- 
lumbus; Ray A. Collingwood, Find- 
lay; Frank A. Link, Sandusky; E. 
N. Sands, Basil; John T. Glackin, 
Mt. Vernon. 


Harold Perry, 
Chester Adams, Cadiz; A, A. 
Parker, Salem; D. L. Wallace, 
Louisville; Lindsey A, Garrett, 
Medina; L. F. Donnell, Youngs- 

| town; Lou Wilsch, Columbus; C. 





Wellington; 


Dabney Thomson, Cincinnati; 
Paul Clough, Piqua; Carl B. Horn, 
Lima; A. F. Schatz, Defiance; E. 
T. Keller, Toledo. 


Orville J. Barrett, Chillicothe; A. 
E, White, Columbus; Walter Gaum- 
blatt, Marion; Kelly Dunn, Port 
Clinton; Robert Mathews, Athens; 
Joseph H. Cope, New Philadelphia; 
R. B. Gardner, Mansfield; R. B. 
Crawmer, Zanesville; Charles A. 
Hodge, Steubenville; P. A. Coppock, 
Wooster; Ray Schorr, Akron; James 
Berry, Cleveland; C. E. Taylor, 
| Geneva. 
| 


Scranton Assn. Gives Car 
SCRANTON, Pa.—A new Nash 


| has been given to the community 
chest here by the Scranton Auto- 
mobile Dealers Assn. 





The 
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Keller 


(Continued from Page 1) 


a part-time basis, which means 
that he will not retire Nov. 25 from 
Chrysler when he becomes 65. 
Keller, in his newly created post, 
“will provide me with competent 
advice in order to permit me to 
direct and coordinate activities 
connected with research, develop- 
ment and production of guided mis- 
siles,”’ Marshall said. 
(Guided missiles are expected to 
be America’s first line of defense.) 
In addition to advising Marshall, 
Keller will act as a consultant on 
guided missiles for the Defense 
department’s research and develop- 
ment board and munitions board. 
While formal announcement of 
Keller’s appointment was being 
made, the Air Force fired its third 
guided missile from the recently 
established long-range proving 
ground at Cape Canaveral, Fla. The 
launching was proclaimed a com- 
plete success but details were not 
disclosed, 


Reese Named President 


By Toledo Dealers Assn. 


TOLEDO. — Bob Reese, head of 
Reese Motors, Inc. (Ford), has been 
elected 1950-51 president of the 
Toledo Automotive Trades Assn. He 
succeeds Don Wearley, Chrysler 
products dealer. 

Others elected are Jim White, 


| Chevrolet, and Art Seltzer, Chrys- 


ler, vice-presidents; Bob Eddy, Carl 
Weissenberger, Dave Rittenhouse, 
and L. H. McClurg, directors. B. 
H. Broadwell remains treasurer. 






STRONGEST The FINEST 


CUSTOM STYLED 100% 
QUALITY DESIGNED and 
MADE UNDER ONE ROOF 


STOCK -DISPLAY-SELL CELLO 


Cello Grille and Trunk Guards 
nd easy way to add extra profits 
and more protection and 


safety to your customers’ cars and trucks. 
Cello guards are specifically engineered to 
save car owners many dollars in costly re- 
pairs. This makes the Cello line easier to sell 


in handsome profits. 


For complete information on the Cello 


line of guards and license frames write to the 


Cello factory today for FREE catalog pages 
and price lists. 


Custom styled for 1950 cars and trucks. Similar guards for 1946- 
49 models. Gleaming beauty. Guaranteed Super-Chrome finish. In- 
stalled in 5 to 8 minutes. Order from your nearest jobber or direct 


from factory. Specify car or truck make and year when ordering. 
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Event Proves a Success... 


Dealer Week Piles Up Goodwill 


Chevrolet dealers in the area gave 





ATIONAL Automobile Dealer|event was a success, Almost every 
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1‘ Week is over, but the shouting 
and the goodwill gained continues. 

From reports of dealer associa- 
tion promotions it appears that the 


dealer in the country threw open 
his doors for open house, but many 
auto firms went even further. 

In Miami, for example, the four 





Silver Flood During Dealer Week— 


The 17 dealers of Sullivan county (N. H.) paid their 206 employes with hard currency 


during Dealer week. 


The total payroll amounted to more than $10,000. 


Briscoe Spencer 


(left), area chairman for the week, and John Graham, chairman of the "'silver dollars day" 
program, are shown checking over the payroll containers. 


N. C. Dealers 





Would Drop 


Prewars from Reg. W 


RALEIGH, N. C.—A resolution 
requesting the Federal Reserve 
Board to eliminate prewar used 
cars from coverage by Regulation 
W has been adopted by the board 
of directors of the North Carolina 
Automobile Dealers Assn. 

At the board meeting, NCADA 
President Tom Williams  an- 
nounced the appointment of three 
committees. Allan Mims, Rocky 
Mount, was named chairman of 
the industry relations commit- 
tee; Jack Steele, Raleigh, of the 
legislative, and M, Brack Wilson, 
Smithfield, safety. 

The industry relations committee 
passed a motion asking that manu- 
facturers reimburse dealers for 
warranty work where the defect 
is traceable to the maker. It was 
also recommended that manufac- 


Prestomatic Goes 
On 97 Percent 
Of Chryslers 


DETROIT. — More than 97 per- 
cent of the cars built by Chrysler 
division this year have been equipped 
with Prestomatic fluid drive trans- 
mission, the division reports. 

The principle of fluid power 
transmission, first introduced by 
Chrysler in 1938, is now being used 
in practically every automatic au- 
tomobile drive on the market, it is 
added. 

The clutch and clutch pedal are 
retained in the Chrysler unit as a 
safety feature. Though seldom used 
in normal driving, the clutch is 
available for ease and safety in 
parking, backing up and “rock- 
ing” the car, 

Prestomatic operates in two rang- 
es in the forward speeds. In the 
driving range there is an accelerat- 
ing gear for getaway and a high 
gear for cruising. 

In the power range there are two 
extra low gears for occasions when 
added power is needed. Shifting in 
each of the ranges is automatic and 
is controlled by the driver through 
the accelerator pedal. 

Prestomatic is standard equip- 
ment on the Windsor, Saratoga, 
New Yorker and Imperial models 
and is available as an option on 
Chrysler Royal models. 


SAE Diesel Parley Set 


For Nov. 2-3 in Chicago 


CHICAGO. — With the Chicago 
section as host, a two-day national 
diesel engine meeting of the Soci- 
ety of Automotive Engineers will 
be held at the Knickerbocker hotel 
Thursday and Friday (Nov. 2-3). 

Gen, Levin H. Campbell, execu- 
tive vice-president of International 
Harvester Co., will deliver the key 
address on the subject of “Looking 
Ahead.” Discussions of automotive 


diesels will be held. 


turers allow dealers 10 percent over 
cost plus transportation and all 
charges, for handling parts and ac- 
cessories, including paint, on such 
claims, 

Prior to the board of directors’ 
meeting, the association’s area 
chairmen convened, President Wil- 
liams told the parley that each 
member should know his legisla- 
tors so that the lawmakers will 
understand a dealer’s problems, 

Williams and Paul Abernethy, 
Charlotte, NADA director, reported 
alltime high membership for both 
the state and national associations. 

Williams said NCADA had 
added 87 new members, bringing 
the total to 1,049, and Abernethy 
said 96 new NADA members were 
added, bringing the state total 
to 950, 

Members of the 
tions committee are: 
(Buick), Asheville; Wilson Uzzle 
(Cadillac), Durham; Odell Sapp 
(Chevrolet), Salisbury; Grady Ran- 
kin jr. (Chrysler), Gastonia; B. P. 
Sherer (DeSoto), Shelby; Wilson F. 
Yarborough (Dodge), Fayetteville; 
Allan Mims (Ford), Rocky Mount; 
S. D. Lovelace (Hudson), Wilson; 
Robert Vernon (Kaiser - Frazer), 
Raleigh; Joe P. Temple (Lincoln- 
Mercury), High Point; R. T. Dolan 
(Nash), Charlotte; E. B. Gamble 
(Oldsmobile), High Point; Flake B. 
Chipley (Packard), Rocky Mount; 
Clyde H. Harriss (Pontiac), Salis- 
bury; W. H. Stevens (Studebaker), 
Winston-Salem; Judson B. Smith 
(Willys), Greensboro, and H. A. 
Marks (trucks), Wilmington. 


industry-rela- 
Walter Deal 


Boston 


a 





Ad Plugs De 


William A. Plunkett, 





| pictures 





Bel-Airs to the football coach 
and athletic director of the Uni- 
versity of Miami before 40,000 
fans in the Orange bowl. The 
presentations took place during 
the U. of M.-Boston university 
game. 


The four dealers are Lubby Chev- 
which broadcasts U. of M.| 
games; Southland Chevrolet, Beach | 


rolet, 


Chevrolet, of Miami Beach, and 


Theil Chevrolet, Coral Gables. 


A proclamation of dealer week 
was issued by Mayor Wolfarth of 


Miami. Ben McGahey (Chrysler- 
Plymouth) was local chairman of 
the week. 


Daily News carried the dealers’ 
message to the community. 
. * « 


ANY other associations used 
- newspapers to boost the event. 
The Minneapolis Automobile Deal- 
ers Assn. purchased a full page in 
the Minneapolis Sunday Tribune to 
announce a contest in which three 
television sets would be given 


| away. 


The ad was illustrated with 
of most current car 
models. It also listed the names 
and addresses of the 56 members 
of the association. 


Minneapolis dealers also pur- 
chased five pages of the same is- 


sue to list their “red tag used-car | 


specials.” The autos described were 
advertised as “a franchised dealer 
used car.” A headline on each page 
told the public that it was National 
Automobile Dealer Week, 


PATA Donates 
10 School Cars 
During ‘Week’ 


PHILADELPHIA. 
National Automobile Dealer Week 
activities of the Philadelphia Auto- 
mobile Trade Assn. was the presen- 
tation of 10 dual-control automo- 
biles for use in the driver-training 
program of the city’s senior high 
schools. 

Edward J. Ronan, president of 
PATA, made the presentation on 
behalf of the dealers. When the 
ceremonies were complete, the cars 
were driven to the schools so that 
the program could get underway 
at once. 

Two Fords, two Chevrolets, two 
Plymouths, two Dodges and two 
Pontiacs were contributed by re- 
spective dealer groups. 

Another event during the week 
was the presentation of PATA’s 
distinguished service award to 
Walter H. Annenberg, editor and 
publisher of the Philadelphia In- 
quirer, which also operates radio 
station WFIL and television sta- 
tion WFIL-TV. 





, 
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aler Week in Boston— 

executive vice-president of the 
Dealers Assn., congratulates Frank H. Wing, representing the new-car dealers of Common- 
wealth Ave. on their unique advertisement depicting their respective locations on auto 
row. Members of the group are Fred Ordway, C. Norman Fay, John E. Maloney, Charles 
N. Kane, Frank H. Wing, Nisham Atamian, Robert B. Kayser jr., Roy V. McCormack, Alvan 


T. Fuller jr., John R. McBeath and Loren C. White. 










- Highlight of | 














| Pontiac Chief Feted for Service— 


Harry Klingler (standing) celebrated his I7th anniversary as Pontiac general manager 


| last week. 
W. L. Criger, 


An informal luncheon at the factory marked the occasion. 
display manager; J. H. Otis, accessories manager; Klingler; Arnold Lenz, 


Left to right are 


assistant to Klingler; Jerry Schulte, zone manager, and Dan Holbel, central office manager 
A 12-page section of the Miami C. ©. Johnson, axle plant manager, faces Klingler. Klingler received a matched set of 


smoking pipes. 


UAW Also Hits Harsh Curbs... 





industries involved has had op- 
portunity to make recommenda- 
tions to meet the problems which 
the regulations are supposed to 
solve.” 

The harsh terms of Regulation W 
|were also lambasted at eight state 
dealer association conventions. Aim- 
ing their convention fire at the 
|FRB were the following state 
dealer groups: Delaware, Florida, 
| Georgia, Maryland, Minnesota, Mis- 
|sissippi, Ohio and Pennsylvania. 

| + ca * 


| 
JrEDERAL lawmakers were begin- 


| began to take action. The Kentucky 
|Automobile Dealers Assn., for in- 


congressmen and one senator, all 
of whom said they would report 
the complaints to the FRB. 


One of the Kentucky congress- 
men, Thurston B. Morton of Louis- 
ville, said: 
and based on the facts at my com- 


limit too short. 


FRB.” 
Rep. 
South Bend, Ind., said he has 
written both President Truman 
and FRB Chairman Thomas B. 
McCabe, telling them of the 
“heaps of complaints” which have 
been “showered” upon him by 
dealers. He asked that “remedial 
changes” be made in the law. 
Congressman Homer D. Angell 
told the Automobile Dealers Assn. 
of Portland (Ore.) that the new 
credit controls are a “serious mis- 
take which could lead to wrecking 
the present American economy.” 


* * * 


T ANGELL’S suggestion, 
Congress and the Administration 





group indorsed a resolution that 


ning to take notice of dealers’ | 
complaints, and more than a few! 


stance, reported answers from four | 


“In my own judgment, | groups to the heads of local banks, 


mand, I consider the 15-month time | 


I have already | 
taken this subject up with the! 


Thurman C. Crook of | 








Lawmakers Joining 


Reg. W Battle 


(Continued from Page 1) 


cutting time sales payments to 15 
months. 

Sen. Ives said a “most careful” 
check of the situation had con- 
vinced him that the latest regula- 
tion “will cause great hardships, 
not only for automobile dealers, but 
for many prospective purchasers of 
moderate means who need cars and 
cannot meet these latest credit re- 
quirements.” 

The coordinated assault of the 
NADA and state and local dealer 
groups was moving along these 
lines: 

1. Polling of members for spe- 
cific facts of the impact of the 
15-month time limit on the retail 
automobile selling business. 

2. Contacting by individual deal- 
ers and dealer groups of senators 
and congressmen, urging that they 


| protest to the FRB for amendment 
|of the 15-month ruling. 


the | 
| payment limits, effective Oct. 16. 





ease restrictions on sales financing. | 


Angell also promised to telegraph 
a protest to the FRB. 

Paul T. Graves, executive vice- 
president of the Detroit Auto Deal- 
ers Assn., reported that Sen. Fergu- 
son of Michigan told him that facts 
and figures were the only weapons 
which could be used in petitioning 
the FRB to amend the regulation. 

The DADA, like virtually every 
other state and local dealer group 

in the country, is conducting a 

poll of members on the effect of 

the new terms on new and used- 
car sales, used-car prices and 
order cancellations. 

Rep. Louis C. Rabaut of Detroit 
said he has been “swamped” with 
dealer protests. Rabaut said he has 
written the FRB that the “un- 
timely imposition” of Regulation W 
has “brought crisis conditions” to 
the retail automobile business. He 
asked that the FRB “temporarily 
rescind (Regulation W) until such 
time as defense production is more 
than a blueprint in its relation to 


Massachusetts State Automobile|the auto industry.” 


* * * 


EN. IRVING M. IVES of New 
York telegraphed the FRB, urg- 
ing “as strongly as possible” re- 
scinding of the board’s action 


3. Protests by dealers and dealer 


Federal Reserve banks and Federal 
Reserve branch banks. 
- + * 
HESE are the main avenues of 
attack. Many associations are 
also advising dealers to enlist the 
services of customers, either by 
advertising or direct contact, urg- 
ing that the customers protest the 
new credit restrictions by writing, 
their congressmen. 

Associations and lawmakers have 
been making capital of the fact 
that the FRB ignored section 709 
of the Defense Production act of 
1950 in clamping down on credit. 

Section 709 provides that a hear- 
ing be granted to members of the 
industry affected by any control 
action taken by the board. The 
FRB consulted no segment of the 
industry before tightening time- 


Resolutions of protest poured in 
from associations all over the 
country. The Oklahoma Automo- 
bile Dealers Assn. adopted a 
resolution protesting the “inequi- 
ties, discriminations and injus- 
tices imposed upon the retail 
automobile industry by the terms 
and conditions of Regulation W.” 
The Lincoln (Neb.) New Car 

Dealers Assn. authorized President 
Harold Galloway to make “vigor- 


| ous protest” against the FRB’s rul- 
|}ing. Manager John B. Quinn of the 
| Nebraska New Car Dealers Assn 





(Continued on Page 33, Col, 2) 





NADA Preparing Ads 


On ‘Drastic’ Curbs 


WASHINGTON. — The NADA 
announced here last week that 
it has in preparation suggested 
display advertisements dealing 
with the “discriminatory effect 
of existing credit regulations 
upon automobile purchasers.” 

Fred L. Haller, NADA presi- 
dent, said the ads are being 
prepared for local use by dealers 
and dealer groups. The NADA 
will suggest the ads be run by 
groups “on behalf of the buying 
public,” Haller said. 
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On the Financial Front. . 


Analyst Cites Danger 
In Credit Move 


By George Deery 
Associate Editor 

“TUDENTS of the business and 
+7 investment scene have now had 
time to release their reactions to 
the blow dealt to the auto indus- 
try in the more stringent credit 
curbs. Harold B. Dorsey, president 
of Argus Research Corp., New 
York, says the new rules look 
“rather rough.” 

“In this effort to curb inflation 
potentials—in this effort to reduce 
civilian demand to make way for 
the forthcoming increase in mili- 
tary demand—the authorities in 
Washington are giving the im- 
portant residential construction 


Knetzer Trustee 
Opens $5 Million 
Refund Suit 


ST. LOUIS. — Suits seeking to 
recover almost $5,000,000 from per- 
sons who allegedly had business 
transactions with Robert L. Knetz- 
er, bankrupt automobile dealer of 
Edwardsville, Ill., have been filed 
in the U. S. district courts in St. 
Louis and Springfield, Il. 

William Durham, trustee in bank- 
ruptcy, asked the St, Louis federal 
court to require 252 persons in the 
eastern district of Missouri to re- 
turn down payments received from 
Knetzer within four months of his 
bankruptcy. The amounts sought 
from each individual range from 
$1,000 to $5,000, making a total of 
about $500,000. Durham contends 
the refunds from down payments 
made with Knetzer on orders for 
new automobiles constituted pre- 
ferred treatment over other cred- 
itors. 


In Springfield, Durham filed suit 
for $4,000,000 against four resi- 
dents of that community, alleging 
they conspired to buy cars for 
Knetzer without using his name. 
Named as defendants are Mitchell 
and Esther Brown, owners, Top 
Dollar Auto Sales Co., and Jack 
and Anna Wolff, former Spring- 
field dealers. 

The petition alleges that there 
was a fraudulent agreement be- 
tween the Browns and Wolffs and 
Knetzer giving them preference 
over other creditors. 

In other suits at Springfield, re- 
covery of $90,000 is sought from 
three persons on the ground that 
they received preference in get- 
ting refunds from Knetzer. Dun- 
ham seeks $44,000 from Thomas 
Adkins, Prentis, Ill.; $38,000 from 
Clem Bothman, Edwardsville, II1., 
and $8,000 from the administrator 
of the estate of Robert R. Peck, 
Decatur, IIl. 

Several other suits of a similar 
nature have been filed in Spring- 
field and other cities. 





Auto Stocks 
Oct. 23 Oct. 16 


Chrysler .......... 79%, 18% 
CY civics scan 38% 3 
General Motors .. 51% 51% 
Hudson .......... 17% 16% 
Kaiser-Frazer .... 7% 7% 
Nash-Kelvinator .. 19% 19 
Packard .......... 3% 4 
Studebaker ....... 33% 34% 
NOEs oc ict snsse 05 05 
Willys-Overland .. 8% 8% 
Average for —— —— 
10 Stocks ....... 22.45 22.30 





Personal follow-up 
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for GREATER RESULTS “*” 


SINCE 1932 


CUSTOMER CONTROL, INC. 


industry and the consumers’ dur- 

able goods industries a rather 

rough treatment,” he states. 

“These industries represent very 
dynamic segments of the economic 
structure, and we should be aware 
of the magnitude of the distortions 
that are taking place. 

+ * * 

F IT were not for the promise of 

sharply rising military expendi- 
tures, declines of 33 percent to 50 
percent would be a very serious 
matter, indeed. 

“A decline from 21 months to 
15 months for the period of amor- 
tizing an automobile installment 
debt means that the monthly 
payment would be increased by 
40 percent. 

“That increased ‘fixed charge’ | 
against the average personal in- 
come is likely to keep quite a few 
people from buying cars. In vary- 
ing degrees, it will be more diffi- 
cult to buy other types of consum- 


| general sales manager, 





ers’ durable goods,” Dorsey de- 
clares. 

* * * 
Chrysler Split Denied 


tl rumor of a split in Chrys- 
ler stock was deflated Thurs- 
day when President K. T. Keller 
said “The only conversation I 





Ford Dealer Council Meets— 





Elected representatives of the 6,400 Ford dealers from all sections of the country attended a four-day meeting in Dearborn to discuss 


factory-dealer relations, sales plans and new products for the coming year. rs , 
| conferred with L. D. Crusoe, vice-president and general manager, Ford division; Walker A. Williams, sales vice-president; L. W. Smead, 


and other company executives. 


Ford division, 
Fla.; Crusoe; Smead; Williams; 


E. T. Zweifel, 


The 12 members of the National Ford Dealer Council 


Seated (left to right) are: Walter A. McRae sr., Jacksonville, 


Evanston, Ill. Standing (left to right): J. D. Ball, manager, product sales and service, 


Ford division; W. T. Robey, Buena Vista, Va.; R. M. Stoudt, Jamestown, N. D.; A. D. Rayl, Hutchinson, Kans.; J. E. Bryant, Oakland, 
Calif.; A. A. Claverie jr., Gretna, La.; Daniel M. Keyes, Poughkeepsie, N. Y.; Verner J. Spohn, Etna, Pa.; W. P. Watkins, Mt. Vernon, 
Wash.; C. J. Hart, Indianapolis; John C. Gaking, Sandusky, O., and Frank J. McGinnis, manager of the administrative department, 


Ford division sales. 


have heard on the subject has 
been outside the company, not 
inside it,” adding that the com- 
pany has no plans to divide its 
shares. 

Brokerage houses have attrib- 
uted a considerable part of the 
recent rise in Chrysler to rurnors 
of a split. Keller made the state- 
ment at a press conference after 
his appointment to head the gov- 
ernment’s guided missile project. 





Many Congressmen Join 


War on Tight 


Credit 


(Continued from Page 32) 


alerted all dealers 
telegram. 

Stacy Rowell, president of the 
Miami Used Car Dealers Assn., and 
several other Miami dealers went 
to Washington to protest the new 
curbs. Florida’s congressional dele- 
gation was also bombarded with 
telegrams of protest from dealers. 

» * ” 

AMES C. BYRNES, president of 

the Springfield (Mass.) Automo- 
tive Dealers Assn., filed protests in 
Washington and said members of 
the association are asking custom- 
ers to appeal to their congressmen 
to “rescind this arbitrary and un- 
necessary measure.” 

About 100 dealers and salesmen 
from eastern Iowa signed a petition 
condemning the new credit curbs 


and sent copies to Iowa’s congres- | 


sional delegation and NADA. 
Vincent J. Neu, Davenport 
Oldsmobile dealer, and a_ past 
president of the Iowa association, 
said “many dealers .. . will not 
remain in business beyond the 
first of the year, if then, if the 





Paint Welcome 
Dealer’s Windows Open 
To Halloween Kids 


DETROIT.—Hundreds of Detroit | 


and neighboring community young- 
sters will stay out of mischief this 
Halloween under a_ special plan 
devised by Don McCullagh (Chev- 
rolet), 16700 Harper. 

Huge display windows at the 
dealership will be “fair game” to 
all the children to paint to their 
hearts content in an effort to win 
prizes. 

The “window painting 
is being held in conjunction with 


| McCullagh’s first birthday party. 
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}perience has been had with 
contest” | 





in a_ special| regulation is not wiped out en- 


tirely, at once.” 

The Automobile Dealers Assn. of 
Southern California, a used-car 
group, denounced the new terms 
as “arbitrary, unreasonable, capri- 
cious and bureaucratic.” The asso- 


ciation sent a protest resolution to | 


the FRB, the National Security Re- 
sources Board and Dr. Alan Valen- 
tine, new economic stabilization di- 
rector. 
* * * 

HE New Mexico Auto Dealers 

Assn. passed a resolution pro- 
testing the new terms and request- 
ed all New Mexico senators and 
congressmen to telegraph the FRB 
demanding immediate recision of 
the ruling. 

The Texas Used Car Dealers 
Assn. and the Authorized New Car 
Dealers Assn. of Dallas both passed 
resolutions blasting the FRB for 
its “hasty, ill-conceived” action. 

The two groups were joined by 
the Texas Assn. of Finance Com- 
panies, Charles F. Bacon, presi- 
dent of the group, said the new 
controls would drive out of busi- 
ness one-fourth of the new and 
used-car dealers in Texas, 

R. L. Busby of the Motor Sales 
Co., Inc. (Nash), Lake Charles, La., 
released a telegram he received 
from Bruce Tucker, administrative 


assistant to Sen. Long of Louisiana. | 


The telegram noted that the FRB 


has “sufficient authority to modify | 


its regulation later, if experience 
under it indicates it is too restric- 
tive or oppressive. Sen. Long will 


keep in close touch with the situa- | 


tion and will be glad to present any 
factual information you may de- 
velop as operation under regulation 
proceeds. The FRB will not agree 
to its modification until some ex- 
its 
operation.” 
+ * 


* 
RESIDENT F. O. RICE, of the} 


Arkansas Automobile Dealers 
Assn., said that more than 70 per- 
cent of Arkansas’ potential auto- 
mobile purchasers have been elim- 
inated by the new terms. He lab- 
eled the order as “unwarranted, 
unnecessary and un-American” in 
telegrams of protest to Washington. 

The Philadelphia Automobile 
Trade Assn. wrote its federal 
delegation and the FRB that “the 
21-month limitation had succeed- 
ed in stabilizing the market so 
that further restrictions are un- 
necessary.” 

The Buffalo Automobile Dealers 
Assn. wired both the state and 
national dealer organizations to 
“make every effort to have the 
new controls liberalized.” 








awanda, N. Y., has opened. Charles 
Bernhardt Op oe J. Bernhardt recently purchased 
Bernhardt Motors, Inc. (Chrysler-|the business from Packard & Brin- 


Plymouth), 377 Delayare Ave., Ton- ker Motors. 
























Business Gains Shown 
in Metropolitan Toledo 


Tremendous Percentage 
Increases Pile Up in 
Sales, Employment and 
Factory Census 


The population of Metropolitan Toledo has in- 
creased 14% in the past ten years. Business 


gains too have been tremendous: * 


Retail Sales 
Wholesale Sales 
Manufactures 
Factory Payrolls 


up 209% 
up 287% 
up 251% 
up 380% 


Business gains — far beyond increases due to in- 
flation— reflect the great vitality, productiveness 
and purchasing power of the Toledo Market. 


“Who Reads What in this Rich Market,’’ and other 
pertinent market data, sent on request. Inquiries 
on marketing problems in any specific field receive 


prompt attention. 


*Census Bureau report based on 
comparisons between 1947-48 


and 1939 census of business. 


TOLEDO BLADE-TIMES 
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AUTOMOTIVE NEWS, OCTOBER 30, 1950 











34 
Car Production Estimates 
e 
By Automotive News 
PASSENGER CARS 
(U. 8S PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Oct., to to 
Oct. 28, Week, Oct. 21, 1950, Oct. 29, Oct. 28, 
1950 1949 1950* to Date 1949* 1950* 
CHRYSLER , 37,769 29,456 37,877 149,397 982,266 974,791 
Chrysler 5,928 3,726 6,043 23,766 130,825 136,543 
DeSoto 3,966 2,744 3,886 15,633 95,263 99,182 
Dodge 10,044 9,067 10,117 40,354 266,737 271,353 
Plymouth 17,831 13,919 17,331 69,644 489,441 467,713 
FORD ... 33,819 22,704 37,954 137,011 906,967 1,361,421 
Ford 27,488 17,900 29,794 109,708 706,122 1,055,026 
Lincoln 759 543 635 2,261 31,568 28,854 
Mercury 5,572 4,261 7,525 25,042 169,277 277,541 
GENERAL MOTORS . 63,348 46,059 62,445 240,512 1,917,661 2,546,495 
Buick .... 10,924 7,876 10,948 40,257 342,732 456,319 
Cadillac . ‘ 3,047 1,760 2,615 10,644 74,399 92,283 
Chevrolet 31,952 23,531 31,349 124,333 963,260 1,278,573 
Oldsmobile 7,729 5,670 7,673 28,769 249,517 328,089 
Pontiac ..... 9,691 1,222 9,360 36,509 287,753 391,231 
KAISE R-FRAZE R 3,856 5,135 20,204 57,982 117,723 
Frazer ; Gitaenie. _ \ciuaiiaae 6,461 10,109 
Kaiser .......... ‘ 3,856 hoes 5,135 20,204 51,521 107,614 
CROSLEY ..... 196 110 226 713 1,877 5,918 
SEEPETEDES Svecesscovervsosce 2,954 2,182 3,049 9,939 123,100 112,999 
BOM exccsesescenss 3,981 3,706 3,946 15,796 124,335 159,790 
PACKARD ........ ‘ 2,646 1,594 2,575 10,730 96,402 53,298 
STUDEBAKER. .... 3,009 5,601 1,620 7,282 188,567 227,613 
WILLYS-OVERLAN Dt 878 1,219 864 3,384 29,119 31,187 
Total Cars, U. S. 152, 451 112,631 “155, 191 594,968 4,434,276 5,591,285 
‘+Station wagons and Saapabans. . *Revised. —— = re 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Oct., to to 
Oct. 28, Week, Oct. 21, 1950, Oct. 29, Oct, 28, 
1950 1949 1950* to Date 1949* 1950* 
CHEVROLET 9,628 5,913 9,332 38,235 337,686 415,395 
CROSLEY 22 2 13 54 302 427 
DIVCO ........ 109 94 168 435 3,140 3,994 
DODGE ..... 8,724 2,774 3,704 14,685 130,636 95,977 
FEDERAL . 45 35 20 180 1,343 1,516 
SEE Scsuavcotsedeoses ’ 6,659 5,345 7,106 26,233 208,347 299,654 
GMC . 2,188 1,242 2,043 8,684 74,144 89,928 
INTERNATIONAL 12 548 x 44 101,179 83,050 | — 
aE 40 200 343 788 6,124 8,835 
ER alisesiscedieien 324 51 310 1,283 3,141 6,496 
STUDEBAKER . 1,048 1,072 1,072 3,404 56,342 41,536 
WHITE ......... 405 200 403 1,513 7,008 11,800 
WILLYS-OVERLAN D. 1,284 1,278 1,265 4,979 43,465 37,624 
MISCELLANEOUS . $17 341 289 1,169 16,242 12,557 
Total Trucks, U, S. 25,805 19,095 26,076 101,686 989,049 1,108,789 
Total Cars, Trucks 
U.S. . oes 178,256 131,726 181,267 696,654 5,423,325 6,700,024 | 
Total Care, Tracks 
ae 8,012 5,341 8,086 ‘31 415 241,762 — 324,224 
~ Grand Total, 
Cars and Trucks 
U. S. and Canada 186,268 137,067 189,353 728,069 5,665,087 7,024,248 


"Revised. — Miscellaneous includes Autocar, Corbitt, 





October Auto 


Is Third Highest 


(Continued from Page 1) 


Ford plants the week before was 
responsible for U. S. plants turning 
out 155,191 cars and 26,076 trucks— 
a total of 181,267 vehicles, or about 
4,000 more than had been antici- 
pated. 
. * > 

((TeROUGH last week U. S. plants 

so far in 1950 had produced an 
estimated 5,591,235 cars and 1,108,- 
789 trucks for a total of 6,700,024 
vehicles. They should wind up Oc- 
tober with a 10-month accounting 
of 5,652,000 cars and 1,119,000 trucks 
for a total of 6,771,000 units. 

That will still leave U. S. plants 
1,229,000 cars and trucks to build 
in November and December, or 
an average of 614,500 units per 
month, if they are going to pro- 
duce 8,000,000 vehicles in 1950, 

Will U. S. plants do it? Well, as 
of last week, most observers thought 
their chances looked better than 
ever, despite the fact that change- 
over operations at some plants will 
cut into November volume. 

Ford, scheduled to close about 
Nov. 7, has already announced that 
its down time will not require more 
than six days. At Chevrolet, it is 
expected that changeover opera- 
tions may not even take that long. 

* * . 
(ptaEr plants are seen likely to 
produce at about the same rate 
as in October, with increases pos- 
sible at Hudson, Nash, Studebaker, 
Packard and Kaiser-Frazer. 

Anticipating that most plants 
will observe a long Thanksgiving 
day weekend, observers say they 
aren’t being too optimistic in ex- 
pecting that November production 


Marmon La Brockway, ‘Four-Wheel 


Output 


in U. S. plants will yield 545,000 
cars and 105,000 trucks for a total 
of 650,000 vehicles. 

November truck production in 
U. S. plants could be 12,000 units 
higher if a strike of Internation- 
al-Harvester plants is soon set- 
tled. 

In December, the observers see 
increased production by Ford and 
Chevrolet offsetting model change- 
overs which will be made at other 
plants. 

* * * | 

ITTLE justification can be found 
4 for fears that steel shortages 

through the next two months will 
prevent U. S. plants from attain- 
ment of the 8,000,000 car and truck 
production goal. 

National Production Authority 
orders covering steel have not 
yet had any effect on the auto 
industry’s supply of that mate- 
rial. Steel supplies are still tight, 
but they aren’t any tighter than | 
they were before the NPA orders 
were issued, 


| 
| 
| 
| 
j 





In fact, some observers feel that 


the NPA manifesto has stopped ex- Nationally-known manufacturer and dis- 
cessive stockpiling of steel by some ithuter of an Gulomelive 


firms with defense orders that can’t 


possibly use it for a few months retail dealers, has attractive proposition 


yet. 


There seems to be only one fly|area, contacting car manufacturers and 
in the ointment as far as the pro-| local dealers. 


duction outlook is concerned—the 
sales-stifling credit controls. Pro- 
duction in the past two weeks has 
been rapidly building up dealers’ 
stocks, even though such stocks 
were well below normal: a month 
ago. 





[Doss Advice to Dealers: 





Push Selling, Fight Reg. W 


(Continued from Page 2) 


relatively high levels for the fore- 
seeable future. 

“And I might add,” he told this 
writer, “that the rate of produc- 
tion for civilian use is necessary 
to pay for the arms we need to 
protect the nation.” 

* + * 

OSS said: “It may well be that 

in the guns-and-butter years 
ahead, dealers will be called upon 
to demonstrate their skills in the 
job of selling products. Several 
postwar periods where the sellers’ 
market shifted to the buyers’ mar- 
ket, dealers put their shoulders to 
the wheel and demonstrated that 
they could do the job. Their suc- 
cess was clearly shown during those 
periods by the fact that production 
did not fall off, even though any- 
one could walk in and drive off 
the showroom floor with their new 
car. 

“I'd like to pay tribute to the 
accomplishment of Nash dealers 
in this respect. In past periods 
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Reaching an estimated 9OsC 


Rates: EIGHTEEN CENTS (18c) 


rates to encourage this classification 


as one word. Ads may be 


care of Automotive News, Detroit 


replies are forwarded, unopened, the 


WANT AD DEPT 








Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 








HELP WANTED | 





SERVICE 
MANAGER 


One of the largest and oldest automobile 
dealerships in the southwest, with 135 em- 
ployes, including 70 in service depart- 
ment, now averaging over $38,000 service 
volume per month, has opening for top 
man with proper ‘qualifications. Present 
service manager going into private busi- 
ness. Requirements include age 30-50, 
current experience as service manager 
(preferably with General Motors prod- 
ucts), good health and exceptionally good 
management ability. Applicant must be 
able to handle service promotion and 
be exceptionally capable regarding per- 
sonnel direction. Excellent living condi- 
tions in one of the world's most healthy 
climates. Compensation will encourage 
top men. If interested, write describing 
full qualifications. Application forms will 
be provided upon request and interviews 
arranged where practicable. 


GALLES MOTOR 


Chevrolet—Oldsmobile—Cadillac 
Box 1332 Albuquerque, N. M. 


wanted by an old es- 
tablished dealership in a Connecticut 
town one hour out of New York city. | 
Modern buildings and ideal working con- | 


FORD MECHANIC 


ditions A permanent position for an | 
experienced man Reply Box 4592, c/o 
Automotive News, Detroit 26. 





WANTED — Wholesale representative for 
southwestern Kaiser-Frazer distributor- 
ship. Kaiser-Frazer experience preferred. 


Excellent climate and educational ad- | 
vantages. Permanent. References re- 
quired. El Paso Motor Co., 1324 Texas | 


St., El Paso, Texas. 





Detroit Representative | 


line used by 


for sales representative. Work in Detroit 
Write for interviews, giving 


complete information. Confidential. 


BOX 4571, 
c/o Automotive News 
Detroit 26 








PER WORD for each insertion 


ors 


AUTOMOTIVE 


down, they took off their coats 

and applied selling know-how. 

They did their part to keep Nash 

production high. 

“There are, of course, many types 
|of successful dealers, but overall 
it is the well-balanced, aggressive 
dealer who is best able to meet 
changing conditions,” Doss _ said. 
“He keeps all his departments in 
fighting trim; his sales staff is 
trained and equipped to go after 
orders when demand slackens, His 
service staff is able, efficient and 
courteous, building a backlog of 
satisfaction among customers who 
will buy cars in the future. His 


| when the competitive chips were 


used-car operation moves swiftly, | 


keeping abreast of market condi- 


tions and selling cars in the same) 


market in which they were pur- 
chased. He knows that his service 
department is a stabilizing influ- 
ence in new-car sales and the back- 
bone in meeting changing condi- 
tions. 

“It not only builds goodwill, but 
when efficiently run, absorbs most, 


eV be yr | 


engaged in all branches 


Cash odvance 


the benefit of our employing readers 


signed with your full name and address at regular rates 
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HELP WANTED» 


GENERAL MANAGER 
WANTED 


One of the largest metropolitan Chevro- 
let dealers in the midwest has an opening 
for a man over 35 to fill the position of 
General Manager. The man we want 
must be presently employed in a man- 
agerial capacity. He has gone as far 
as he can in his present position and 
wants an opportunity for greater ac- 
complishment. He must have extensive 
sales executive experience and be a 
proven administrator with the ability to 
deal fairly and considerately with people. 
This is a tough job. 

He must have an analytical mind and 
be accustomed to think and plan intel- 
ligently. He can lead, direct and con- 
trol all branches of a fast-moving, big 
business. He must be able to prove all 
these requirements. 

Please send complete information regard- 
ing education, background, business ex- 
perience and personal qualifications. No 
investigation will be made until after a 
personal interview and your consent is 
obtained. 


Address Box 4603, 
c/o Automotive News, 
Detroit 26 





SERVICE MANAGER. Chrysler products 
experience preferred. Substantial salary 
and percentage for a man _ thoroughly 
qualified to take complete charge of serv- 
ice department. Reference, experience and 
photographs required. Confidential. Large 
dealer for 22 years with modern facil- 
ities located in large Arizona city. Box 
4533, c/o Automotive News, Detroit 26. 


UTO (FORD). Assistant service man- 
ager. If you have mechanical experience 
on Fords and wish more pay with a 
chance for advancement, here is your 
opportunity. 
incentive bonus. Excellent working con- 
ditions. Write qualifications in full, Box 
4580, c/o Automotive News, Detroit 26. 


SALESMAN WANTED by well introduced 
N. Y. manufacturer of wiping cloth. Com- 
petitive, excel. commission. Box 4581, c/o 
Automotive News, Detroit 26. 





=i i 











Sales Manager under 45 years of age. 
Must have successful volume profit deal- 
ership experience, handle used cars on 
30-day turnover, volume and net profits 
almost unlimited, established dealership 
—popular line of cars—Chicago area. 
Good salary plus percent net profits— 
payable monthly. Send experience detail 
and recent photograph. Replies confi- 
dential. Box 4572, c/o Automotive News, 
Detroit 26. 

TRUCK COMMERCIAL 
large Chevrolet dealer 


MANAGER for a 
in the midwest. 


Salary and bonus arrangement for the 
right man. Reply with full details to 
Box 4590, c/o Automotive News, De- 
troit 26. 





OFFICE MANAGER and head accountant 
by G.M. dealer—yearly volume $2,000,000. 
Must be well qualified to handle large 
volume and give proper supervision. State 
age, business background including em- 
ployment past 5 years, schooling and 
salary for past 5 years. Please furnish 
photograph; advise family and draft 
status. Apply Box 4591, c/o Automo- 


of the automotive industry from Maine to California 


BUILDING 


$80 per week salary plus | 


COMBINATION GENERAL MANAGER— | 


if not all, of the fixed expenses of 
the dealership,” he asserted. 
* * ” 

OSS showed this writer a letter 

from G. C. McRae, Nash dealer 
in Decatur, Ala., who declared that 
“the present Regulation W legis- 
lates the sale of low-priced cars. 
The amount of months should be 
based on the price of the car.” 

For example, McRae declared 
that “if a car sells for $1,500, give 
the buyer 15 months to pay. If it 
sells for $2,400, give him 24 
months to pay. The fairest regu- 
lation would be to use 15 months 
as minimum and 24 months for 
maximum.” 

Doss revealed a new “gimmick” 
|he now sends to each new Nash 
buyer, along with a “welcome” let- 
ter from the sales vice-president 
\It’s a celluloid calendar for the 
wallet or purse; on the back is a 
| digest of important items from the 
|Nash Owner Manual, 
| Doss points out that too few 
owners ever read their car manual 
; thoroughly. 
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POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 9 cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 
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| AUTOMOTIVE GENERAL MANAGER, 
excellent background twenty-seven 
years’ experience, General Motors-Chrys 
ler dealers. Service-parts-sales. Special- 
ist in service management, low cost used 
car conditioning. Shrewd used car ap- 
praiser Intelligent parts control and 
merchandising. Excellent record in new 
and used car sales. Seeks opportunity, 


| invest $10,000, services, for interest or 
partnership in dealership. Box 4594, c/o 
Automotive News, Detroit 26. 





GENERAL MANAGER. Trained by Gm 
and Chrysler on Chevrolet, Buick, Plym- 
outh, Dodge, Chrysler to solve dealer 
problems on the ground. Years with 
dealers provide background for handling 
sales training, compensation, used car 
operations and new car volume opera- 
tion. Qualified, good health, no habits, 
earning basis, immediate. Box 4540, 
c/o Automotive News, Detroit 26. 





|GENERAL MANAGER, Hull-Dobbs trained 
desires position with dealer who wants 
help putting in a volume operation or 
managing dealership if owner wishes to 
‘slow down"’ or has other interests, Will 


also buy part or all of dealership if 


owner wishes to gradually get out or 
retire. Any make considered, All re- 
plies strictly confidential. Box 4582, c/o 


Automotive News, Detroit 26. 


EXECUTIVE 
“AUTOMOTIVE” 
Would like to represent a manufacturer 
in Pittsburgh and Tri-State area. 
of qualifications and character 


Finest 
references available. 

Box 4589, 

c/o Automotive 

Detroit 26. 





News 





| USED CAR MANAGER. Age 42, 15 years 
experience, recently sold own business in 
the east. Really capable of merchan- 
dising used cars and trucks. Desires 
position with active ‘‘Big 3’’ dealership 
| in Florida or Texas. Box 4583, c/o 
Automotive News, Detroit 26. 





SERVIC E MAN: AGER desires position with 
Nash dealer. I have had 15 years’ expe 
rience in Nash _ service. I do not use 
liquor and can give the best of recom 

| mendations and references Box 4593 

c/o Automotive News, Detroit 26. 


| AUTOMOTIVE EXECUTIVE for your 
business! Dealer or manufacturer. Ex- 
perienced business management, systems, 
accounting, controls; familiar new, used, 
parts sales. Ambitious, competent, re- 
liable. Interested real opportunity U. S 
or abroad. Please address Box 4596, c/o 
Automotive News, Detroit 26. 


MANUFACTU RERS AGENT, established 
since 1940, selling to automotive manu- 
facturers and army ordnance, desires 
additional accounts that require repre- 
sentation in the Detroit area. Box 4595, 
c/o Automotive News, Detroit 26. 











tive News, Detroit 26. 

WANTED. Sales representative for estab- 
lished Michigan injection molder to cover 
midwest territory on salary basis. Engi- 
neering and sales background desirable. 
Reply to Box 4579, c/o Automotive News, 
Detroit 26. 





AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 
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“SAR SALE, dealership, 





DEALERSHIP AVAILABLE 


WISCONSIN 
DEALERSHIP 


| have one of the finest automobile deal- 
erships that only the moderate volume 
operator would be interested in. | sell a 
eading independent product in a wealthy 
city of 45,000 that also has a large and 
ucrative trading area. 1949 new car 
sales and used car sales over 750 units 
and 1950 is going to be even better. 
| get a good, healthy new car allot- 
ment each month and 75% of our mer- 
chandise is sold for the next 3 or more 
months, during which period we will get 
more than 100 new units. All of my facil- 
ities are less than 6 years old. Large 
parts and service volume. Excellent used 
car location and layout. This is a ''sweet- 
heart deal'' and can be handled with 
$30,000 to $40,000 and will take balance 
as a percentage of your monthly profits. 
You may rent or purchase all building 
and used car facilities from me on good 
terms. Please reply to Box 4604, c/o 
Automotive News, Detroit 26. 





DEALERSHIP, now handling one of the 
fastest selling, independent lines in a 
40,000 town population plus additional 
trading area of 90,000. Must sell due 
to wife’s health. Located in eastern 
part of Washington—rich wheat, stock 
and pea area. Ideal climate, little or no 
winter. Near the atomic energy plant 
at Richland, Washington, and area of 
the government dams that are being 
built. Sold 505 new and used cars in 
1949, will do better this year. Nice 
service business and downtown location. 
Good used car lot. Will take $20,000 
approximately to handle at book value. 
Must qualify with factory. Box 4520, 
c/o Automotive News, Detroit 26. 


DEALERSHIP, located in northern New 
York—200 miles from New York city, 
handling the oldest independent line. 
Sold over 100 new and 400 used cars 
last year. Steam heated showroom and 
shop. Long lease. Will sell or lease used 
car lot. Business established many years, 
employing 12. Excellent schools and 
living conditions. Must qualify with fac- 
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DEALERSHIP WANTED 


CHRYSLER PRODUCTS DEALERSHIP, 
Dodge preferred. 150-200 units yearly. 
Will buy controlling interest or total. 
Experience, age 40. Box 4585, c/o Auto- 
motive News, Detroit 26. 

BUSINESS OPPORTUNITIES 

ATTENTION INVESTORS. For sale—48% 
interest in one of the finest and most 
profitable new car dealerships in Ohio. 
Sale by individual. Price approximately 
$140,000 cash. Reply Box 4588, c/o Au- 
tomotive News, Detroit 26. 


DEALER SERVICES 


INVENTORY SERVICE 


PARTS—ACCESSORIES 
SHOP and OFFICE EQUIPMENT 


COAST to COAST 
@ Accurate 
@ Confidential 
@ Counted by Expert Partsmen 
| @ Accepted by Government 
| @ Counted in One Day 
| @ Complete With Automatic 
Stock Control System 

@ Priced With Authorized Publications 

@ Used to Buy-Sell Dealerships 
@ Quality at Low Cost 


Talbot's Automobile Dealers 
Inventory Service 


4690 Newport—Detroit 13, Michigan 
Valley 2-9377—Valley 1-7765 





PROFESSIONAL SHOPPING and person- 
nel evaluation service increases sales 
effort and efficiency in all departments. 
Promotes courtesy, integrity and custom- 
er interest in your personnel. Assists in 
identifying outstanding qualities or weak- 
nesses, providing confidential records 
which prove it. Comprehensive report- 
ing by competent teams who are con- 
stantly promoting your interest. Write 
for details. R. Fraim, 3223 North 3rd 
St., Harrisburg, Pa. 


INVENTORY SERVICE 


Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
“organization —in business since 
booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive Inventory Service Co. 





tory. Best reason for selling. Box 4569, | 9900 Freeland, Detroit 27, Mich. WE 3-6449 


c/o Automotive News, Detroit 26. 


AUTOMOBILE DEALERSHIP, One of the 
3 lowest priced popular cars (Plymouth- 
DeSoto). County seat town of 10,000 in 
oil center of southern Illinois. Modern 
brick building with attractive showroom. 
Parts and equipment inventory will run 





about $22,500 cash. Will lease or sell 
building. Write Box 4587, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP FOR SALE, now handling 
General Motors and  Willys-Overland 
lines, in good south Texas oil and cattle 
town. Doing nice business but have 
adequate reason for selling. Good lease 
on building and used car lot. Will sell 
for inventory. $25,000 will handle, Box 
4575, c/o Automotive News, Detroit 26. 





now selling 100 
G.M. cars per year in town of 9,000 in 
northern Virginia. Also enjoying excel- 
lent tire business. Good building avail- 
able on long term lease. Selling because 
of bad health. Write Box 4600, 
Automotive News, Detroit 26. 


DEALERSHIP, located in northwest, hand- 
ling DeSoto-Plymouth cars. County seat. 
Rich agricultural area. Long term, in- 
expensive lease. Service station, parts 
and shop. Box 4601, c/o Automotive 
News, Detroit 26. 


ae DEALERSHIP WANTED 


BIG THREE within 35 miles of metro- 
politan New York. Twenty years’ expe- 
rience and ample cash. Will buy out- 
right, or management basis, 300 cars or 
better. 


Address Box 4568, c/o Automotive News, 
Detroit 26. 


HAVE $100,000 CASH to invest in General 
Motors car dealership. Prefer midwest 
or southwest in town of 25,000 population 
or more. Can qualify with any G.M. 
division, All correspondence held in 
strictest contidence. Box 4597, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP WANTED — prefer GM or 
Ford. Will consider other makes in de- 
sirable city in the southeast. Ex-dealer, 





positively can qualify. Will pay cash. 
Box 4598, c/o Automotive News, De- 
troit 26. 





BIG THREE DEALERSHIP in Texas, Flor- 
ida or southeast United States—150-300 
unit. Experienced Dodge-Plymouth deal- 
er, will pay cash, factory approval as- 
sured, All replies held confidential, Box 
4584, c/o Automotive News, Detroit 26. 


GENERAL MOTORS DEALERSHIP—150- 
200 units yearly. Buy inventory and 
equipment. Rent buildings or buy con- 
trolling interest and assume manage- 
ment. Box 4586, c/a Automotive News, 
Detroit 26. 


RETIRE NOW. Cash for GM dealership, 
200-500 cars, midwest or west, 
approval assured. 
Box 4548, c/o Automotive News, 
troit 26. 


De- 





The Dealers’ Market Place! 


BUY IT! 
SELL IT! 
TRADE IT! 
HIRE HELP! 


Through 
AUTOMOTIVE NEWS 


Classified Want Ads 





Factory | 
Replies confidential. | 


c/o} 


We are ready to act now. All| 
replies will be held strictly confidential. 








USED CARS FOR SALE 


AUTOMOBILE 
AUCTION 


28 Miles from Chicago Loop 
Yq Mile East of Illinois State Line on Route 30 


EVERY FRIDAY—11 A.M. 
200 Cars Average 


75% Actually Selling 
Cars guaranteed against cracked blocks, 
bad transmissions and differentials. 


STRICTLY WHOLESALE 


Dealers Buy - - - Dealers Sell 


| George Lawson and Bud Fennema 
OWNERS 


Automobile Auctioneers 


DYER AUTO AUCTION 
Phone 2361 & 4051—Dyer, Ind. 
Res. Lansing, lil. 730 & 107R 


Philadelphia's 
BIG DEALER AUCTIONS 


TUESDAY THURSDAY 
12 NOON 12 NOON 


GILBERT — ROBINSON 
Automobile Auctioneers 
6600 N. Broad St. Phila, Pa. 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


Tel. Livingstone 8-3000 




















THE TUESDAY SALE—11:30 A. M. 
FORT WAYNE 
AUTO AUCTION 


—DEALERS ONLY— 
(In the Heart of the Nation) 


Phones: E -2% 





| 
| 
| 
| 
| 


Open all night, Monday night 
No Reservations 


WEBSTER-MARKER MOTORS, INC. 
324 W. Main St. Ft. Wayne, Ind. 








ATTENTION DEALERSIII 


At Greatly Reduced Prices 


1948 Chevrolet - Ford - Plymouth 
4 Door Sedans 


Excellent Bodies Good Motors 


All Cars Formerly Used for 
Cab Service in Phila. 


Phone or Write: 


THE R. A. COMPANY 


43rd & Locust Sts. © PHILA., PENNA. 
SHerwood 7-1700 — Morris Freedman 





EVergreen 2-0400 — Herbert Cole 























USED CARS FOR SALE 


—AUTO— 
AUCTION 


exngijines 


HORSEHEADS, NEW YORK 
EVERY FRIDAY 


anjijan 


DANVILLE, PENNA. 
EVERY WEDNESDAY 


You will always find real action at 
both these auctions. 


R. D. WEST, Prop 


Jos. E. Johnson Tex Rickard 


Auctioneers 





AUTO AUCTION 
MONTPELIER, OHIO 


(Every Monday of Every Week) 
Without a miss for 4 years! 
We now cash checks—which 

much appreciated by sellers. 
We insist on bringing titles. 
Arrive with cars Sunday P.M. or 

early Monday A.M. 

Sale Starts at 12:30 Prompt! 
Tel. 9009 or 129 on Sun. & Mon. 
We are a member of N.A.A. P. A. 
(Dealers Only) 


WOODRUFF, 
JENKINS & DRAKE CO. 


(Partners) 








Indiana's Oldest Auto 


AUCTION 


Held in a Big Cool Building 
In the Heart of Downtown 


INDIANAPOLIS, INDIANA 


Every Wednesday—12 Noon 
RAIN OR SHINE 
150 to 200 
Cars Pass Through the Auction Block 

85% to 90% 

Sold to Good Solid Buyers 

Make Your Reservations Now! 
Bring Your Cars Earlyl 
CALL LINCOLN 7447 


DEALERS ONLY 
When Buying or Selling . . . Your 
se Choice Is 


CLARKE AUTO AUCTION 
1125 N. MERIDIAN ST. 


Large Selection of Used Cars 
ALL MAKES ALL MODELS 


Including 


DODGE FORD 
PLYMOUTH CHEVROLET 


Drop in to see us or call 
Jim Campbell—Collingswood 5-5300 


FISHER MOTOR COMPANY 


100 Crescent Bivd. 
Collingswood (Suburb of Camden, N. J.) 





USED 1950 
Cars - Trucks 


WHOLESALE 


Tremendous Discounts on 
Some Models 
Large Selections 


Roosevelt Motors, Inc. 


4156 W. Roosevelt Road 
CHICAGO, ILLINOIS 
Established 25 Years 

Wire or Phone Sacramento 2-7850 


AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 


USED CARS FOR SALE 


USED 
CARS TRUCKS 
PICKUPS 
WHOLESALE 
Current Models 





Contact us for fast selling units at low 
prices that guarantee you bigger profits. 


DEALERS' AUTO CO. 


3626 N. Cicero Avenue, Chicago, Illinois 


Phone—Kildare 5-6741 








KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 


In Continuous Cpereines Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America 
NDIANAPOLIS, INDIANA 
Dutch Stuart, Auctioneer 

915 N. Illinois St. 





USED CARS WANTED 





JOE NEWELL 


Nationally known as the 


King of the Cadillacs 


has just sold and delivered retail over 
$2,000,000 
worth of Cadillacs. 


for another 
$1,000,000 
worth of 1948 to 1950 used Cadillacs. 
Wire or Write 
JOE NEWELL 
6145 Hollywood Bivd., Hollywood, California 
or Phone Hollywood 9-3607 








PARTS FOR SALE 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 


Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts. . . . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 
ROBERTSON BUICK CO. 


“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 

All Phones WAbash 2-1030 











NASH PARTS 


Available for Immediate Shipment 
"51 "600" engines—$189 complete 


Phone, wire or write 


VREELAND NASH 


3255 Fort Lincoln Park, Michigan 
Warwick 8-6900 


BUSES WANTED 
CHEVROLET, FORD or DODGE school bus 
chassis wanted. Advise fully. Box 4602, 
c/o Automotive News, Detroit 26. 
TRUCKS FOR SALE 
1948 DODGE KA128 2%-ton tractor. Sad- 
dle tanks, heater, marker lights, Nabors 


26-ft. van, insulated, with blower, side 
door and full rear doors. Very clean. 
Delivered December, 1948, for $7,000. 


Will sell for $3,850. Bailey-Gragg Mo- 
tors, Brunswick, Ga, 


FOR SALE. Four car automobile trans- 
port with 1946 Chevrolet cab over engine 
and Whitehead and Cowe trailer. Com- 
plete with ramps, chains and necessary 
gear. Will sacrifice for $700. Call, write 
or wire Lee Motors Queens Corporation, 
89-46 Queens Blvd., Elmhurst, New York, 
HI 6-7900. 


Phone Lincoln 5383 


He is now in the market 
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TRUCKS WANTED 


WANTED. Used beer truck bodies and/or 
truck with beer bodies—beer warehouse 
handling equipment. State full descrip- 
tion, and prices. Box 4550, c/o Auto- 
motive News, Detroit 26. 

TRUCKS WANTED. Tandem transport 
trailer with or without tractor. Must be 
wide enough for new Chryslers and Kai- 
sers, Clayton Thorne, 3915 Bruce Street, 
Alexandria, Va. 


SHOP EQUIPMENT FOR SALE 


FOR SALE. Late model electric R. C. Al- 
len bookkeeping machine. Only two years 
old, model 1302. In good condition— 
only $200. Also Underwood typewriter 
in first class condition—§$75. Courtesy 
Motor Co., Johnson City, Tenn, 

BEAR 195-82 alignment machine, Stewart 
Warner wheel balancer. Guaranteed, 
Clark Seeley, Kalkaska, Mich. 


ANTIQUE CARS WANTED 


PHAETON WANTED. Lincoln, Packard 
before 1933. Running and good condition 
—reasonably priced. James Foss, 6630 
North Artesian, Chicago, Ill, 


WANTED. Any model Buick 1910 thru 
1915. Specify condition and price, Rorick 
Buick, Inc., P. O, Box 330, Oceanside, 
Calif, 


WANTED—1926 Pontiac. Give full descrip- 
tion and price. Box 4570, c/o Automo- 
tive News, Detroit 26. 


MISCELLANEOUS 


GENUINE IMPORTED CHAMOIS, Tanned 
with 100% pure cod oil. Soft, absorbent, 
lint-free. Saves labor, a better job wash- 
ing cars, windows, mirrors. Big skin, 
perfect quality, satisfaction guaranteed 
or money refunded. Approximately 17’ 
x13'’—-$2 each. $20 per dozen, Save 
postage, send check. C.O.D.’s accepted, 
Sax-On ,3840 Fullerton, Department TT-7, 
Chicago 47. 

ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S&t., 
Lynchburg, Virginia. 





DON'T DELAY — BUY 
TOW BARS TODAY! 
NATION'S LEADING VALUE 
Automatic 1951 BraKinGs 


Complete with Guide $5 4. 45 


Cables and Brake Hook- 
Up at No Extra Cost «a 


“e DEAL 6:::::$29800 
Meets 1.C.C. Requirements 


Quick-Tow (bumper-to-bumper) ---$17.50 
Safety Chains (set of 2) ........$ 2.50 
Carrying bags—only ...............-§ 1.00 
We Stock Parts for All Tow Bars 
TOW BAR SALES COMPANY 


Exclusive Factory Distributors 


AN 3-8888 ; JMU 48401 
DE 2-0700 NITES: |DO 3-8373 


40 SO. CLINTON ST., CHICAGO 6, ILL. 
Denver: KE 2323 Los Angeles: OL 9782 











AUTO SCHOOL SUPPLIES 


— Everything — 
for the auto driver training school 
Dual Steering Wheels 
Books, Forms, Equipment, etc. 


SAFE DRIVING INSTITUTE 
119 Snow Street Providence, R. |. 








The NEW V Type 
MOTO-MATIC 


TOW-GUIDE 


Tows and Guides Motor Cars 
Twin Leaf Chain Couplers 
No Adapters Are Necessary 
Complies With Strength Requirements 
Up to 5,000 Lb. Vehicles 
EXCISE 
are $32.50 TAX INCL. 


FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICHIGAN 








for One Year $8 [_] 
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see for yourself why famous 
Full-View is driving profits up. 






_ Robbins 
» FULL-VIEW 


EAR WINDOW 


This is the one that pays off!—the accessory that more convertible owners ask for 
than any other regardless of price. This is the famous Robbins Full-View Window 
that gives convertibles up to 700% more safe-driving vision . . . gives them today’s 
important panoramic styling and keeps your sales figures driving upward. The big beauty 
snaps squarely into place in just 20 seconds. Fits air-tight, water-tight because it 
is engineeringly perfect. Today, more new convertible owners than ever 
before are comparing the wonderful benefits of this modern design, the new 
experience of unlimited vision and are asking for the Robbins Full-View Window. 
So meet the easiest profit you ever made halfway. ORDER TODAY! 
List price is $25. Standard discount to dealers. Get Full View windows from your jobber, 
if he can't supply you just clip and mail the handy “ordervelope” below. But NOW! 


SBaauame mi negate eee es & He EE a a ee 
FASTEN HERE 


ae 
- 


FIRST CLASS 


‘ CONVERTIBLE OUT ALL WINTER, YET... | 
| TOP LIKE NEW NEXT SPRING! % 
we TOPPER 


Snowproof, Waterproof. VINYL-PLASTIC TOP COVER 


PERMIT NO. 12356 
SEC. 34.9, P.L. aR 


DETROIT, MICH 


VIA AIR MAIL 


ae 


BUSINESS REPLY ENVELOPE 
NO POSTAGE STAMP NECESSARY IF MAILED IN THE UNITED STATES 
7¢ Postage will be paid by— 


JIM ROBBINS COMPANY 


1555 East Eight Mile Road 
Hazel Park, Michigan 


6 
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h 
ENTER AMOUNT WANTED IN BOX WHICH INDICATES CAR MODEL 1 
FULL-VIEW WINDOWS _ TOPPERS — NOTE: 
__ 42 _ 48 49 50, 4748 4950 9 a 
BUICK _— Hh | , Toppers 
CADILLAC aT | use with i 
ull-View 
CHEVROLET on — Window i Here's the tough, heavy, vinyl-plastic top cover that keeps con- 
OLDSMOBILE (small) 4 = vertible tops sparkling clean and new-car fresh all winter long. 
OLDSMOBILE (‘*98”’) | Per “Tan | number i Electronically welded seams and custom-tight fit make “Topper"’ 
PONTIAC ~T | <4 wanted. a@ masterpiece of protection that helps fabric tops last actually up 
CHRYSLER oe oe SHIP: i to 3 years longer. “Tepper™ is made of plastic that's extra tough, 
DESOTO t- 1 Open extra heavy and there's special lock-on fasteners that keep it snug 
ete enrerentntenens account and close in any weather. The extra insulation that “Topper” 
aaa i affords helps give convertibles real closed-car comfort. ‘Toppers’ 
Brad’ are available to fit most cars. Order Topper from your jobber 
rated 3 today. List $25. Dealer discounts standard. If your jobber can't 
land fill your order for these heavy weight profit pullers then just mail 
c.0.8 i the special “ordervelope” at left. We'll get your order out RUSH. 


LINCOLN (cos.) 
MERCURY 





FASTEN 





NAME NN AND-MAIL vas 
STREGT FILL OUT AND MAIL __..- << oP ” 
city STATE Fen NO POSTAGE NECESSARY 
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